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eading Companies 
Await Competition 
Of New Insurers 


Underwriting Profits, Long Sought, 
Bring New Problems of 
Their Own 
$100,000,000 NEW CAPITAL 


Fire Executives Wonder if These 
Funds Can Find Useful Em- 
ployment Satisfactorily 
















Fire insurance company executives, re- 
turning from summer vacations and at- 
tending their first fall meetings of va- 
rious organizations, find themselves con- 
fronted with radically different sets of 
problems from those they were called 
upon to tackle only as far back as two 
years ago. Today a question of far- 
reaching importance is how to manage, 
and thus to preserve, the somewhat un- 
expected but nevertheless very real pros- 
perity which has come to the purely 
underwriting branch of fire insurance. 

Two years ago and for several years 
before that fire insurance men every- 
where were despondent over their fail- 
ure to make the underwriting end of the 
business pay for itself. They had been 
fortunate for a few years in their secur- 
ity investments but they knew they 
could not forever go on depending upon 
the financial markets for their success. 
Current underwriting ideas were at- 
tacked right and left as unsound. The 
companies were split on separation, on 
commissions, and other matters. Ex- 
penses incurred in the battle for pre- 
miums were’ recognized as exorbitant. 
Tremendous efforts were exerted along 
the lines of fire prevention to try to 
cut down the growing fire waste. 


The Drop in the Fire Loss Ratio 
Suddenly last year the fire loss ratio 
all over the country dropped precipi- 
tately. General prosperity in lines of 
business had reduced the moral hazard 
danger; fire prevention work was bear- 
ing fruit, and other causes contributed 
to making 1928 the first year in several 
in which the fire companies made a sub- 
stantial underwriting profit. Many in- 
surance men were skeptical early this 
year about the continuance of this for- 
tunate turn of events. Losses in the first 
two or three months admittedly sup- 
ported prophesies of another bad year. 
However, a look at the fire losses for 
the first eight months of this year shows 
they are not only as good as last year 
but better. The total is several million 
dollars below the total to September 
in 1927 and approximately 30% below 
the corresponding period in 1926. There 
Temains, therefore, little doubt but that 
this year will be the banner year in the 
last decade for the fire insurance com- 
Panics upon their underwriting. But will 
the good luck continue ? 

_sciicing over the marked and con- 
Sisten! improvement in underwriting is 
tempered this fall by a realization that 
Prospcrous outlooks have brought into 
he business more than $100,000,000 of 

(Continued on Page 29) 





PHOENIX 


Assurance Company, Ltd. 
of London 
150 William Street, New York 


of time! 146 years of successful business 
operation. Abso- 
lute security. 


A corporation which has stood the test 
World-wide interests. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
150 William Street, New York 
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The White Fireman* 
° e e 
down in Dixie 
Don’t miss the story about how the White 
Fireman has reduced cotton losses. It appears 
in the September 15th Saturday Evening Post; 
the September issues of Atlantic Monthly, 
Golden Book, Harper’s Magazine, Review of 


Reviews, Scribner’s Magazine and World’s 
Work; and the October American Magazine. 


* 





The White Fireman in the ine adverti. of 
the Insurance Company of North America represents the 
loss-prevention engineering service supported by insurance 
companies. This advertising is informing millions of prop- 
erty owners of the constructive work that is being done. A 
each advertisement tells property owners that they may 
secure loss-prevention engineering service through respon- 
sible insurance agents. 

















We Tune the Instrument | 

A man’s mind is an instrument. To be successful as a producer of life 

insurance it must be tuned to the necessities of the business. It must be 

adjusted to the finding of prospects, to effective approach, to interview- 

control, to definite closing. Into this mental mechanism must be fitted 

knowledge of how life insurance covers specific needs, and knowledge 
of company policies and practices. 

This tuning and training the Penn Mutual supplies to its representa- 
tives, together with General Agent and Home Office co-operation, skilled, 
willing, ample. 

In our agency expansion program we have room for men and women 
who greatly desire to excel and profit. 


Wm. A. LAW, President 
Wm. H. KINGSLEY, Vice-President HUGH D. HART, Vice-President 


The Penn Mutual Life Insurance Company 


Independence Square 
Philadelphia, Pa. 
Founded 1847 























Penn’s New Men 
Are Prominent In 
Swampscott Meet 


Recently Appointed General 
Agents Act Leading Roles 
In Convention 


TALK FEATURED 


Philadelphia Home Office Agency 
Welcomes Dr. Stevenson At 
A Luncheon 


SALES 








The regional conventions of the 
Penn Mutual Life, Swampscott, Mass., 
last week, and Mackinac Island, Mich., 
this week, were something more than 
sales congresses and conference get- 
togethers because there was the added 
human interest feature of the presence 
of a number of new faces in the Penn 
Mutual family and the curiosity to see 
the new stars. They included Dr. John 
A. Stevenson, who will be general agent 
in Philadelphia; Alexander E. Patter- 
son, who is to start scratch with a new 
general agency here; Ralph G. Engels- 
man, who some months ago was ap- 
pointed general agent at 2 Park avenue, 
New York; Vincent B. Coffin, director 
of education; and some others. Frank 
H. Davis, the new general agent in Chi- 
cago, was not at Swampscott, which was 
a gathering of Eastern and Southern 
representatives, but some of the speak- 
ers at Swampscott went on to Mackinac. 

Hugh D. Hart, vice-president of the 
company and in charge of its new man 
power development program, put the 
new Penn Mutual people prominently on 
the program and all of them made fine 
impressions. Dr. John A. Stevenson, 
who was at the convention the first day 
only, made one of his characteristically 
idea talks, and was also given a luncheon 
by the home office agency, Philadelphia, 
where he was welcomed by various 
speakers, including Clarence K. Schonck, 
superintendent of the agency; and Gen- 
eral Agent J. Edward Durham, who is 
also a trustee. Mr. Patterson presided 
at a group sales conference and also 
took a prominent role in the drama, 
“Scene in a General Agent’s Office,” 
which took up the morning of the sec- 
ond day at Swampscott. Mr. Engels- 
man also figured very prominently in 
the proceedings as did Mr. Coffin. 

Company’s Gain 


Up to September 1 the company paid 
for $19,600,000 in excess of the same pe- 
riod last year. In starting off the con- 
vention Mr. Hart congratulated the field 
force on its achievements. 

“We are being noticed,” he said. “We 
are going to have our place in the sun.” 

Later in his talk he said that “no 
matter how big we grow, how great we 
become, we shall never outlive, out- 
grow or out-expand the strong spirit of 
friendliness which has ever been our 
dominant motive.” 
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Manhattan Life Goes 
Into Its New Building 


OLD HOME HISTORIC STRUCTURE 





Handsome New Twenty-two Story Head 
Office Now At Sixtieth Street And 
Madison Avenue 





The Manhattan Life, of New York, 
will move into its new home office build- 
ing at Sixtieth street and Madison aven- 
ye tomorrow. The old Manhattan Life 
building at 66 Broadway was the first 
skyscraper to be erected and gained 
world-wide attention. It was, and still 
is, largely tenanted by banking and brok- 
erage houses and was always popular 
as an office building in the Wall street 
district because it had entrances on both 
Broadway and New street, the latter 
giving quick access to the Stock Ex- 
change, and there was also a subway 
entrance from the building direct. 

The new building is a handsome struc- 
ture, twenty-two stories tall, with a spa- 
cious entrance. hall of marble. The en- 
trance facade is of limestone. The cor- 
ridors have high marble wainscoting and 
terrazzo floors. The Guaranty Trust 
Co. will occupy the ground floor. 

The Manhattan Life, long very con- 
servative in its attitude toward produc- 
tion expansion, has such a solid foun- 
dation of financial strength with such a 
high ratio of assets to its outstanding 
insurance in force, that President Thom- 
as E. Lovejoy has launched a more ag- 
gressive policy of production activities 
of the company and new general agen- 
cies are being placed in many states 
where the production possibilities are 
inviting. While not lessening the con- 
servative policy that has always char- 
acterized the Manhattan Life, President 
Lovejoy believes the time has arrived for 
growth. 

One of the oldest companies, being 
organized in 1850, the Manhattan Life 
has also been a pioneer in many im- 
portant life insurance practices. It was 
the first to issue an incontestible clause, 
the policy being incontestible after 
five years. It has the distinction of 
being the first company to issue a group 
policy, although the company is not now 
writing group insurance. This policy 
covered a shipment of coolies from a 
port in Asia to the West Indies. It 
was for $21,000, covering 700 lives, and 
the premium was $845. The policy was 
issued in 1854. Several claims were paid 
under it. 

Soon after the organization of the 
Manhattan Life there was great activ- 
ity in the launching of new companies 
in New York, but of these new com- 
panies of that period few survived. The 
Manhattan Life passed through all the 
periods of tremendous competitive ac- 
tivity. 

The company’s policy contracts have 
been kept thoroughly revised to include 
the latest benefits. They include dis- 
ability provisions, waiver of premium 
and a $10 level monthly income benefit. 
The company also has a disability clause 
which furnishes an increasing disability 
benefit of $10 for the first five years; 
$15 for the second five years and $20 
thereafter. The new monthly income 
payments date back to the beginning of 
disability. There is a ninety day wait- 
ig provision. The Manhattan Life 
writes non-medical up to $2.000 on all 
lorms except term and modified life. 





STRAW VOTE BY RIEHLE & CO. 


The John M. Riehle & Co. agency in 
New York, is sending out to its clients 
a booklet on the presidents of the 
nited States which gives the popular 
vote by state in 1924, the presidential 
restiits for many years and much other 
political information of special interest 
at this time. The agency is also con- 
Micting a straw vote on the chances of 
I and Smith, the results — of 
which will be announced to the friends 


ot the agency in a special bulletin. 


Hoover 








Persistence— Rare Gift 


All great achievements accredited to man 
were born of the persistence of some individuals 
with ideas. 


So all comforting agencies devised by 
man have taken their place through 
taith in an ideal. 


Successful life insurance salesmen are 
persistent for reasons other than 
personal gain, not the least of which 
is an earnest desire to serve human- 
ity and prevent distress and tragedy. 


It is a most HONORABLE calling 


The Prudential 


Insurance Company of America 





Home Office: Newark, New Jersey 
Epwarp D. Durrmip, President 











Wuerth Makes Appeal 
To Members For Support 


WANTS REAL INTEREST SHOWN 





Says Mere Payment of Dues Does Not 
Fulfill Life Underwriter’s Obligation 
to Organization; Dinner Oct. 9 
Gustav C. Wuerth, president of the Life 
Underwriters’ Association of New York, 
writing in the “Bulletin” for September, 
refers to the progress that is being made 
made by the different committees of the 
Association, asks for the full support of 
members, and also reminds them of the 
first dinner meeting of the season on Oc- 
tober 9. Says President Wuerth: 
“When this issue reaches you the fall 
campaign will have commenced. I hope 
that for you, who are reading this, the 
fall campaign will mean a lot of new 
business and more enjoyment in devel- 

oping it. 

“Furthermore, may I say that the mere 
payment of dues for one year does not 
fulfill a life insurance man’s obligation 
to the Underwriters’ Association. Our 
New York Association is linked up with 
two hundred and six similar organiza- 
tions in the National Association of Life 
Underwriters. This constitutes an or- 
ganized body of insurance men whose 
efforts have resulted in steady improve- 
ment in the conditions under which life 
insurance men do their work. Since 
such activity is for the benefit of all life 
insurance agents, surely a man who is 
daily preaching co-operation (which is 
the basic principle of life insurance) will 
not feel satisfied to receive benefits 
which he is not helping to produce. At 
least I feel sure that you will view it 
in that light when you give it a little 
thought. I, therefore, hope for a most 
favorable result from the efforts of our 
committee on conservation.” 


COLLEGE ATHLETES’ LONGEVITY 





Metropolitan Life Arranges with Col- 
lege Heads for Study Covering 
Eight Institutions 
Some time ago the Metropolitan Life 
made a study of the longevity of col- 
lege athletes which was scanned with a 
great deal of interest. The company 
has now made arrangements for a more 
thorough study of this subject through 
the co-operation of the College Presi- 
dents’ Committee of Fifty on College 

Hygiene. 

The study will be made of data of 
eight representative colleges: Harvard, 
Yale, Amherst, Brown, Cornell, Dart- 
mouth, Wesleyen and Williams. Au- 
thorities of these colleges have sub- 
mitted the records of their graduates 
and these records are now being ana- 
lyzed. The study will include graduates 
of classes from 1870 to 1905 and alto- 
gether 40,000 men will be covered. The 
study will probably be finished by the 
end of this year. It is hoped that at 
the same time there will be ready a sep- 
arate analysis of the longevity of grad- 
uates who won scholastic honors. 





PHILIP S. ROSEN HEADS CLUB 





Son of Late H. B. Rosen Made Presi- 
dent of New York Life’s Group of 
Leaders with $3,577,500 

Philip S. Rosen has won the presi- 
dency of the New York Life’s Four 
Hundred Club, with the distinction of 
being the youngest president of the 
leading writers of that company. His 
volume for the club year was $3,577,- 
500, also one of the best records made 
by a club president. He had 203 ap- 
plications for an average of $17,000 
each. Mr. Rosen. who is the son of 
the late Harry B. Rosen, has been up 
among the leaders of the New York 
Life since he was twenty-one. He is 
now twenty-four. In his first year, at 
nineteen, he paid for $633,500. 
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Manhattan Life Goes 
Into Its New Building 


OLD HOME HISTORIC STRUCTURE 
Handsome New Twenty-two Story Head 
Office Now At Sixtieth Street And 
Madison Avenue 





The Manhattan Life, of New York, 
will move into its new home office build- 
ing at Sixtieth street and Madison aven- 


ue tomorrow. The old Manhattan Life 
building at 66 Broadway was the first 
skyscraper to be erected and gained 
world-wide attention. It was, and still 
is, largely tenanted by banking and brok- 
erage houses and was always popular 
as an office building in the Wall street 
district because it had entrances on both 
Broadway and New street, the latter 
giving quick access to the Stock Ex- 
change, and there was also a subway 
entrance from the building direct. 

The new building is a handsome struc- 
ture, twenty-two stories tall, with a spa- 
cious entrance hall of marble. The en- 
trance facade is of limestone. The cor- 
ridors have high marble wainscoting and 
terrazzo floors. The Guaranty Trust 
Co. will occupy the ground floor. 

The Manhattan Life, long very con- 
servative in its attitude toward produc- 
tion expansion, has such a solid foun- 
dation of financial strength with such a 
high ratio of assets to its outstanding 
insurance in force, that President Thom- 
as E. Lovejoy has launched a more ag- 
gressive policy of production activities 
of the company and new general agen- 
cies are being placed in many states 
where the production possibilities are 
inviting. While not lessening the con- 
servative policy that has always char- 
acterized the Manhattan Life, President 
Lovejoy believes the time has arrived for 
growth. 

One of the oldest companies, being 
rganized in 1850, the Manhattan Life 
has also been a pioneer in many im- 
portant life insurance practices. It was 
the first to issue an incontestible clause, 
the policy being incontestible after 
fve years. It has the distinction of 
being the first company to issue a group 
policy, although the company is not now 
Writing group insurance. This policy 
covered a shipment of coolies from a 
port in Asia to the West Indies. It 
was for $21,000, covering 700 lives, and 
the premium was $845. The policy was 
issued in 1854. Several claims were paid 
under it. 

Soon after the organization of the 
Manhattan Life there was great activ- 
ity in the launching of new companies 
in New York, but of these new com- 
panies of that period few survived. The 
Manhattan Life passed through all the 
yeriods of tremendous competitive ac- 
uvity, 

The company’s policy contracts have 
ben kept thoroughly revised to include 
the latest benefits. They include dis- 
ability provisions, waiver of premium 
aid a $10 level monthly income benefit. 
The company also has a disability clause 
which furnishes an increasing disability 
benefit of $10 for the first five years; 
SI} for the second five years and $20 
thereafter. The new monthly income 
payments date back to the beginning of 
‘isability. There is a ninety day wait- 
mM provision. The Manhattan Life 
‘ites non-medical up to $2.000 on all 
‘ms except term and modified life. 





STRAW VOTE BY RIEHLE & CO. 
The John M. Riehle & Co. agency in 
\ew York, is sending out to its clients 
‘booklet on the presidents of the 
nited States which gives the popular 
‘e by state in 1924, the presidential 
i sults for many vears and much other 
“litical information of special interest 
“this time. The agency is also con- 
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Persistence—Rare Gift 


All great achievements accredited to man 
were born of the persistence of some individuals 
with ideas. 


So all comforting agencies devised by 
man have taken their place through 
faith in an ideal. 


Successful life insurance salesmen are 
persistent for reasons other than 
personal gain, not the least of which 
is an earnest desire to serve human- 
ity and prevent distress and tragedy. 


It is a most HONORABLE calling 


The Prudential 


Insurance Company of America 
Home Office: Newark, New Jersey 
Epwarp D. Durrmip, President 











Wuerth Makes Appeal 
To Members For Support 


WANTS REAL INTEREST SHOWN 





Says Mere Payment of Dues Does Not 
Fulfill Life Underwriter’s Obligation 
to Organization; Dinner Oct. 9 





Gustav C. Wuerth, president of the Life 
Underwriters’ Association of New York, 
writing in the “Bulletin” for September, 
refers to the progress that is being made 
made by the different committees of the 
Association, asks for the full support of 
members, and also reminds them of the 
first dinner meeting of the season on Oc- 
tober 9. Says President Wuerth: 
“When this issue reaches you the fall 
campaign will have commenced. I hope 
that for you, who are reading this, the 
fall campaign will mean a lot of new 
business and more enjoyment in devel- 
oping it. 

“Furthermore, may I say that the mere 
payment of dues for one year does not 
fulfill a life insurance man’s obligation 
to the Underwriters’ Association. Our 
New York Association is linked up with 
two hundred and six similar organiza- 
tions in the National Association of Life 
Underwriters. This constitutes an or- 
ganized body of insurance men whose 
efforts have resulted in steady improve- 
ment in the conditions under which life 
insurance men do their work. Since 
such activity is for the benefit of all life 
insurance agents, surely a man who is 
daily preaching co-operation (which is 
the basic principle of life insurance) will 
not feel satisfied to receive benefits 
which he is not helping to produce. At 
least I feel sure that you will view it 
in that light when you give it a little 
thought. I, therefore, hope for a most 
favorable result from the efforts of our 
committee on conservation.” 


COLLEGE ATHLETES’ LONGEVITY 





Metropolitan Life Arranges with Col- 
lege Heads for Study Covering 
Eight Institutions 

Some time ago the Metropolitan Life 
made a study of the longevity of col- 
lege athletes which was scanned with a 
great deal of interest. The company 
has now made arrangements for a more 
thorough study of this subject through 
the co-operation of the College Presi- 
dents’ Committee of Fifty on College 
Hygiene. 

The study will be made of data of 
eight representative colleges: Harvard, 
Yale, Amherst, Brown, Cornell, Dart- 
mouth, Wesleyen and Williams. Au- 
thorities of these colleges have sub- 
mitted the records of their graduates 
and these records are now being ana- 
lyzed. The study will include graduates 
of classes from 1870 to 1905 and alto- 
gether 40,000 men will be covered. The 
study will probably be finished by the 
end of this year. It is hoped that at 
the same time there will be ready a sep- 
arate analysis of the longevity of grad- 
uates who won scholastic honors. 





PHILIP S. ROSEN HEADS CLUB 





Son of Late H. B. Rosen Made Presi- 
dent of New York Life’s Group of 
Leaders with $3,577,500 

Philip S. Rosen has won the presi- 
dency of the New York Life’s Four 
Hundred Club, with the distinction of 
being the youngest president of the 
leading writers of that company. His 
volume for the club year was $3,577,- 
500, also one of the best records made 
by a club president. He had 203 ap- 
plications for an average of $17,000 
each. Mr. Rosen. who is the son of 
the late Harry B. Rosen, has been up 
among the leaders of the New York 
Life since he was twenty-one. He is 
now twenty-four. In his first year, at 
nineteen, he paid for $633,500. 
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Ted Simmons’ View of 
A. & H. Rejection Rate 


HOW COMPANY CAN CONTROL IT 
Leads Off Round Table Discussion at 
Accident Conference by Comparison 

Of Two Companies 

Ted M. Simmons, assistant superin- 
tendent of agencies of the Pan-American 
Life, led off an interesting round table 
_ discussion at the Health & Accident Un- 
derwriters’ convention last week in Chi- 
cago on the question of “Is the Number 
of Applications Declined Too Large re 
From the viewpoint of the man in the 
field, Mr. Simmons said the answet 
would be “Yes,” while the home. office 
underwriter would probably reply “No” 
and would gladly review case after case 
to prove his contention to be a correct 
one. 

Mr. Simmons presented to those pres- 
ent a thought-provoking comparison of 
two companies writing accident and 
health, one of which declined last year 
25% of. the eoaeetes applications sub- 
mitted by its field force. In other words, 
one out of every four applications was 
rejected. The other company, the head 
of which is a past president of the 
Health & Accident Underwriters’ Con- 
ference, showed a declination rate in 
1927 of only 4.3%. 

Agency Methcds Comrared 

The speaker believed that the differ- 

ence between these two companies rest- 





ed in their respective agency methods. 
And on this point he said: “The com- 
pany with the 4% rejection rate has a 


field organization composed entirely of 


full-time salesman-—salesman whose one 
thought is to write life, accident and 
health insurance for their company; 


salesmen who know their loss ratios are 
going to reflect upon their individual 
easels and as a consequence are par- 
ticular to submit applications on only 
the best type of risks. This company 
conducts schools of instruction; it holds 
sectional agency meetings; it holds one 
large annual convention for its successful 
producers and at all of these agency 
gatherings the important matter of se- 
lection is given a great deal of thought, 
time and discussion. Naturally, such a 

ompany’s rejection rate is going to be 
low and as a result its agents are going 
to be happy. 

“Let’s review the agency methods of 
the other company who last year had a 
declination rate of 25%. This company 
makes an enthusiastic bid for brokerage 
business and fully 50% of the applica- 
tions which it receives are submitted, so 
| understand, by brokers who, in every 
sense of the word are free lancers—men 
who are giving some business to this 
company, some to that company; in fact, 
are usually leaving it up to the applicant 
himself as to which company he would 


preier to carry his protection. Natural- 
ly, such a broker can have no great 
amount of company spirit and it is a 


matter of little concern to him whether 
his loss ratios are reasonable or entirely 
out of line. Further, these brokers are 
usually engaged in selling all lines of in- 
surance and their knowledge of any one 
particular phase of the business is hard- 
ly comparable to the salesmen to whom 
accident and health insurance is a life- 
time profession and study. As a result, 
ignorance breeds undesirable business 
and undesirable business breeds rejec- 
tions.” 

Speaking about his own company, Mr. 
Simmons concluded his talk by telling 
how it had been getting out a series of 
pamphlets written for the sole purpose 
of emphasizing the factors which go to 
make a desirable risk. “For instance,” 
-he said, “there are pamphlets from the 
medical department touching uppn the 
medical aspect of underwriting; there 
are pamphlets from the actuarial depart- 
ment touching upon the moral aspect of 
underwriting; there are pamphlets from 
the conservation department pointing out 
‘that type of risk who is most apt to re- 


; agency of 


Says Agents Must 
Publicize Insurance 


SONNEBORN EXPRESSES VIEWS 


Provident Mutual Agent Addresses 
Quarter Million Club Conven- 
tion; Praises Direct Mail 


H. Sonneborn, Jr., of the Philadelphia 
Mutual Life, gave 
an interesting-talk at the recent-conven- 
tion of the company’s Quarter Million 
Club. Myr. Sonneborn thought that lib- 
eral policy features attractive divi- 
dends are unavailing unless the public is 








Provident 


and 


told about them and advised his hearers 
to back up their agency work with judi- 
cious publicity. His remarks in part fol- 
low: 

“Direct mail advertising affords the op- 
portunity of multiplying your efforts in 
this business of lifé insufance. The more 
productive channels We - have to develop 
prospects, the more business we can pro- 
duce. 

“There is no doubt in my mind that 
every member of this club has, at some 
time in his life insurance career, gone 
out with a list of ten or fifteen names 
at the beginning of a day and returned 
to the office at the close of day some- 
times with a feeling that you have done 


a good day’s work and the results were, 


perhaps, one, two or possibly three good 
prospects, that would develop into busi- 
ness within a reasonable time. 

“If you are still using that method, let 
me suggest that you send out each day 
ten letters ahead of your personal call. 
You will be Surprised to find that the re- 
sistance to an interview has been greetly 
lessened and that your day’s work will be 
more profitable on the average. 

“IT don’t know what returns I get from 
my circulartzing, furthermore, I don’t 
care. I don’t expect my direct mail ad- 
vertising to make sales, although it has 








main as a permanent policyholder. In 
other words, we have tried to cover the 
entire field of underwriting in these edu- 
cational pamphlets. The reaction from 
our field organization has been startling. 
Not only have we received scores of let- 
ters from our agents telling us that they 
have gotten a bigger, better, broader 
view of their business in studying the 
information sent them, but most impor- 
tant of all, our rejection rate has been 
reduced.” 


sold many policies. It is my job to make 
the sale, but I do want the advertising 
to make it possible—and it does—for me 
to secure interviews. 

“My experience with direct mail ad- 
vertising convinces me that within a short 
time my production will reach the mil- 
lion dollar class and that with concen- 
trated effort and a continuation of the 
judicious use of direct mail advertising, 
I can remain a consistent producer of 
this amount continually. 

“While this statement may seem opti- 
mistic, I believe the day is not far dis- 
tant when I can make all my calls on ap- 
pointments. This is the ideal, it is the 
goal that I am striving for, not because 
it may seem easy but because it is a 
plan that is a conserver of time and ef- 
fort and such a plan will surely be rich 
in financial returns as well as being an 
ideal method of doing business.” 





ROBBINS & SIMONS GATHERING 





Fall -Production Plans Discussed at 
Luncheon; Company’s Olympic Race 
and Agency Contest Announced 

A well attended and spirited get-to- 
gether was held last week by the Rob- 
bins & Simons Agency of the Home 
Life in New York to inaugurate its Fall 
campaign for new business. This 
agency has been going along at a lively 
clip all year and has been the leader of 
the company in production. Both Rus- 


sell M. Simons and Roy Robbins, the 
general agents, were present at the 
affair. 


The announcement of a novel contest 
initiated by the company in the form of 
an Olympic Race during September was 
received with enthusiasm by those pres- 
ent. There are three events, being a 
hundred yard dash in which each case 
written and paid for counts ten yards. 
The first man to write and settle for 
ten cases for the month wins this event. 
Secondly, the mile race, the winner be- 
ing the agent who settles first for $1.000 
in new premiums in September. The 
team speed contest, the third event, is 
an agency affair, in which the first ‘of- 
fice settling for its monthly new pre- 
mium allotment is the winner. 

Along with the company’s contest 
Robbins & Simons have started one of 
their own based upon the Olympic 
Race. To show the interest aroused at 
the luncheon, Henry Eisenhaur, one 
of the agents, turned in his first appli- 
cation within half an hour after he left 
the gathering and it was approved and 
paid for, thereby earning for him the 
first ten yards i in the hundred yard dash. 
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GOOD BUSINESS 


Is always to-be had by intelligent hard work 
properly directed. We have proved this time 
and again during the past eighty-one years in 


THE CONNECTICUT MUTUAL 


LIFE INSURANCE COMPANY 
Hartford 


Over 81 years in Business 
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Absorbs Security 
Life Of Canada 


CONFEDERATION LIFE GETS Tt 





Security had Insurance in Force of 
About $9,749,000; Confederation 
an Old Company 





The Confederation Life Association oj 
Canada, with head offices at Toronto, 
one of the oldest life companies jn the 
Dominion, has reinsured the outstanding 
business of the Security Life Insurance 
Co. also of Toronto. The latter is q 
small company not writing a very large 
business. The reinsurance was an. 
nounced in an official statement as fol- 
lows: 

“On the recommendation of G, J). 
Findlayson, superintendent of insurance 
for Canada, Honorable J. A. Robb, Min- 
ister of Finance, recently approved of 
negotiations being entered into for the 
reassurance of the business of the Se- 
curity Life Insurance Co. of Canada, 
head office, Toronto. Two or three life 
companies considered the taking over of 
the Security Life, with the result that 
the offer of the Confederation Life As- 
sociation, one of the oldest and largest 


_of the Canadian companies, has been ac- 


cepted and approved by the board of 
directors of the Security Life Insur- 
ance Co.” 

The Security Life at the close of last 
year has total insurance in force amount- 
ing to $9,749,000 of which $2,219,000 was 
group life insurance. The new business 
for the year amounted to $913,000 or- 
dinary and $917,000 group life. The 
company’s net premium income for the 
year amounted to about $237,000. 

The Confederation Life closed last 
year with total outstanding insurance in 
force of $255,873,000. The company has 
admitted assets of $57,133,000 and dur- 
ing last year wrote new business amount- 
ing to over $47,000,000 The company 
was incorporated in 1871 and has had a 
steady growth. The by-laws of the as- 
sociation provide that no one person 
shall hold at one time more than 500 
shares of the capital stock and that pol- 
icyholders who are entitled to participate 
in the profits are members of the as- 
sociation and provision is made for their 
representation unon the board. 





DAY & CORNISH CONVENTION 
Meet In Summit, N. J., On October 2; 
McNamera, Thurmen and 
Others to Speak 

New ideas, suggestions and sales talks 
will be crowded into a one day con- 
vention of the Day & Cornish Agency 
of the Mutual Benefit Life, Newark, 
which will be held on Tuesday, (October 
2. at the Canoe Brook Club, Summit, 
N. J. 

The morning session will be called to 
order by John E. Clayton, president of 
the club. The speakers will be John C 
McNamara, New York, Guardian Life, 
who will discuss “Prospecting” : Otis M 
MacMillan, Prentice-Hall agency, who 
will talk on “Business Life Insurance”: 
John Marshall Holcombe, Jr... manager. 
Life Insurance Sales Research /}ureat: 
and Oliver M. Thurman, superintendent 
of agencies, Mutual Benefit Life, who 
will bring the convention to a close. 

In the first seven months of produc: 
tion seven members of the agency are 


among the first fifty producers of the 
company, the lowest man turning ™ 
$350,000 and the highest $800,000. The 
seven leading men of the agency are 
Max Hemmendinger, L. G. Rud: W- E 
Toner, John E. Clayton, W. \ Sayre, 


Paul H. Day and A. K. Hartdesen. | 
For the first eight months the paid-fe" 
production of the agency has ranse 


from $375,000 to $900.000. There wert 


thirteen cases of $100,000 or over. 


Sep 
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AN UNUSUAL OPPORTUNITY 


In an unusual growing general agency of acknowledged merit which 
is accomplishing results, there is an unusual opportunity for a man to 
become general production manager of full time men. 


This Agency will continue to grow, even if it does not get as able a 
man as it now feels it needs. It is ambitious to grow more rapidly, which 
is the reason for this opportunity. New York City experience is preferable, 
but not essential. College education also preferred but not ‘necessary. 


Requirements for this position include: 
(1) Past performance of at least reasonable personal production. 


(2) Past performance in inducting and developing new full time 
men who have become reasonably successful. 


(3) Ability to demonstrate salesmanship in “other man’s” office, by 
“closing” difticult cases for new men. 


(4) Ability and disposition to “get along” with people, and to bind 
men to the agency by ties of loyalty and friendship. 


(5) <A tremendous industry, capacity for long hours, dependableness, 
initiative to make plans and responsibility to execute them. 


(6) Character, integrity and financial stability. (No capital required.) 


Compensation will be made agreeable to a man whose earnings have 
been substantial, on a salary and contingency basis. Inasmuch as this 
position requires a life underwriter of the above experience and we have 
no desire to disturb present mutually satisfactory connections, it would be 
much better taste to consult your agency principals and obtain their con- 
sent before investigating this matter. 


Write in strict confidence to Box X, Eastern Underwriter, giving full 
details as to age, experience :in' life insurance and previous experience, 
education, clubs and. fraternities, past and present production and earnings, 
etc. Interviews will be arranged with the more satisfactory applicants. 
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Say Missouri Blocked 
International Probe 


DEPARTMENT UNDER CRITICISM 





When Examiners Got Inquisitive They 
Were Threatened and Ousted, They 
Claim in Reports 
Further revelations concerning the ob- 
structions met in the efforts of examin- 
ers for outside insurance departments to 
get at the real condition of the Inter- 
national Life and the attitude of the 
Missouri Insurance Department are be- 
ing bared in the St. Louis newspapers. 
The situation at Jefferson City is called 
the most astounding that has ever pre- 
vailed in any state insurance department. 
Ben C. Hyde, superintendent of insur- 
ance, was stricken with apoplexy many 
months ago and is incapable at this time 
of performing the duties of his office. In 
addition there is said to be considerable 
friction between his chief deputies. The 
net result is that the Missouri depart- 
ment is without either a real head or a 

definite policy. : 

The attitude of the Missouri Depart- 
ment regarding the International Life’s 
affairs even after the examiners from 
the several states that participated un- 
earthed the fact that $3,562,000 in cash 
and securities were missing has been ex- 
traordinary. The charge has been made 
in the public press that not only did the 
Missouri Insurance Department fail to 
examine the International Life thor- 
oughly but it repeatedly and violently 
opposed the efforts of other states to 
examine the company, this opposition 
culminating last March in a telegram 
sent by Robert E. Daly, actuary for the 
Missouri Department and its acting 
head, to Commissioner Charles R. Det- 
rick of California accusing him of trying 
to “dynamite the company” and inform- 
ing him that the officials of the Inter- 
national Life had been forbidden to per- 
mit examiners from California to check 
up on the company. It has since been 
revealed that when this telegram was 
sent to Detrick, Roy C. Toombs, presi- 
dent of the International Life, was ap- 
parently short almost $3,000,000, wiping 
out the entire capital stock and surplus 
and impairing the reserves almost $2,- 
000,000. It is further charged by some 
of those participating in the examina- 
tion of the company that in July, when 
examiners uncovered the real situation, 
they were forbidden to report to their 
states and an attempt was made to fire 
the chief examiner. 

Got No Co-Operation 

The Missouri Department was asked 
as early as 1925 for information con- 
cerning the International Life and on 
March 30 of that year a convention ex- 
amination of the company was conduct- 
ed. Although Commissioner Detrick of 
California was the first to question the 
status of the International his depart- 
ment was not invited to take part in the 
1925 examination. An unusual discour- 
tesy to a friendly insurance department. 

The 1925 examination was hardly un- 
derway when examiners for Kansas and 
Mississippi made a preliminary inde- 
pendent report to their departments 
questioning the solvency of the company 
and expressing the belief that a continu- 
ance of existing conditions was hazard- 
ous to the insuring public. In their re- 
port these minority examiners expressed 
the suspicion real estate and mortgages 
loans were carried at figures in excess 
of the real value of the property on 
which loans were made but were un- 
successful in attempts to have the Mis- 
souri Department make appraisals. 

The Kansas and Mississippi examiners 
also questioned the manner in which 
control of the International Life was 
purchased by the officers of the Stand- 
ard Life Insurance of Decatur, III, 
which later merged with the Interna- 
tional Life. That minority report closed 
with this rather prophetic passage: 

“Little or no help in straightening out 





the affairs of this company can be ex- 
pected from the Missouri Insurance De- 
partment as the superintendent (Ben C. 
Hyde) has collected large fees from the 
company for ‘services rendered’ and le- 
gal friends have been paid large retain- 
ers during the year.” 

Superintendent Hyde and the insur- 
ance commissioners of two other states 
were criticised for accepting fees of 
$2,500 each for approving the merger of 
the Standard Life with the International 
Life. Publications of these facts caused 
an inquiry upon the floor of the Mis- 
souri Senate during its last session but 


the 


matter was dropped when Hyde 
showed such fees had béen paid for 
years. 


Upon receiving the report of his ex- 
aminer, William R. Baker of Kansas, 
consulted with Superintendent Hyde, 
and J. R. Paisley, then president of the 
International Life, was called before the 
commissioners and was told that objec- 
tionable real estate deals criticised by 
the examiners must be cleared up. Some 
of the deals were cleared up, but exam- 
iners have since stated that other real 
estate loans fully as objectionable were 
made later. 


Company Whitewashed 

The majority report on the 1925 exam- 
ination was a complete whitewash for 
the company so far as the charges made 
by the examiners of Kansas and Missis- 
sippi were concerned. The subsequent 
fight of Commissioner Detrick, of Cali- 
fornia, to force an examination of the 
International Life is now history. He 
succeeded in getting at the books of the 
company only when he finally threatened 
to revoke the California license, a pub- 
lic condemnation the company could not 
afford. The convention of insurance 
commissioners and Commissioner ; ‘etrick 
in the face of promises made py Deputy 
Insurance Commissioner Rathbun and 
Daly at the New York meeting unfortu- 
nately delayed forcing a complete exam- 
ination of the International Life for more 


than six months. On December 6 at’ the 
time Detrick made a formal request for 
other departments to aid California in 
checking the International Life, only 
about $2,000,000 had been taken from the 
International Life by Toombs. 

Commissioner Detrick did, however, 
write Daly a letter December 20, 1927, in 
which he suggested the Missouri Depart- 
ment check the International Life’s bank 
balance and list of securities as of De- 
cember 31, 1927. 

Daly replied: “f desire to thank you 
for your information contained in your 
letter of December 20 and will arrange 
to comply with the suggestions therein.” 
He did not do so. If he had he should 
have discovered that Toombs at that time 
apparently had removed $2,900,000 of the 
company’s assets. 


Department Represented by Toombs’ 
Attorneys 


Even after it had been decided that an 
examination of the International Life 
would be made, the Missouri Department 
apparently sparred for time and by a suc- 
cession of maneuvers the start of the ex- 
amination was delaved to July 5. In the 
preliminary discussions between Detrick 
and the Missouri Denartment the latter 
was represented by Charles M. Howell 
and Walter Chorn, Kansas City attor- 
neys. Later Howell and Chorn appeared 
as counsel for Toombs in some of his 
negotiations with the insurance commis- 
sioners who probed the International Life. 

Within a few days after the examina- 
tion of the International started the real 
condition of its affairs were revealed and 
the actions of the Missouri Department 
under the disclosures has caused much 
criticism. In a confidential memorandum 
one of the examiners described this situa- 
tion as follows: 

“During the course of the examination 
certain irregularities so serious were un- 
covered that it was thought best to call 
in Mr. Daly. At first Mr. Daly seemed 
to realize the seriousness of the situa- 
tion and said that immediate action 











A Fresh Start 


A successful life insurance agent ran 
into a period when it seemed to be im- 
possible to sell life insurance. In despera- 
tion he turned to accident insurance, 
selling it first to his life policyholders and 
then to new clients who afterwards 
bought life insurance also. 


Accident insurance has helped many a 
Connecticut General agent make his first 
start and given a fresh start to many 


another. 


Write for set of interesung sales helps. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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should be taken for the protection of jj 
concerned. He told the examiner jy 
charge to prepare a report of the condi. 
tion of the company as of June 30, 1928 
This was completed on July 18 and, fo; 
some reason, never was made use of 
Mr. Daly. 

“The next day Mr. Daly arrived at the 
company’s offices and informed Mr. Sack. 
man (an examiner for the New York 
department who had been loaned to Mis. 
souri) that he had withdrawn him from 
the examination and in a most deroga. 
tory manner.” 

Another examiner in his report covers 
this same situation, writing: “\Vhen jn. 
formed of the discovery Daly said that 
if a report was made up and given him, 
he would file it with the Attorney Gen. 
eral for action. : 

“The next day he changed his mind 
and was hostile. This morning he told 
Sackman: ‘You are off the job after to- 
day. You will get your walking papers 
for New York.’ 

In the meanwhile it is said Howell 
from Kansas City was calling Commis. 
sioner Beha in New York by long dis. 
tance to demand that Sackman he re- 
called to New York. Howell has been 
quoted as saying to Beha: “Sackman js 
trying to wreck a_ perfectly good com- 
pany.” 

But the brother examiner of Sackman 
refused to permit him to be taken away 
and once on the trai! of the irregularities 
uncovered they followed through, and 
dropped all other phases of the Interna- 
tional examination. 

Toombs was placed under examination, 
being represented at that meeting by 
Chorn, who complained that information 
concerning the condition of the company 
was getting out to the public. 

Later the examiners decided they 
should report their findings to the com- 
missioners of the various states. They 
proposed to send out copies of the re- 
port prepared for Daly. 

One of the examiners in a memoran- 
dum on this situation wrote: 

“Daly was angry and said: “You be 
damn careful what you send through the 
mails. We have a law in Missouri that 
takes care of that.” Chorn also objected. 
That report was not sent out. 


by 





MADE CHIEF INSPECTOR 





J. P. Meleady Heads Electrical Depart 
ment, Fire Insurance Society, N. J.; 
Succeeds Late Terrence Dorris 

It has been announced by the Fire In- 
surance Society of New Jersey, Newark, 
that John Philip Meleady has been ap- 
pointed chief electrical inspector of the 
organization, succeeding the late Ter- 
rence Dorris, connected with the society 
for more than twenty-five years. 

Mr. Meleady has had a wide exper- 
ence in the electrical line. He first en- 
tered the electrical busincss with the 
firm of J. P. Hall, Inc., New York, with 
whom he was employed for more than 
eight years. He was with the Tucker 
Electric Co. and was at one time a& 
sociated with Pett & Powers. 

Mr. Meleady has been connected wit! 
the New Jersey organization since 19! 
as an inspector, but at various times 
he was an acting assistant to the late 
Mr. Dorris. 


WEST. & SOUTH. PROMOTIONS 


H. H. Fox Put In Charge Of Gran- 
ite City, Illinois, District 
ffice 

Herman H. Fox, formerly assistant s 
perintendent of the Western and South- 
ern Life at Richmond, Ind., has ye 
placed in charge of the Grante City, es 
district office. W. H. O’Brien te 
porarily in charge of the Chicago “i 
glewood office. The company has, pr 
moted the following agents to assistatt 
superintendents: L. Taylor, St. se 
West; H. Johnson, Hamilton; Ey — 
Wheeling; A. Travitt, LaPorte, Ind, ané 
S. Banoul, Chicago-Humbolit. 
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Program For Office 
Management Meeting 


NEW FEATURES 
Private Business Show Arranged With 
Demonstrations of Office Appliances 
For the Members 
The full program of the annual con- 
ference of the Life Office Management 
Association to be held at the Drake Ho- 
tel, Chicago, September 27 to 29, has 
been arranged and is as follows: 

September 27 

Presidential Address: E. E. Reid, gen- 
eral manager, The London Life, London, 
Ontario. 

Address: “The Training and Control 
of Office Correspondents,” by Dr. F. W. 
Dignan, LaSalle Extension University. 

Committee report: “Home Office Ex- 
penses.” Chairman, F. B. Mead, vice- 
president, The Lincoln National Life. 

Luncheon—(No formal arrangements). 

Appointment of committees, notices, 
Ct. 

Address : 


INTRODUCED 


“Impairment Filing and the 


French 


Restaurant. Special 
Music, 


dancing, entertainment. 
September 28 

Address: “Some Recent Developments 
in the Field of Office Appliances.” By 
Norman O. Mick, business manager, The 
System Co. 

Address: “Standardization of Forms 
Used by Life Insurance Companies.” By 


features. 


Rk. N. Fellows, general sales manager, 
Addressograph Co. 

Committee Report: “Home Office 
Mechanical Appliances.” Chairman, W. 


P. Barber, Jr., associate actuary, Conn. 
Mutual. 

Committee Report: “Home Office 
Buildings.” Chairman, L. C. Ashton, sec- 
retary and treasurer, Provident Mutual. 

Luncheon. ; 

Business sessicn. 

Committee report: “Home Office Or- 
ganizations.” Chairman, F. L. Rowland, 
The Lincoln National Life. 

Discussional Conferences: 
fice Mechanical Appliances.” 


“Home Of- 
Chairman, 


Henry Holt, assistant actuary, National 
Life of Vt.; M. D. Johnson, chief ac- 


countant, The Lincoln National; D. N. 
Warters, assistant actuary, Bankers 


Committee report: “Selection, Devel- 
opment, and Remuneration of Home Of- 
fice Employes.” Chairman, Dr. Henry 
W. Cook, vice-president and medical di- 
rector, Northwestern National. 

Discussional Conferences: “Selection, 
Development, and Remuneration of 
Home Office Employes.” Chairman, R. 
H. Rhoades, Metropolitan Life, Remu- 
neration—Unit Bonus Plan”; Miss Ma- 
rion Bills, Aetna Life, “Remuneration— 
Individual Bonus Plan”; H. C. Pennicke, 
American Central Life, “Development of 
Employes.” 

“Equipment Standardization.” 
man, G. A. Drieu, assistant 
Conn. General Life; O. G. Sherman, 
Metropolitan Life; H. R. Pierce, assist- 
ant secretary, National Life. 


Chair- 
secretary, 





GOES WITH GEO. H. BEACH CO. 
F. J. Mulligan, Formerly with the J. C. 


McNamara Organization, to Have 
Charge of Publicity 

Frank J. Mulligan recently 
John C. McNamara 
Guardian Life, 


left the 
Organization, 
to take charge of the 


George H. Beach Co. to inaugurate an 
advertising department for this long 
established life insurance organization. 
This company, with several branch 
offices, is one of the oldest independent 
life insurance organizations in the 
United States and specializes in ana- 
lyzation of estates of men of affairs. 
They are the originators of the port- 
folio system of policy audits. 

The personnel of the New York of- 
fice includes Ralph J. Hess, eastern 
manager; Irwin D. Herzfelder, technical 
adviser; Carrington Howard, Harold F. 
Parrish and Frank J. Mulligan. 





RIEHLE MEN AT DETROIT 

Theodore M. Riehle of the Equitable 
Society, New York, with Fred S. Gold- 
standt and fourteen of the Riehle staff, 
left last Saturday to attend the educa- 
tional conference of the Equitable Life 
Assurance Society at the Mount Royal 
Hotel in Montreal. The agents of the 
Riehle agency-Equitable Life who quali- 
fied for this conference in addition to 
Mr. Riehle and Mr. Goldstandt are: John 
L. Bryden, Charles B. Chambers, Eman- 
uel G. Cohen, Samuel Cutter, J. Herbert 
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\ R. C. K. McCALLUM was born in Jamestown, N. Y. in 1900, 


and is one of the many examples of upstate boys who have 
found larger opportunities in New York. 


As a reporter for Bradstreets in Miami, Florida, and Jamestown, 
New York and later as an assistant superintendent for this credit 
reporting agency, Mr. McCallum gained an intimate insight into the 
vicissitudes of mercantile enterprises and the need for business 
insurance. He also worked as a salesman from 1923 to 1926, thereby 
gaining additional valuable experience. 


Mr. McCallum has become a steady producer for this agency and 
specializes in counseling young business men on life insurance. 


C. K: McCALLUM 


J. ELLIOTT HALL AGENCY 


THE PENN MUTUAL LIFE INSURANCE Co. 
50 Church Street, New York 


What Mr. McCallum has accomplished under our 


training, men of similar qualities can accomplish. 





See our advertisement in the 
Evening Post next Tuesday and Thursday. 
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Penn Mutual Convention At Swampscott 





Insurance Men Turn 
Actors in Penn Sketch 


SCENE IN MANAGER’S OFFICE 





Fun Poked At Agents Who Stall; Gen- 
eral Agent Gives Hard-Boiled Im- 
personation; Demonstrations Staged 





The Penn Mutual pulled off a novelty 
upon the second morning of its conven- 
Swampscott, Mass., last week 
when the entire morning was devoted to 
“a typical scene” in the office of a gen- 
and the cleverest 
men in the convention acted the leading 


tion in 


eral agent, some of 


roles. The actors were placed on an 
elevated stage, the audience completely 
surronding them. General Agent E. G. 
McWilliam, of McWilliam & Hyde, New 
York City, called the affair to order and 
in favor of Alexander E. 
the little 
drama was enacted. Ralph G. Engels- 
man, of New York, and others took the 


then retired 


Patterson, in whose office 


part of agents. 

At the start statistical sketches, some 
verging on burlesque, kidded the various 
characters in a big agency who are not 
keeping up to the mark, and the hard- 
boiled manager’s method of handling the 
Included were the 
fellow with the clever alibi; the failure 
who will not call upon enough people; 


situation was shown. 


the desk warmer who will not go on the 
streets; the man always late at the meet- 
ing; and the agent who is always want- 
ing to borrow money from the manager. 
When the last named agent asked Gen- 
eral Agent Patterson for a loan Pat- 
terson put him on the grill, asked him 
how many people he had seen the last 
week; why he had not seen more; and 
then refused him the loan by telling him 
to hustle out and see a certain number 
of people with a minimum income sales 
talk, and then come back. “You'll write 
enough business to get that $100 you 
want to borrow if you see the people,” 
said Patterson. 
’Phone Solicitation 

The agents were then given some in- 
structions on how to use the telephone. 
Also on how not to use it. Sample tele- 
phone conversations were held. One 
agent told the general agent that he 
was no good on approach; he simply 
could not see the people. 

“Well, try the telephone,” said Pat- 
terson. In the new sales kit of the 
company are some standardized conver- 
sations and the agent was told to pick 
one out and see how it would work. 
The principal effective line in these talks 
is this: “I know you are busy and I 
am, too, but I shall be glad to exchange 
five minutes of my time for five minutes 
of yours.” 

Mr. Patterson then introduced a speak- 
er of reputation, who gave a talk to 
the agency on how to make each mo- 
ment count. This was followed by sev- 
eral sales demonstrations. 

Vincent Coffin, director of education, 
as master of ceremonies, interpreted the 
points emphasized in the sales demon- 
strations. The managers and agents 
participating, besides those mentioned, 
were J. Elliott Hall, New York; Harry 
P. Kay, Boston; J. Bispham Stokes, 
Philadelphia; C. W. Goyer, Memphis; 
W. Herbert Woll, Rochester; and Rob- 
ert R. Jewett, New York. 


Gloom HoundsShow Poor 
Sense, Says Engelsman 


PTOSPECTS ARE NOT BOOBS 





Penn Mutual General Agent Declares 
That Positive Attitude Will Sell, 
Negative Will Drive Off Business 





Ralph G. Engelsman madé a talk on 
mental attitude in addressing the con- 
vention of the Penn Mutual Life at 
Swampscott last week. In his opinion 
the success of an agent is determined 
more by mental attitude than by mental 
capacity. The first thing a new agent 
should do to get the proper mental at- 
titude of regarding life insurance as the 
best thing in the world to sell and the 
best thing for him to sell is to take 
out some insurance on his own life. 

“If you can’t see insurance in the light 
that you should have it yourself you 
can’t make the other fellow see it,” he 
said. 

Mr. Engelsman was equally emphatic 
in stressing the positive instead of the 
negative way of selling. He thinks an 
agent will get nowhere by painting pic- 
tures of woe. 

“There are too many gloom hounds in 
this business,” he said. 
out 


“Let’s not point 
to people how their children will 
starve to death if they do not take in- 
surance; how their wives will be push- 
ing brooms in factories or mopping 
floors in office buildings; how their fath- 
ers will be some day in the future sell- 
ing shoelaces on street corners if the 
prospect should suddenly die. Let’s paint 
the bright picture of what insurance 
does. Also, let us give people credit for 
some judgment and common sense; not 
regard them as boobs, unable to do any 
thinking on their own.” 


Talking to a Man About His 


Investments 


Continuing this line of thought Mr. 
Engelsman called attention to the can- 
vassing talk of some agents who throw 
scares into prospects by saying that if 
they invest their own money in Wall 
Street they are apt to go broke and land 
in the poor house. 

“The average man who has just made 
an investment in stocks or bonds resents 
that kind of talk,” said Engelsman. “He 
thinks pretty well of his own judgment 
or he would not have made the invest- 
ment. If you throw that kind of a 
bomb it is apt to explode and injure you 
instead of merely scaring him. Kid him 
along about his investments when he 
has just made them, but also talk to 
him about what life insurance can do 
for him ten or fifteen or twenty years 
hence.” 





NET COST 





Engelsman Tells Why He Does Not 
Use That Argument in Sell- 
ing Life Insurance 

At the Penn Mutual convention Ralph 
Engelsman of New York said that he 
didn’t carry other company’s rates when 
selling life insurance and he didn’t want 
his agents to go out armed with charts 
and guides giving such rates. If any- 
body asked him what such and such a 
company’s net rate was he answered: 

“All the rates are more or less the 
same, although some are arrived at by 
different routes. Our net cost is a dol- 
lar lower than anybody else’s.” 


Managers Get Standard 
Plans Of Supervision 


AIM TO SAVE LOST MOTION 





E. Paul Huttinger Tells Penn Mutual 
General Agents To Keep Abreast 
of Changing Conditions 





New supervision plans of the Penn 
Mutual were presented at the conven- 
tion of that company last week by FE. 
Paul Huttinger of the home office. His 
audience consisted of general agents and 
supervisors and at the conclusion of the 
meeting each left the room with a 
large book under his arm, a volume 
which contains new standardized “dope” 
about living, training and handling men. 
The plans -were introduced to the audi- 
ence in a talk in which Mr. Huttinger 
stressed the folly of waste. 

“Supervision is a plan for the preven- 
tion of waste—waste of men, of time, 
of motion.” Continuing he said among 
other things: 

“What makes waste? Laziness, care- 
lessness and indifference in our business 
to others. Laziness, which is not con- 
stitutional, can be cured by stimulation. 
Carelessness can be cured by revealing 
its cost or by judicious penalties. In- 
spiration and suggestions which guide 
work cure indifference. In a large sense 
the real leaders today are organizations 
which prevent waste. 

“Supervision is the method of mak- 
ing insurance agents permancntly indus- 
trious, successful and prosperous.” 

Nothing is permanent but change, said 
Mr. Huttinger. 


The Changing Times 


“Today’s ways are not  yesterday’s. 
Tomorrow’s will not be the same as 
today’s. We cannot halt this any more 
than the tides. Nine hundred years ago 
King Canute tested his divine office by 
commanding the tide to retreat at West- 
minster. But the waves did not recog- 
nize the king’s command, and rumor 
hath it that they wet the foot royal. 
Many men have since tried their sov- 
ereign authority on the tides of com- 
merce with no success. 

“It is comparatively easy for an in- 
surance company, a general agency, or 
any other organization to become the 
victim of never-ceasing changes in 
American business life, instead of 
growing with its growth and rising with 
its improvements. 

“Changes make obsolescence. Obso- 
lescence begins the day a brand new idea 
is inaugurated. To effect this we must 
have a reserve. This reserve should be 
handled with incessant ingenuity. It 
should be reduced to a method, organ- 
ized, given a name and address so that 
orders can be placed for the solution of 
this and that problem. Organized in- 
genuity is represented in- the research 
laboratory. Every year we must try to 
learn something useful for the succeed- 
ing year.” 





STANION WITH BETTS & BETTS 


Thomas Stanion has become associat- 
ed with Betts & Betts, brokers at 52 
Vanderbilt avenue, New York Citv, as 
manager of their life office. Mr. Stan- 
ion has been with the Beers & De Long 
agency of the Mutual Benefit, and be- 
fore that had business and engineering 
experience. . 


R. P. Bagley Wins Prize 
For Best Sales Tip 


PRAISES INVESTING ABILITy 





Penn Mutual Man Tells Prospects of 
Good Financial Judgment Their 
Estates Will Grow 





Alexander E. Patterson, who is to 
open a general agency of the Denn 
Mutual Life in New York this Fall, and 
who was formerly one of the Chicago 
general agents, presided at a conference 
of the big writers of the Penn Mutual 
during the convention of the Eastern 
and Southern production forces at 
Swampscott last week. A newspaper 
jury gave to Robert P. Bagley, of Buf- 
falo, first prize for offering at this 
meeting the best sales suggestion which 
would help the bulk of the agency 
force of the United States. The idea of 
the jury was to pick some simple state- 
ment from the tatks given, a statement 
which any agent could use in a talk 
and which had a decided value in in- 
fluencing the sale. Bagley’s talk in 
brief was this: 

“T went in to see a man who has 

some money, a happy home, wife and 
children and who is already carrying 
$80,000 of insurance. He said that he 
thought he had enough insurance for 
the size of his estate; and that he did 
not believe his wife and children would 
have anything to worry about if he 
were gone.” 
_ Bagley made this comeback: “Your 
insurance was bought with good judg- 
ment and seems sufficient today, but I 
happen to know the character of your 
investments and something about your 
financial acumen in handling your funds 
and I am convinced that in five years 
from now your estate will be about 
double what it is today. I, therefore, 
think you should look five years ahead 
and discount that fine increase by tak- 
ing the necessary additional insurance 
to cover.” 

Among the other speakers the follow- 
ing subjects were discussed: 

Question Brought Up by Speakers 

“How often should old policy holders 
be seen?” a 

“Should the agent devote his time to 
the big skyscraper or the _smaller 
building when on cold canvass?” ; 

“Should birthday letters be written in 
ink, on the typewriter, by card? 
Should the same message go to each or 
should they fit into the personality of 
the agent and the man getting the card 
or letter?” 

“Should the agent make any legal 
suggestions (present sample agree- 
ments, etc.) when soliciting trust com- 
panv business?” , 

“What is the best way to get names 
from clients of persons who might be 
good prospects?” <1 aioe 

“Should the agent tell of his life m- 
surance connection in trying to make an 
appointment over the telephone? 

How Questions Were Answered 

In the general discussion which fol- 
lowed the asking these questions the 
following were sonte of the statements 
made: : : 

“I call upon my old policy holders 
once everv six months.” | 

“If the agent is poor on approach - 
had better avoid the big skyscraper 
where the percentage of persons can 
vassed is higher than in the buildings 
charging less for rents and having more 
unimportant tenants.” 
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pression with individualistic letters if 
they are facile at writing, but the main 
point is to send the message, no matter 
whether it be standardized, conventional 
or teeming with originality. Once in a 
while a cvnical policy holder will be 
irritated because you put him in class 
with a lot of others receiving the same 
message, but these cynics are few. 
Only the other day I wrote a big policy 
on the publisher of a newspaper be- 
cause I had shown him for years that I 
remembered his birthday and had not 
dropped him after the policy was de- 
livered.” : 

“Clay Hamlin’s method of getting 
three names from a new client on the 
theory that a board of inspection want- 
ed to make inquiries about the appli- 
cant’s standing is the best idea for get- 
ting a prospect list that I know.” 

“In telephoning use your first name 
or nickname. Thus: ‘Tell Mr. Soandso 
that Alec Patterson is on the wire and 
wants to talk to him.” 

“If the agent wants to use printed or 
standardized agreements in going after 
trust business or in dealing with corpo- 
ration or partnership let him get the doc- 
uments from the home office instead of 
trying to fix up this legal material him- 
self or have his lawyer do it for him.” 

Felix Levy, of the Engelsman agency, 
discussed his sales methods which en- 
abled him to sell $1,750,000 of life in- 
surance in his twenty-one months of in- 
surance experience. He uses tangible 
ideas or plans, sometimes specializing 
on one for a week at a time. 





INTELLIGENT PROGRAMMING 





Dr. John A. Stevenson Tells Penn Mu- 
tual Field Force of Need of 
Adaptability in Prospect’s Office 
Dr. John A. Stevenson in his talk be- 
fore the Swampscott convention of the 
Penn Mutual last week—his first ap- 
pearance as a speaker at a convention 
of that company—commented upon in- 
telligent programming. “Programming,” 
he said, “must be tied up basically with 
ideas. An agent with a set program talk 
which he expects to fit in for every in- 
terview and on which he embarks blind- 
lv without getting additional facts from 
the prospect’s office, especially about fu- 
ture needs, is hurting himself and the 
business. The prospect«should be given 
as much opportunity to talk as possible 
and the more he talks the more oppor- 
tunity for the agent to plug in. A man 
who cannot adapt himself should not sell 

program insurance. 

“There are three kinds of program in- 
surance: the ideal program, the working 
program and the initial program. The 
initial program is of vital importance be- 
cause that’s what starts a man off,” said 
Dr. Stevenson. 

Dr. Stevenson briefly traced invest- 
ment trusts from the time the idea came 
over here from England and then told 
of the meaning of life insurance guar- 


antees, principal guarantees and interest 
guarantee, 
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Fleming’s Advice On 
Expediting Of Issue 


TELLS REASONS FOR DELAYS 





Client’s Name Should Be Printed But 
Not Necessarily In His Presence; 
Don’t Overlook Information 


Dorion Fleming of New Orleans, gen- 
eral agent of the Penn Mutual, in a 
talk before the convention of the East- 
ern and Southern agency divisions of the 
company, held in Swampscott, Mass., 
last week, gave agents some advice rela- 
tive to their handling of applications in 
order to avoid delays. He said in part: 

“Spell your client’s name correctly— 
preferably print it. The printing does 
not necessarily have to be done in his 
presence, however. Do not leave it to 
the company to decipher your hand- 
writing and probably the equally hard 
to read the signature of the applicant. 

“Have the policy issued as your client 
wants to be known. He may prefer the 
policy to show his name as J. William 
Penn—not James W. Penn. In this day 
of hyphenated names it pays to be care- 
ful in that regard, too. Spell the bene- 
ficiary’s name correctly—again preferably 
print it. . ; ; 

“If a special designation of beneficiary 
form is necessary to cover a contingent 
beneficiary agreement, or interest privi- 
lege or an instalment table settlement, 
give your general agent enough infor- 
mation with the application so that the 





FRIENDS EVERYWHERE 


Long established and consistently progressive, providing perfect protection at a 
net cost which is notably low, and rendering prompt and efficient service, the 
Massachusetts Mutual stands out as an ideal company to represent. 
of square dealing are back of every one of our agents. 
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beneficiary paper can be drawn in ac- 
cordance with your client’s wishes and a 
return for correction will not be neces- 
sary. 

Premium Notice 


“If you do not know, find out where 
your client wants his premium notices 
sent, and answer that question correctly. 
Some men resent the sending of pre 
mium notices to their home address, 
others to their business address. 

“Another question not to be over- 
looked is that important one, ‘Have you 
ever applied to any company or agent 
without receiving a policy of the exact 
kind and amount applied for? Occa- 
sionally an agent will hurry over that 
question, assuming that his client, who 
may be a splendid looking risk, has had 
no previous trouble in obtaining insur- 
ance. By answering this question in 
the affirmative too readily, you may 
place your client in the light of acting 
in bad faith, should the company through 
its bureau find a record of previous dec- 
lination or limitation. He would have 
been frank in answer to your question 
had it been heard and understood. You 
have acted in good faith, but through 
carelessness a monkey wrench has been 
thrown into the machinery of prompt 
issue. And you and your client want 
prompt issue. 

“And by all means, when the policy 
is turned over to you for placing, de- 
liver it to your client immediately, and 
just as promptly in those cases where 
you were fortunate enough to get a 
check with the application as in other 
cases.” 


Holgar Johnson Sees 
Doom of ‘Few Men’ Units 


THIS IS DAY OF BIG AGENCIES 





Penn Mutual Manager Thinks Economic 
Pressure Will Bring Heavy Mor- 
tality of Smaller Offices 





Holgar Johnson, general agent of the 
Penn Mutual in Pittsburgh, made a talk 
on the need of developing man power 
at the Penn Mutual convention in 
Swampscott last week. One interesting 
statement was this: 

“In this day of complex society, con- 
stantly changing conditions, big busi- 
ness and the high cost of doing busi- 
ness it appears as if the so-called small 
or few men agency is doomed. If for 
no other reason, because of the pres- 
sure of cost. The dav is not far dis- 
tant when the so-called small agency is 
to be passe because of economic pres- 
sure. The indication is that the future 
agency will of necessity be the larger 
agency unit of well-trained life insur- 
ance men who can because of their 
training, supervision and experience, 
make themselves indispensible to the 
insuring public. 3ecause of the high 
type of life insurance selling and serv- 
ice that is rendered and with sufficient 
volume to make it profitable and prac- 
tical to maintain the larger agency unit 
with its special training, opportunities 
and its co-operative effort this type of 
development will not be economically 
possible in the so-called small and 
men agencies.” 

The other side of the solution, Mr. 
Johnson said, is to have the companies 
sell largely through branch offices or 
general insurance agencies that carry 
all kinds of insurance and become de- 
partment stores in the selling of insur- 
ance. “This type of development,” 
said Johnson, “will not in any way aid 
your business but rather make you a 
clerk in an insurance department store 
and you will be paid accordingly. Per- 
sonally, I don’t believe this type of de- 
velopment is for the policyholders’ in- 
terest.” 

Mr. Johnson said it was to the inter- 
est of agents to help the general agent 
make the agency the largest and best 
in the community. It is a fine adver- 
tisement of an agency to be known in a 
community as the outstanding office. 

“The more men in the field repre- 
senting the company the easier it is 
to sell because the better it is known 
and the less sales resistance will be ex- 
perienced,” he said. 

Concluding, Mr. Johnson said: “We 
are in a day that demands organization 
and man power. We are in a world 
which is organization conscious. We 
must meet the new thought of the day 
and the new economic pressure of cost. 
Organization and man power lessen 
sales resistance. Organization builds 


(Continued on Page 10) 
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Since premiums were much reduced January 1, 
1927, the average premium per policy has been 
- increased owing to a larger average policy 


The new dividend scale, in effect January 1, 1928, 
shows on the average a greatly reduced cost to the 
policyholder, which should ,enable the Provident 
agent still further to increase his production and 
the size of the policy sold. 
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Blackwell’s Time Talk 
A Hit in Swampscott 


KEEPS TAB ON WASTED MINUTES 





Penn Mutual Agent Advises Salesmen 
To Leave Business If Work Does 
Not Appeal To Them 
W. J. Blackwell, of the McWilliam & 
Hyde agency of the Penn Mutual, New 
York, gave his famous “Keep Track of 
Yourself” talk at the Penn Mutual con- 
vention in Swampscott last week. The 
idea back of this talk is that there is 
less system in an agent's self-imposed 
time control than can be found any- 
where in American business life. Black- 
well formerly worked for the tobacco 
trust. There time records are kept on 
hundreds of salesmen and th'ese sales- 
men must fill out their schedules and re- 
ports minutely and conscientiously. 
When these reports reach New York 
headquarters they are given a very cold 
but illuminating scrutiny which shows 
immediately why the salesman succeeds 
or why he fails. When Blackwell got 
into the insurance business he was 
amazed by the freedom which agents 
have. Every man practically his own 

master; his time his own. 

For a year or Blackwell got out 
of the habit of keeping tab on him- 
self, but then he started his own check- 
ing system. His daily cards told him 
the number of interviews and the num- 
ber of successes and failures, what he 
earned and the average value of each 
call. At the end of the month the to- 
tals went on the monthly card and at 
the end of the year the monthly totals 
went on to an annual card. 

“By these cards I know that each time 
T call on-a man I am-making a certain 
number of dollars,” he said. “So I don't 
care whether he is in or out—I am just 
so much ahead. If he is in and I write 
him, then I am that much more in the 
velvet.” 


SO 


Minutes Mean Money 


Blackwell then made an_ exhaustive 
analysis of what a trip to the ball 
grounds means in dollars and cents to 
the agent. He may think he is spend- 
ing only subway fare and $1.10 for a 
ticket, but by his time card he will see 
that he may be spending $10 or $12. 
He discussed the amount of money lost 
by agents in conversation in the insur- 
ance office over the movie seen the night 
before; over extra long lunch hours; 
over window gazing in the street. 

The most important thing for the 
agent to find out is how many actual 
minutes he spends in offices or homes 
selling insurance, and if the time is ri- 
diculously small he should increase it 
because the more people you see the 
more insurance you sell. 

Mr. Blackwell defined the relation be- 
tween pleasure and work. Both were 
difficult to define, but the man who suc- 
ceeded was he who finds pleasure in 
his work. “If you do not enjoy your 
work into 





selling insurance go some- 
thing else,” advised Mr. Blackwell. 
A “Good Will” Definition 





Dorion Fleming, general agent of the 
Penn Mutual Life, New Orleans, dis- 
cussed the tangible and intangible value 
of Good Will in a talk before the Penn 
Mutual convention at Swampscott last 
week. He summarized good will in this 
definition: 

“Tt is an intangible asset, the value of 
which is based on the capitalized value 
of the profits of a business which are in 
excess of a fair return on the net assets. 
It is the result of forces working to- 
gether in a going concern.” 





Thomas Frazer, secretary of the North 
British & Mercantile at its London of- 
fice, has been a visitor in New York. 
He has already been to the branch of- 
fices in Chicago and Montreal. 





One More Eckenrode 
With The Penn Mutual 














Underwriting Methods 



































































































JAMES B. JOINS IN PITTSBURGH BIG 
Rest of Insurance Family Is in Brooklyn, that are Tell 
Lancaster, Harrisburg, York, Pa.; 7 
Some General Agents 
‘J 
It is pretty hard to keep track of the Sound—Liberal— Modern A 
Life Insurance Eckenrodes, there are so ii 
many of them, but if you want to get : A 
in touch with a member of that family las 
the best way to do it—other addresses New England Mutual Life Insurance Co dent 
being available—is to send a letter ad- ’ i purty 
dressed to the agency division of the 87 Milk Street, Boston mist 
Penn Mutual Life, Philadelphia. man 
Some of the Eckenrodes are general imp! 
agents and some are special agents. The a Pp 
latest to go with the Penn is James B. —— brok 
Eckenrode, who has joined the Holgar Rain 
Johnson agency cf the Penn in Pitts- > ° ee . Y does 
burgh. He has deen sales manager with Fidelity Leaders To aga ae eee oe a tion 
the canned gcods division of the Lutz ° "6 res Magee ; that 
& Schramm Co., Pittsburgh, and before Meet At Hot Springs, Va. ee ee or og ow ee sent 
that was a salesman for S. H. Parke Co. ae ‘ tl SUD G ade.” TF od er kA. Wallic fachi 
Although with the Penn a short time FULL PROGRAM FOR FOUR DAYS peter oe New York and F LB — Hi 
James B. has shown that you can’t be 5 Nh eee ais py aae Cerne it ca 
an Eckenrode and a poor insurance man, Good Speakers and Live Topics to Mark of he ge og will discuss the new low tion 
as he has paid for cight-five lives. Convention; Karl Collings President ne Willie Pp aT Harri : — or d 
Here is a tabulation of the Ecken- of Leaders illiam H. Harrison, vice-president funct 
codes = a ae <r ee ~~ a 
J. W. Eckenrode & Son, general agents The sess es 7 antic Life, will speak on “the High- 
BE Prisha ig ‘ The convention of leaders of the Fi- way to Success.” William B. Lee, Jr, 2 
Joseph A., general agent—Brooklyn. delity Mutual Life of Philadelphia will of Rochester, will follow with a talk on 
E. R., general agent—Harrisburg, Pa. be held this year at The Homestead, Hot “Income Settlement Keys and How to 3. 
— — — Pa. Springs, Va., September 17 to 20. An tM a bagel Pa Pe 
Robert B., special agent—Harrisburg. sip acting : a e - s oO Ste g by trus 
T. Boyd, special agent—Brooklyn. interesting and metructive er has agreement by Paul Wechsler and A. E. “Tr 
: : been arranged with a long list of excel- McElroy. Other speakers and_ their of a 
6% 99 lent speakers. Again Karl Collings, the subjects are: and f 
Doom of Few Men veteran leader of the Fidelity Mutual “Custom Made Insurance,” George H. ned 
eee — vane : * Wilson, general counsel; “More About of the 
raareuraundsten si elects himself president of the Leaders Sestnats iamenee "Cc. M Sassi to im 
better trained agents. Organization Club, of which he has been continuously ppijadelphia: “Loneer Life, Better Liv. of inc 
means that agents make more because a member since he started in agency j,,” pe "\ al Spokane: “A fgg been 
the office is run more efficiently, while work with the company in 1904. re With the Doctor.” Dec / Ge new a 
able organization makes agents feel The convention will open in charge ps lie oesistent atti * alee: This 
that they are part of the organization of Frank H. Sykes, second vice-presi- “Wh . ae >?” J He Byer: the bt 
program; that they are sharing in the dent and manager of agencies, who will niin a. seeds Hiatt ing of 
success of the agency. introduce President Walter Le Mar Gules Ticreaieiiiiti erie. Hivch Hite rent \ 
Insurance Policy,” by Dr. J. W. Kirgan, hazar 
| Cincinnati and M. L. Bangman, Cin- “ecrea 
‘ - nati. Rapid Fire Talks by H. E. Alles, gm Mealth 
of the new business paid Detroit; J. E. Doran, Albany; W. Eig stam! 
J Gillis, Boston; Philip Hurwitz, San ood 
& for in The Northwest- Francisco; D. E. Johnson, Jr., Bridge- ohio 
port; G. M. Rigor, Atlantic City. ra : 
: Wednesday morning will be devoted i 
ern Mutual Life Insurance Company of to an outdoor program. There will be %, 
: ° é . golf, tennis, track sports, swimming and — 
Milwaukee, W isconsin, 1n 1927 was upon several other events now being arranged ys 
: . by the committee, of which Samuel |. the a 
© e Se ee: . 4 = 
applications of members previously insured |} ‘<'<.is,chaitman. vestment:” Eo 3 
ms seat ; trot. toward 
° H. Schaeffer, Harrisburg; “App-a-Week 
in the Company. Awards,” “Time and How to Use It,’ ‘ee 
R. Earle Greenlee, Baltimore; award cilities 
° of Heron Trophy; field day and miscel- Seder 
Once a Policyholder— laneous awards; “What Have Well gr") 
Learned Here ?—What Will We Do with follow 
, It?” Carroll H. Jones, Columbia, : , the 
A managers’ conference will be held My, 11 
Always a Prospect on Thursday, September 20. The ofn- Siieaes 
cers and directors of the Leaders Club imply 
THE POLICYH for 1928 follow: President, Karl Col- dental | 
OLDERS COMPANY lings, Philadelphia; vice-president, RCI Thar « 
Grimes, Topeka; second vice-president, reflect; 
C. M. Hunsicker, Philadelphia; sect? HMM tion of 
LWA ee tary, R. C. Bright, Little Rock; trea HM tioneg. 
R urer, F. L. Bettger, Philadelphia. 
Directors, Jacob Golden,  Detrott, 
Mich.; J. A. Tougas, Providence, R. I: ‘Alth 
Sol Lilienfeld, Atlantic City, N. Es A ance he 
Schaeffer, Harrisburg, Pa.; Sol Lewsg@ lor ove 
Oklahoma City, Okla.; P. J. Grogamfill larity is 
Johnstown, Pa.; W. B. Lee, Jr. Roches ard has 
IR ek ter, N. Y.; R. E. Greenlee, [alt:more gam sin bet: 
i! Ay Md.; T. T. Danner, Pittsburgh, Pa; “gi *erace 
ra | H. Gettis, Washington, D. C. diminat 
RAD IY OG plans, t 
We « — “ Ya} 
© SPREAD TO PROTESS AWARD LEGION MEMBERSHIPS ("th 
. Western and Southern Lif Legion bait 
The Northwestern Mutual Life Insurance Co. =f xem2"2 wos"“contatac’S cin Df" 
t] Agent F. P. Hoy, Columbus North oe is today 
trict, for twenty-five years o! service “In 
° ° e 4g A 2 ’  als( t! 
Milwaukee, Wisconsin aeolian a D. XK. 7 the the: 
2 anesville District, for twenty yeas HMM hugh... 
W. D. Van Dyke, President service; and Assistant Superint: ndent ‘ ae 
J. Perry, Chicago-Roseland District HB has i.— 








fifteen years of service. 
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. Rainey On Why More 
A. & H. Is Not Bought 


BIG “IDEA” NEEDS TO BE SOLD 





Tells Health & Accident Convention 
That Agents Don’t Give Prospects 
True Conception of the Line 





1 According to James L. Rainey, agency 
supervisor of the Missouri State Life, who 
jast week addressed the Health & Acci- 
dent Conference at Chicago, the true 

t purpose of accident insurance is often 
misunderstood, or at least misstated, by 
many salesmen. He said it is very often 
improperly described to the prospect as 


a policy “insuring against accidents, 
ae, broken bones, skinned shins, ete.” Mr. 
” Rainey thought that this description 

does not adequately show the real func- 
be tion of accident insurance and declared 
ch that the salesman who attempts to pre- 
ar! sent it to a prospective client in that 
ars fashion is not doing justice to the client. 
lis, His remarks in part follow: “I believe 
er it can be properly said that the opera- 
ow tion of an accident and health company 

or department is dependent upon the 
ent functioning of three factors: 
the 1. Saleable,. equitable policies that 
ch- can be underwritten at a profit. 
Jr, 2. An efficient underwriting, and 
on claim paying organization. 
to 3. A good sales force. 
one Fallacy of Policy Frills 
“E “I do not want to appear in the light 
sell of a critic, but in my opinion accident 

and health companies have depended en- 
H. tirely too much upon their manipulations 
yout of the first two factors in their endeavors 
ker, fg © improve the business. When in need 
Live of increased volume the companies have 
“y been prone to draft new policies or add 
Tan new attractive features to their old ones. 
tor: This attracted the salesman and in turn 
ren the buyer. This increasing and improv- 

ing of coverage has taken place concur- 
Rife rent with the increasing of the accident 
ean, hazard. The natural result has been to 
Cin decrease the margin of accident and 
rae health underwriting profit. The mad 
ke scramble that has taken place in recent 


San years to see who could bring out the 
; most attractive policy forms has in my 


il opinion complicated the problem rather 
ated than to help solve it. 

Il be ‘Tam of the opinion that too often 
sal the sales force has been looked upon as 
anti adistributing agency, rather than one of 
1. the factors that can be manipulated for 
Cos the betterment of the business. In re- 
oF cent years there has been a_ tendency 
Veek towards the educating of accident and 
yey Ma health salesmen. This tendency has fol- 
Bi lowed the broadening of education fa- 
er cilities in the life insurance business. 
isce 


We Generally speaking, however, the efforts 
: that have thus far been made do not 


with follow any connected theme or idea as 
5. “lin the life insurance business. Practical- 
held ly all of the accident and health sales 
om HM courses that have come to my attention 


‘imply picturize black statistics on acci- 
Col dental injuries—and tell stories of claims. 
CHM That sort of sales propaganda is but a 
telection of the companies’ manipula- 
tion of the first two factors that I men- 
tioned. 


ident, 
secre- 
treas- 









Not Yet Popular 


“Although accident and health insur- 
ance has been sold in the United States 
for over seventy years, its wave of popu- 
hrity is yet to come. The accident haz- 
ard has materially increased. The mar- 
tin between income and exnense in the 
werace man’s affairs has been almost 
dliminated by the instalment selling 
jlans, thus making him entirely depend- 
ent upon his daily earnings. But reevard- 
less of these conditions that should cer- 
tainly offer an opportunity for populariz- 
ing the proposition, it has remained and 


etri vit, 


imore, 
4.3 5. 


HIPS 


Legion 





a 8 today just accident insurance. 
sind “In the accident and health business 
AE te theme is not a concerted one. The 
fut nam &Siness as a whole is not pulling in the 
ae fom ™e general direction. Each company 
: 


a8 its own program. The peculiar ad- 


vantages of one policy or another are 
expounded as the reason for purchase. 
Briefly, the companies have talked acci- 
dents, claims and policies—and the sales- 
men are doing likewise. If some con- 
certed action could be made by accident 
and health companies, it is obvious that 
the results would be very gratifying. The 
results obtained from such a program 
would be everlasting; whereas, the re- 
sults obtained from manipulations of the 
policie$ and underwriting can at the best 
be only a temporary relief applied to an 
immediate fault.” 

In Mr. Rainey’s opinion one of the big- 
gest tasks of accident and health com- 
panies is making a comprehensive study 
of the “idea” of accident and health in- 
surance and devising ways of picturing 
it to the salesman, and in turn to the 
buyer. He said: “Thinking of your 
salesman comparatively, it is necessarv 
to raise his own estimation of his prod- 
uct and his vocation. The surest and 
easiest way to do that ‘s to sell him on 
the ‘idea’ of accident -and health insur- 
ance. Sell him the idea that it is not a 
luxury but an absolute necessitv. Don’t 
just tell him that, but show him facts 
and diagrams to prove it beyond a ques- 
tion of a doubt, and he will sell your 
line in large volumes and to good people. 


Before we can convince our prospect of 
the need for accident insurance, we must 
have a clear idea of its real purpose so 
that in describing it, we will be pre- 
senting a positive rather than a negative 
thought. The true purpose of this cover- 
age is, generally speaking, the same as 
that of life insurance. Life insurance is 
probably a more familiar subject than 
accident, and because the basis of these 
two forms of coverage is, in a practical 
sense, the same, a very easy way to set 
out the real function of accident insur- 
ance is by comparison. Obviously, the 
fundamental purpose of life insurance is 
to guarantee the continuance of the in- 
sured’s income after death. The amount 
of either life or accident insurance which 
a prospect may purchase is based unon 
the value of his money earning ability. 
As the prospect’s earning ability in- 
creases, he increases his life insurance 
accordingly, in order to make the guar- 
anteed income after death nearly equal 
to that which he is enjoying during life.” 


Need For Accident Insurance 
Rainey 


Continuing, Mr: y said: “The 
second point of interest to the new sales- 
man would be the ‘need’ for accident in- 


(Continued on Page 15) 











Notice of Removal 


We take pleasure in 
announcing remolval 
to our new Home 
Offices 
at 
Madison Avenue 
at 
60th Street 
New York, N. Y. 


The Manhattan Life Ins. Co. 
THOMAS E. LOVEJOY 


President 























Haley Fiske, president of the Metro- 
politan Life, is due from Europe. Be- 
fore sailing he gave out an interview 
abroad saying he was going to vote for 
Smith at the November election. 








— 
————— 








assets of the 


$1,140,000,000.00 


MISSOURI STATE LIFE 


Under order of Federal Court 


has taken over all business and 


| International Life Insurance Co. 


Effective August 25, 1928 


Insurance in force now over 


Largest Life Insurance Company west 
of Mississippi— 14th of United States 


Missouri State Life Insurance Company 


Hillsman Taylor, Presideiut 








Home Office, St. Louis 
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In Charge Of Brokerage 
For: Aetna In Boston 


LAWRENCE H. HOUSE APPOINTED 
General Agent H. K. Schoch Selects 
Home Office Cashier for Post; 
Formerly In New York 


Henry K. Schoch, recently appointed 
general agent for the Aetna Life at Bos- 
ton covering eastern Massachusetts, an- 
nounces the appointment of Lawrence 
H. House to take charge of the com- 
pany’s brokerage business at Boston. 
Mr. House has been home office cashier 
for the Aetna Life. 





LAWRENCE H. HOUSE 
This is one of Mr. Schoch’s first an- 
nouncements in connection with the cast- 


ern Massachusetts General Agency, to 
which he was appointed as general agent 
on September 1. The new general agent 
feels that the company’s brokerage busi- 
ness in and around Boston should be 
developed to the fullest extent. He will 
establish a strong insurance service de- 
partment to further close co-operation 
between the company and Boston’s in- 
surance brokers. 

Mr. House is a popular figure in the 
Aetna organization. He began his in- 
surance career in the home office mail- 
ing room. He progressed rapidly and 
after spending a number of years in 
the policy division, he was transferred 
in September, 1920, to the office of 
Shepard & Co., general agents at Hart- 
ford. 

He was later appointed cashier at Co- 
lumbus, O., which office he held until 
1925, when he became cashier at 100 
William street. In 1927, when a home 
office unit was established in New York 
for the collection of premiums for the 
New York general agencies, the new de- 
partment was placed in Mr. House’s 
charge. 

While attending to his duties at 100 
William street, Mr. House has found 
sufficient time to complete the New York 
University course in life insurance. He 
is adequately prepared by experience and 
training for the performance of his new 
duties. 





ADDRESSES MORTGAGE BANKERS 
Graham R. Holly, superintendent of 
the bond and mortgage department of 
the Home Life, was one of the speakers 
before the convention of the Mortgage 
3ankers Association at Cleveland, this 
week. Mr. Holly’s subiect was “The 
Responsibilities of the Mortgage Bank- 
er as Viewed by the Investor.” 
PROVIDENCE APPOINTMENT 
Harold Holt & Co. of Providence, R. T., 
have been appointed general agents for 
Rhode Island for the Pacific Mutual 
Life. He will represent the company in 
both the life and accident departments. 
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NYLIC INCENTIVES and AIDS TO SUCCESS 
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been rejected. 





must have pioneers. 


Pioneering 


Progress always requires pioneering. Some- 
one must take the first steps, must lead in 
the exploring of new fields, must “go before 
and remove obstacles for those who follow.” 


In order to fulfil its obligation to humanity, 
life insurance must seek new ways of service, 
in addition to extending the old. Andsoit 


The New York Life 


has always recognized this obligation. 


Many years ago this Company undertook to 
§ pioneer in the field of sub-standard risks. 


After a long and intensive study of declined 
cases, it found that special rates could be 
calculated, permitting, with safety, the ac- 
ceptance of many risks which previously had 


On July 1, 1896, the Company issued its 
first sub-standard policy. Since then, the 
writing of insurance on impaired lives has 
been a part of the New York Life’s regular 
service to the public, and has gradually been 
adopted by a majority of the larger companies. 








for approximately three 
out of every five clients 


who otherwise would 


be declined. 
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NEW YORK 


COMPANY 


346 BROADWAY, NEW YORE 


DARWIN P. KINGSLEY 
President 
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To-day, Nylic Agents are en- 


abled to obtain insurance 


LIFE INSURANCE 





New Home Office Building now being 
erected on the site of the famous 
old Madison Square Garden 
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National City Bank 
Brings Out New Form 


SHOWS HOW TO PROVIDE ESTATE 





“Insurance Estate Survey” a Work Sheet 
Which Insured Fills In; Of Interest 


To Underwriters 





Family income and how best to pro- 
vide it is always a question of the first 
importance to a business man, so that 
any book or document which attempts 
to show how adequate protection may be 
secured deserves to be read and studied, 
Such a useful document has recently 
been brought out by the National City 
Bank of New York. Its purpose is to 
help promote estate creation, estate 
conservation and the actual sale of life 
insurance and it is known as the “In- 
surance Estate Survey.” The funda- 
mentals of the subject are treated in 
a clear and convincing manner. 

It is pointed out, among other things, 
that the Insurance Estate Survey should 
be of much value to the underwriter in- 
asmuch as he is constantly giving em- 
phasis to the importance of sufficient 
protection for policyholders and_ pros- 
pective policyholders. 

The Survey is printed in the conve- 
nient form of the usual legal document, 
similar to the “General Estate Survey— 
To Assist in Will Making” which was 
issued some time ago by the same in- 
stitution. In effect, it is a work sheet 
which the insured fills in, drawing his 
own conclusions from the facts set down. 

There is a chart showing the average 
estate shrinkage at death, due to taxes, 
administration expenses and debts. This 
is intended as a selling aid for life un- 
derwriters. There follows a complete 
digest of insurance policies. Lists of se- 
curities and real estate also are pro- 
vided for. The next step is the analysis 
of the insured’s estate.’ His gross assets 
are set down under seven items and 
totaled. Next the current liabilities and 
the estimated eventual liabilities are 
shown; also other necessary items. 

Under the heading “Disposition of 
Your Insurance Estate” the terms of the 
usual insurance trust are outlined and 
the three forms of trust, unfunded and 
cumulative, are briefly explained. Ques- 
tions designed to bring out the infor- 
mation needed for drawing an insurance 
plan are to be filled in by the insured. 
There are also pertinent facts as to tax 
features of an insurance trust plan and 
the advantage of having a_ corporate 
trustee for one’s estate. 





AETNA MEN MEET IN DETROIT 





Early Arrivals for National Association 
Convention Get in Sales Meeting 
of Their Own 
Detroit, Sept. 12—About one hun- 
dred representatives of the Aetna Life, 
early arrivals for the convention of the 
National Association of Life Underwrit- 
ers, attended a one-day meeting here on 
Tuesday which was a sales convention 

in itself. 

Vice-President K. A. Luther presided 
over the morning session and S. 
Whatley of Chicago, at the afternoon 
meeting. From the home office came 
L. O. Schriver and Richard L. Place, as- 
sistant superintendents of agencies; J. N. 
Adams, agency assistant; B. A. Thomas, 
assistant secretary of group and Dr. D. 
B. Cragin, assistant medical director. 





CROUCH & ALLEN FORMED | 
Crouch & Allen have succeeded H. E. 
Crouch as general agents for the North- 
western Mutual in Buffalo. P. T. Allen. 
who becomes a partner with Mr. ( rouch, 
has been with the company three years, 
specializing in organization work. 


John L.. Boyd, superintendent of the 
Salisbury, N. C., district of the [ite In- 
surance Company of Virginia, committe 
suicide last week by firing a bullet inte 
his brain. A widow and two children 
survive. 
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British Offices Have 
Standard Group Rates 


AVOIDS RATE-CUTTING THREAT 





Following Practice in This Country 
Practically All British Companies 
Same Basis 





In future standard rates and condi- 
tions will be quoted by practically all 
British offices doing this form of life 
business. Agreement to this effect has 
been reached and the British Life Of- 
fices’ Association in announcing it makes 
the following statement: 

Group insurance has been successfully 
carried out for many years by several 
of the leading British companies. A big 
impetus has been given to its develop- 
tnent by the arrival recently of a num- 
ber of foreign companies, and it was 
feared that this competition might lead 
to serious rate-cutting among individual 
British offices, which would not only re- 
sult in severe losses to the individual 
companies concerned, but would also be 
prejudicial to insurance interests in gen- 
eral. 

Rate-cutting of this sort was current 
at one time in both the United States 
and Canada, where group insurance is 
much more extensively developel than 
in this country. To put an end to it 
standard rates and conditions were 
adopted there several years ago. 

The Life Offices Association make it 
clear that this action on the part of the 
British offices is not in any way antag- 
onistic to foreign offices, and that it has 
not been undertaken to counter the ef- 
forts of those American and Canadian 
ofices which have opened branches in 
this country to transact this particular 
class of business here. The last thing 
desired by British companies is any act 
of unfriendliness towards their foreign 
competitors, and to refer to a “war” be- 
tween the British and American insur- 
atice companies is to give an entirely 
false impression of the position. 

In evidence of this the association 
would like to point out that intimation 
has been given to the Canadian and Am- 
erican offices operating here that their 
co-operation in the British “tariff” would 
be welcomed, and there is every reason 
to believe that, if the obligations under 
their existing American agreement do 
hot present it, that co-operation will cer- 
tainly be forthcoming. 
_ Healthy competition among the Brit- 
ish offices themselves and between them 
and foreign offices is all to the good, but 
ho true benefit could result to any in- 
terests from “cut-throat” competition in- 
volving the transaction of business at 
unremunerative rates. 

To prevent that is the object of the 
present agreement, which, it is believed, 
will prove beneficial to all concerned by 
bringing more effectively before the pub- 
lic the benefits, not only of group insur- 
ance, but also of all other forms of in- 
surance, 
_A statement in the following terms is 
issued by the chairman of a sub-com- 
Mittee of the Life Offices’ Association, 
Which has drafted a new scheme of 
standard rates for group insurance, as it 
8 indicated that misunderstanding has 
aisen in certain quarters regarding the 
burpose of the scheme: 

With the object of equipping them- 
‘ives more effectively to cope with 
froup insurance the Life Offices’ Asso- 
“lation has drawn up a scheme by which, 
in future, standard rates and conditions 
will be quoted by practically all offices 
“igacing in this form of insurance. Ap- 
proval of the scheme has been secured 
Poon offices concerned, and the stand- 
the ies agreed upon will henceforth be 

asis for all new group insurance 


transactianne ° 
gaits entered into by more of- 
a 


"G ; 

% ‘TOU insurance has been successful- 

. a. out for many years by several 
¢ leading British companies. A big 
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Gerard S. Nollen, President 








Seven Years Of Iowa Leadership 


AGAIN IN 1927, THE BANKERS LIFE COMPANY 
led all companies in the writing of new, paid-for life insurance 
in Iowa, itshome state. The total for 1927 was $20,193,476" 


LAST YEAR WAS THE SEVENTH CONSECUTIVE 


year in which the Bankers Life has achieved Iowa leadership 
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BANKERS LIFE COMPANY 


THE ONWARD MARCH COMPANY 


DES MOINES, IOWA 

















CHANGES IN PERSONNEL 





W. J. Greene Appointed New Assistant 
In Toronto No. 4 District for 
The Prudential 
William J. Greene will begin, on Sep- 
tember 17, his new duties as assistant 
superintendent of The Prudential’s new- 
est assistancy in the Toronto No. 4 dis- 
trict. He was introduced into the agency 
ranks on September 27, 1926. The fol- 
lowing promotions to the position of as- 
sistant superintendent were made in Di- 
vision “F” during the month of August: 
Charles F. Finney, at Circleville, de- 
tached of Chillicothe, Ohio; French A, 


Broyles, of Charleston, W. Va., and 
Robert H. Lafontaine, at Cleveland 
No. 2 


On October 1, 1928, Assistant Super- 
intendent Charles D. Barr will have com- 





pleted twenty-five years of service and 
will be welcomed into the ranks of Class 
“E” Prudential Old Guard. He entered 
service as an agent in the Chicago No. 8 
district and served in this capacity until 
April 30, 1904, when he was promoted to 
assistant superintendent in the same dis- 
trict. He has also been connected with 
the Chicago No. 4 and No. 6 districts 
and is now serving as an assistant in 
Chicago No. 11. 

Industrial leadership in Division “O” is 
held by Assistant Superintendent E. W. 
DeCordova, of the Poughkeepsie, N. Y., 
district, who has made a creditable rec- 
ord so far this year in this branch. 
Agent J. H. Bennett, of Camden, N. J., 
district, No. 1, heads the list of agents. 
C. A. Struble, assistant superintendent 
in the Asbury Park, N. J., district, is set- 
ting the pace in Ordinary thus far this 
year. Agent N. Schweiger, of Middle- 
town, N. Y., is at the top of the list of 
agents in Ordinary. 











return. 


participating business. 








An Extract From 
Best’s 1928 Reports--- 


“This Company [Northwestern National Life, 
Minneapolis] is jointly controlled by its policyhold- 
ers and shareholders. The directorate is composed 
of prominent business men of the Northwest, lead- 
ers in the financial, commercial, and industrial 
world, who actively direct the affairs of the Com- 
pany through an executive committee composed of 
six of its members. . . . It has had a very rapid, 
yet conservative growth. Its surplus is ample. The 
expense of management and the cost of new busi- 
ness is low. The mortality rate is very favorable. 
Its investments are diversified and yield a very good 
. Death claims are promptly paid. Net 
cost under its participating policies is very low. 


* Our general rating of this company is ‘excellent.’ 


“Dividends on the stock are limited to the interest 
on the capital and the profits derived from non- 
No surplus derived from 
participating business paid to shareholders. . 
These provisions are all praiseworthy and very fair.” 

—Best’s Life Insurance Reports, New York, 1928. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


0. J. ARNOLD, Parswext 


STRON G~ Minneapolis Minn. ~ LIBERAL 


The Company combining with all the advantages 
of mutuality, the benefits of a substantial capital. 


* Highest rating awarded. 

















Early Reservations 
For A. L. C. Meeting 


WORLD’S SERIES MAY CONFLICT 





Tentative Program for Convention at 
St. Louis Issued for Agency Section 
of Organization 





The possibility of a conflict with the 
World’s between the St. Louis 
Cardinals of the National League and 
the New York Yankees of the American 
League makes it rather imperative for 
members of the American Life Conven- 


Series 


tion to make their hotel reservations as 
early as_ possible. 
the Statler Hotel has announced that 
visitors to the American Life Conven- 


The management of 


ticn gathering will be given preference 
over fans and fanettes from afar com- 
ing to St. Louis for the baseball games, 
but naturally it is only fair to the hotel 
to advise as soon as possible what ac- 
commodations are desired so that it can 
make the maximum use of the room 
space without inconveniencing Ameri- 
can Life Convention members’ repre- 
sentatives. 

The programs for the main meeting 
and the various sections including the 
Financial Section, Legal Section, Junior 
Association and the Agency Section are 
among the best ever prepared for a 
gathering of the American Life Conven- 
tion. The complete programs for the 
main meetings, the Legal Section or the 
Junior Association have not yet been 
announced. 

Last week W. H. Honebaugh, presi- 
dent of the Central Life of Chicago made 
public the tentative program for the 
Financial Section gathering. 

The tentative program for the Agency 
Section meetings to be held on Friday, 
October 12, has just been completed. It 
is as follows: 

“Acquiring Agents,” W. T. Grant, 
president, Business Men’s Assurance Co., 
Kansas City. 

Discussion by J. J. Harrison, vice- 
president, Home Life, Little Rock, Ark., 
and O. J. Lacy, vice-president, Minne- 
sota Mutual Life, St. Paul, Minn. 

“Training Agents,” Clarence E. Linz, 
vice-president, Southland Life, Dallas, 
Texas. 

Discussion by E.-S. Albritton, vice- 
president, Southern States Life Insur- 
ance Co., Atlanta, Ga., and George H. 
Hunt, superintendent of agents, Imperial 
Life, Toronto. 

“Supervising Agents,” W. T. O’Dono- 
hue, vice-president, Jefferson Standard 
Life, Greensboro, N. C. 

Discussion by Walter E. Webb, vice- 
president, National Life, Chicago, IIL, 
and Walter F. Shepard, vice-president, 
Lincoln National Life, Fort Wayne, Ind. 

“Training managers,” John Marshall 
Holcombe, Jr., manager, Sales Research 
Bureau, Hartford. 

“Selling Process,” H. P. Trosper, vice- 
president, American Life, Detroit. 


RURAL CONDITIONS GOOD 

A. L. Dern, manager of agencies of the 
Lincoln National Life, has returned from 
an extensive trip through Illinois, Iowa, 
Missouri, Kansas and the Mid-West and 
reports that prospects for an unusually 
good finish for 1928 for insurance men in 
rural districts are splendid. Crop con- 
ditions, optimistic attitude and increased 
activity are the rule rather than the ex- 
ception. 





NEW ASS’T SUPERINTENDENTS 

The Western & Southern Life an- 
nouncces the promotions of the following 
agents to assistant superintendents: R. 
L. Chandler, Louisville. West; H. C. Var- 
ble, Louisville West; L. R. Seckinger, 
Steubenville; H. Hahn, Pittsburgh 
North; D. D. Mitchell, Frankfort, Ind.; 
E. W. Gilbert, Richmond, Ind.; R. M. 
Miller, Richmond, Ind., and H. St. John, 
Columbus, Ind. 
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LIVE HINTS FOR BUSINESS 


\GETTERS(-3 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 


The New England 


Good Case “Pilot” tells this good 

Of Quick one: “One of our 
Thinking men, we are told by 

his General Agent, 

delivered a policy to a High School 


teacher, and then scratched his head for 
another prospect in the same school. A 
Latin teacher occurred to him. But she 
said: ‘I’m too old (57). Costs too much. 
Don’t need insurance. Saving my money 
in bonds. No one to leave money to.’ 
Cre. . 

“Answered the agent: ‘I wonder if 
you aren’t thinking of a different kind 
of Life Insurance from what I have in 
mind. I am thinking of the kind that 
has a lower premium at fifty-seven than 
it does at twenty-seven. The fact that 
you are saving money in bonds seems to 
me to make it plain that you could use 
this plan of insurance splendidly. When 
you say you have no one to leave your 
money to, you should be more inter- 
ested in a plan which will give you an 
income based on both principal and in- 
terest, than in a plan which requires you 
to leave the principal to someone else in 
order to get the income yourself.” 

Result: a Ten-Year Endowment, with 
a premium of $675, paying the insured 
$50 a month. 


i * 

The home office 

Growing executives of compa- 
Big With nies in charge of the 


Your Clients preduction forces al- 
most all deplore the 
fact that so few of the agents get into 
the bigger brackets of production with 
business insurance cases and such large 
scale work as group insurance, for those 
that write it. It seems to be a fact 
that the general run of agents lack the 
confidence to tackle a substantial busi- 
ness insurance case even if they can 
visualize the possibilities of one in con- 
nection with one of their clients. It is 
granted that there are many agents who 
can not even. visualize a big business 
case, much less handle one to its con- 
clusion. 

This situation, of course, points to the 
rreat need for training and education in 
these departments of life insurance pro- 
duction. Every agent should’ be 
equipped to go along with his clients 





George Washington Life 


Insurance Company 
Charleston, W. Va. 


presents opportunity for liberal 
contracts covering definite territory 
with Home Office registry and with 
power of appointment of sub- 
agents. 

The State of West Virginia, Vir- 
ginia, Ohio, Kentucky, Tennessee, 
South Carolina, North Carolina, 
Georgia, and Michigan. 

dress: 
ERNEST C. MILAIR 

Vice-President and Secretary 











and grow with them, If the agent starts 
writing a “comer” with a small policy, 
when the client grows to be a big figure 
and his needs are complex, the agent 
is unable to rise to the occasion and 
some other more progressive life under- 
writer gets the cream of that mans’ in- 


surance. Education! Education! is the 
modern life insurance agent’s “Excel- 
Isior!” 
: *  * 
In these days of 


Don’t Pass big writings and 
Up The Small large personal pro- 
Policies duction there is a 
temptation to pass 
np small policies and go out after the 
big ones. There is considerable illusion 
in this big business lure and it «s espe- 
cially dangerous for new agents young 
to the game. The old timers always say, 
“Don’t ignore the little fellows.” They 
have a way of growing to be big ones. 
On this subject Henry Phillips, general 
agent for the Northwestern Mutual Life 
at Syracuse, N. Y., says: 

“My suggestion to men who are just 
entering the life insurance sales business 
is that they overlook no opportunity of 
writing small policies. Be early and late 
at that business. Clerks, accountants, 
bank tellers. salesmen and others who 
are taking their first steps in business, 
offer an unsurpassed field for cultivation. 
Be assured that in later ycars some of 
these men will become the leaders in the 
business and professional life of your 
communities. 

It took Mr. fifteen 


Phillips nearly 





HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 


Omaha Kansas City 














PARTICIPATING INSURANCE 
ON ALL FORMS 


First year dividends (con- 
tingent on payment of second 
year premium.) 


Low Net Cost 


For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


H. W. JONES, Mgr. 


110 William Street 
New York City 
Beekman 5058—6691 




















months to pay for insurance on his first 
one hundred lives. The business totaled 
$148,250—an average policy less than 
$1,500. The additional insurance on these 
original lives has totaled over a million 


dollars. CHICAGS 
eet ; TALS. W. STEVENS. Pees, 

_ “The law of average will show results we My 
in your business provided you create a 
sufficiently large number of units to 
make it work,” says Mr. Phillips. “Out 
of every one hundred lives written dur- 
ing the period of twenty years when I 
gave my whole time to the writing of 
applications, analysis shows similar re- 
sults as I have outlined above under my 
first one hundred lives. Plenty of tens, 
twenty-fives and fifties and some poli- 
cies of larger demoninations will come 
to you later on from the young men 
whom you are writing in your appren- 
ticeship years. Therefore, make hay 
while the sun shines and set your stake 
at not less than a hundred lives a year. 


GREATEST 


“Suppose that I had only written fifty 
lives during the period considered and 
had permitted the other fifty to have 
been written by competitors, would the 
Northwestern be able to list among its 
prominent policyholders several of these 
names and what about the commission 
account ?” 


ILLINOIS 


COM PANY 


* * * 


When Owen Davis, 
the writer, was a re- 
porter, he made it a 
habit when traveling 
or riding about a- 
city to make a contact with whatever 
person happened to be nearest to him 
whether it was a prosperous individual 
or a laborer. He would engage some 
one in conversation during that period 
of enforced inaction no matter how 
brief. He had the gift of quickly en- 
gratiating himself with strangers and he 
would uncover the identity and often the 
name and address of total strangers in 
an amazingly brief time. He made a 
practice of jotting these down and later 
indexing them as to business or field of 
activty. The result was an enormous 
reference list of people all over the world 
and of all nationalities and positions in 
life which proved a_ great resource 
throughout the years in his newspaper 
work and writing. 


This Writer 
Had The Gift 
Of Contacts 


AND 
ILL PAY THEM WEL 


The value of such a gift to a life in- 
surance man would be in the ease with 
which he would form contacts and the 
habit of making them on all and every 
occasion. 


ANTS GOOD MEN 








Years of Life Insur- 
ance Ideals and Service e 


N IDEAL became a reality when, on February 1st, 1843, 
A “The Mutual Life of New York” issued its first policy. 
The business of life insurance on the mutual plan started 

in America then and there. 


Priority in its field is not the Company’s claim to greatness 
—age in itself is no great distinction. The Mutual Life began 
with high ideals of business conduct, which still prevail. It aims 
at quality and to be highly honorable in all its dealings. 


In its relations with policyholders and their representatives 
The Mutual Life has an outstanding record. 


Those who contemplate life insurance soliciting as a career 
are invited to apply to 





The Mutual Life Insurance Company 
} of New York 


GEORGE K. SARGENT 
2nd Vice- President and Manager of Agencies 


New York, N. Y. 


DAVID F. HOUSTON 
President 


34 Nassau Street : 
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J. L. Rainey’s Talk 


(Continued from page 11) 


surance. Although the continually ris- 
ing accident hazard has aptly illustrated 
the need of accident insurance the real 
need for this form of coverage can best 
be established by a study of its applica- 
tions to the individual money earner. 
Bearing in mind that the real purpose of 
accilent insurance is to cover the loss 
of earning ability the need for it can be 
easily established by determining the ag- 
grevate annual return of all of the 
money earners in the United States and 
then compare that figure with the losses 
it must sustain each year as the result 
of accidents and diseases. 

“It has been more or less authoritative- 
ly stated that there are about 38,000,000 
wage and salary earners in the United 
i This group of people earns about 
$50,000,000,000 a year. All of the physic- 
al property in the United States amounts 
to about $320,000,000,000. The value of 
the property of the nation is over six 
times as large as the annual incomes of 
the wage and salary earners but each 
year the $50,000,000,000 of income suffers 
a loss of over three times as much, as 
a result of accidents and disease, as does 
the $320,000,000,000 of property suffers 
from fire and tornado. Obviously the 
$50,000,000,000 a year of earnings is as 
badly in need of protection as is the 
physical property of the country. 

“At the present time only about one- 
eleventh of as much money is being 
spent for the purchase of accident and 
health insurance as is being spent for 
the purchase of fire insurance. This fact 
might be stated in another way. At the 
present time only about one-eleventh of 
as much money is spent for the protec- 
tion of the creative ability of man as is 
spcnt for the protection of the physical 
property that he is creating. 


Why Sell Accident Insurance? 


“In view of the fact that quite a large 
majority of accident salesmen sell other 
forms of insurance, the next point to be 
considered is ‘why they should sell ac- 
cident insurance.’ There are probably 
three principal reasons, being: (1) In- 
creased profit; (2) added prestige to be 
gained; (3) business builder for other 
lines of insurance. 

“The profit that can be made from the 
sale of accident insurance has often been 
underestimated by salesmen. One of the 
chief reasons why it can be sold profit- 
ably is that it can be sold very quickly. 
In selling fire and casualty insurance, 
prestige, acquaintanceship, reciprocal 
connections and other factors have to be 
acquired before the business can be ob- 
tained in any sizeable volume. In life 
insurance it is necessary to establish the 
need—then fit the policy to the case. 
That takes from two to six or more in- 
terviews. In accident insurance all that 
ils needed is the man’s name. The need 
can be shown and the policy: fitted to 
the case in one interview. Among ac- 
tive accident salesmen a larger percent- 
age of cases are closed on first inter- 
view. That is possible because the cov- 
erage is more or less standard in type 
and can be applied to practically all cases 
in the same manner. The fact that ac- 
cident insurance caters to the purchas- 
er’s sclfish instincts also helps to speed 
the sale.” 

High Renewals 


In talking about renewal earnings on 
accident insurance, Mr. Rainey empha- 
sized that they are very much larger 


than on most other forms. The life in- 
surance salesman gets from two to five 
or six times as much for his accident 
renewals as for his life insurance. The 
fire and casualty man gets as much or 
more first year commission on accident 
as on other lines and renewals that are 
practically equal. His net profit on ac- 
cident and health premiums is much 
higher than on fire and casualty be- 
cause there is practically no expense for 
policy writing, etc. 

“A great many insurance men,” he 
said, “have minimized the earning pos- 
sibilities of accident insurance because 
of the comparatively small first year 
earnings. Probably the main reason for 
writing the line is the renewal account 
that can be built. Men who have large 
accident and health renewal accounts 
usually do not appear as pretentious as 
men with large fire and casualty renew- 
al accounts. They are often overlooked 
in the estimates placed on the achieve- 
ments of insurance men. A man with 
a large accident and health renewal ac- 
count can operate from a single desk, 
and often without even a stenographer, 
but at the end of the year his net earn- 
ings compare very favorably with those 
of the fire and casualty man with ex- 
pensive offices, as well as with the life 
insurance man with smaller renewal 
commissions.” 


Objections to Selling It 

The next point taken up by Mr. 
Rainey was the negative reaction that 
might arise in the minds of insurance 
men as to the selling of accident and 
health insurance. He said: “Whether 
or not we want to, we must admit 
there are still a great many men in the 
insurance business who look with dis- 
favor upon accident and health insurance. 
In building our story of the ‘idea’ I be- 
lieve we should consider this item as of 
considerable importance. Generally 
speaking, insurance men object to sell- 
ing accident and health insurance for 
three reasons, being: (1) Small first year 
commissions; (2) too many technicali- 
ties; (3) claim troubles. 

op he insurance man who passes up ac- 
cident and health insurance because of 
its apparently low first year commission 
has not properly weighed its future pos- 
sibilities. He is forgetting the fact that 
its renewal commissions are generally 
speaking much larger than those paid 
on life insurance, and that the net profit 
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Has The Lincoln National Life done 
all of its growing? 


No! It is growing more rapidly than 
ever. It passed the mark of a half 
billion in force in record time. It 

\ plans to do the same in passing 

! the billion mark. 


THE LINCOLN NATIONAL LIFE INSURANCE CO. 


“Its Name Indicates its Character’’ 
Fort Wayne, Ind. 
INSURANCE IN FORCE TODAY $550,000,000 














is usually much larger than on the re- 
newals of fire and casualty insurance. If 
a graphic chart should be made of the 
incomes of insurance men, I think it 
would be disclosed that the fluctuations 
in an accident and health salesman’s in- 
come year by year would be much less 
than that of the salesman of practically 
any other insurance line, where large 
occasional sales and high lapse ratios 
affect their incomes. 

“The accident salesman is working in 
a business where he can make some 
profit every day and at the end of every 
year he will, as a result, come nearer 
showing a net increase over the previous 
year than will the salesman of many 
other lines. The agent who passes up 
accident and health insurance is simply 
blinded to its possibilities by the allure- 
ment of big sales in other lines. The 
theories that he may advance as to why 
he should not sell the line will not hold 
water when actually applied. 

Prospects Not Worth More Than Two 

Interviews 

“Much has been said and printed about 
the number of interviews that should be 
devoted to the sale of an accident and 
health policy. I do not give you this 
as being authentic or valuable, but in 
my opinion, accident prospects as a 
whole are not worth over two interviews. 
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CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 
Old Line Legal Reserve 
Established 1899 
HERBERT M. WOOLLEN, President 

















The proposition is very 
more or less standard. In the first in- 
terview the salesman can tell the pros- 
pect practically every reason existant 
why he should buy accident and health 
insurance. If he calls the second time 
it should be by appointment as a result 
of the first interview. If the salesman 
continues to call after the second inter- 
view, he has practically nothing to add. 
He has told the prospect in the first two 
interviews all of the reasons existant for 
his carrying accident insurance. ' After 
the second interview he very likely 
ceases to be a salesman, and becomes a 
beggar; begging the prospect to buy on 
what he told him during the first two 
interviews. In view of the comparative- 
ly small premiums and the relatively 
small first year commissions, the sales- 
man cannot afford to make repeated 
calls.. He should draft his sales presen- 
tation on the ‘idea’ of accident insurance 
so that he can impress the prospect fa- 
vorably during the first interview.” 


EXPECT 400 AGENTS 


simple and is 





Annual Meeting of N. J. Association of 
Underwriters in Atlantic City 
on September 28 

The annual meeting of the New Jersey 
Association of Underwriters will be held 
at the Ambassador Hotel in Atlantic 
City on Friday, September 28. It will 
be a one day meeting. The morning 
session will be devoted to a general busi- 
ness meeting and will adjourn for lunch- 
eon, but will continue in the room in 
which the luncheon will be held. It is 
expected that there will be an attend- 
ance of more than 400. The program 
has not as yet been completed. 





MASON AGENCY MOVES 

I). Arthur Mason, manager of No. 1 
branch of The Prudential, moved his 
offices from 114 Fifth avenue to 221 
Fourth avenue, New York City. The 
new quarters are commodious and have 
been designed to meet the needs of the 
increasingly large volume of business 
that is being written by this organiza- 
tion. The Mason agency has always 
been among the leaders of the company 
in both Industrial and Ordinary. He 
has in his office one or two of the out- 
standing industrial writers of the coun- 
try. 











1851 


| agent. 


happiness of its representatives. 





__ Pittsfield, Massachusetts 


BERKSHIRE LIFE INSURANCE COMPANY 


In establishing connections with a life insurance company, the personal 
equation of its official family is of paramount importance to the prospective 
The Berkshire Life Insurance Company of Pittsfield, Massachusetts, 
has a well-earned reputation for a co-operative spirit between the Home 
Olfice and the Field Force that is of inestimable value to the success and 


“Ask any Berkshire Agent” 
BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 


1928 





FRED. H. RHODES, President 





George T. Smith, Vice-President 
Chas. F. Nettleship, 2nd Vice-President 


The Colonial Life Insurance Company of America 


Insurance in Force 
ONE HUNDRED MILLION DOLLARS 
1927 Showed Greatest Gains in History of Company 
Wide Variety of Ordinary and Industrial Policies 


Give Agents Unusual Money Making Opportunities. 
OFFICERS 
E. J. Heppenheimer, President 


Home Office—Jersey City, N. J. 


E. C. Wise, Treasurer 
S. R. Brown, Secretary 
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Life Trust Course To 
Be Given In Phila. 


BANKS JOIN WITH LIFE MEN 





Will Co-operate in Giving Instruction on 
Life Insurance Trust Methods 
to Both Groups 

A number of life insurance men and 
trust officers of banks and trust com- 
panies of Philadelphia, have arranged 
for a joint course on life insurance trust 
methods, the first of its kind that has 
been planned. The course has been de- 
veloped by a committee of bankers, life 
underwriters and educators because of a 
growing feeling that those interested in 
the selling of insurance and giving in- 
surance advice, on the one hand, and 
those interested in the advancement of 
trust service, on the other, would both 
be materially aided in their work not 
only by an exchange of views but also 
by an acquisition of knowledge of the 
other’s activities in a more or less tech- 
nical sense. 

The committee in charge consists of 
Joseph H. Reese, chairman, — special 
agent, Equitable Life of Towa; William 
B. Bullock, trust officer, Provident Trust 
Co.; J. W. Clegg, special agent, Penn 
Mutual Life; Stanley W. Cousley, as- 
sistant vice-president, Fidelity-Philadel- 
phia Trust Co.; and Paul R. Renn, trust 
officer, Union Bank & Trust Co. 

The members of the faculty are Dr. S. 
S. Huebner, professor of insurance, 
Wharton School, University of Penn- 
sylvania; Robert Mayer, assistant trust 
officer, Provident Trust Co.; Robert 
Dechert, vice-president and_ counsel, 
Penn Mutual Life; Owen J. Roberts, 
Andrew J. Davis, vice-president, Provi- 
dent Mutual Life; Frank G. Sayre, vice- 
president, Pennsyivania Co. for Insur- 
ance on Lives and Granting Annuities; 
W. C. Tuttle, investment officer, Girard 
Trust Co.; C. Alison Scully, vice-presi- 
dent and trust officer, National Bank of 
Commerce, New York; and Frank L. 
Jones, vice-president, Equitable Life As- 
surance Society, former president, Na- 
tional Association of Life Underwriters. 
The course will be under the direction 
of Robert Mayer and instruction will be 
given in the class rooms of the Charles 
Morris Price School at the Poor Rich- 
ard Club. 








APPOINTED AGENCY SUPERVISOR 





C. W. Breidecker, Central States Life, 
To Work in Territory Adjacent to 
St. Louis; Has Developed Agents 
James A. McVoy, president of the 
Central States Life of St. Louis, has an- 
nounced the promotion of C. W. Brei- 
decker to the post of agency supervisor. 
Mr. Breidecker will travel out of the 
home office and for the present will con- 
fine his activities to the “Forty-ninth 
State,” as the district immediately sur- 
rounding St. Louis in Missouri and IIli- 

nois has been named. 

Breidecker joined the Central States 
Life in 1926, and qualified for member- 
ship in the Central States Life Club in 
about five months’ time. The following 
year he was elevated to manager of the 
home office, where he demonstrated re- 
markable ability for discovering and de- 
veloping good insurance men. His suc- 
cess in that respect led to his selection 
for the higher post of agency super- 
visor. 





SYRACUSE GENERAL AGENT 





Arthur F. Lewis Heads Agency Created 
There By Mutual Benefit; For- 
merly Civil Engineer 

The Mutual Benefit Life has appointed 
Arthur F. Lewis general agent for the 
company in Syracuse. This territory has 
been under the supervision of Lawrence 
Bates as home office field service mana- 
ger and has now been made a general 
agency. Mr. Lewis has been one of the 
leaders of the Syracuse agency since 


$1,000 EVERY SIX HOURS 





One Application To Every Twelve In- 
terviews Shown By Kansas City 
Life Campaign 
The home office agency of the Kan- 
sas City Life conducted a special cam- 
paign based on percentage of excellence 
during the seven weeks preceding the 
close of August. The summarized re- 

sults follow: 

The agents completing the campaign 
had 1,002 interviews which netted them 
129 applications and a volume of $288,- 
500. They worked 1,868 hours. The av- 
erage application was $2,236, which is 
just about the company’s average. 12.87 
interviews were necessary for one ap- 
plication. A thousand dollars of insur- 
ance was written for every 6.4 hours 
spent in the field. 

Prizes were offered for the one scor- 
ing the highest percentage and writ- 
ing the largest number of applications, 
and scoring the highest percentage and 
writing the largest volume of business. 
A. J. Brodie, home office representative, 
won the first prize with a score of 95% 
and twenty-nine applications. Mr. Bro- 
die’s volume was $73,500. J. E. Weis, 
home office representative, won second 
prize with a score of 91.2, twenty-three 
applications, $37,250 of business. 


Standard Group Rates 


(Continued from Page 13) 





impetus has been given to its develop- 
ment by the arrival recently of a num- 
ber of foreign companies, and it was 
feared that this competition might lead 
to serious rate-cutting among individu- 
al British offices, which would not only 
result in severe losses to the individual 
companies concerned, but would also be 
prejudicial to insurance interests in gen- 
eral, 

“Rate cutting of this sort was current 
at one time in both the United States 
and Canada, where group insurance is 
much more extensively developed than 
in this country. To put an end to it 
standard rates and _ conditions were 
adopted there several years ago. In 
adopting their present programme Brit- 
ish companies are therefore following 
the example of these countries. 

“The Life Offices’ Association would 
like to make it clear that this action on 
the part of the British offices is not in 
any way antagonistic to foreign offices, 
and that it has not been undertaken to 
counter the efforts of those American 
and Canadian offices which have opened 
branches in this country to transact this 
particular class of business here. The 
last thing desired by British companies 
is any act of unfriendliness towards their 
foreign competitors, and to refer to a 
‘war’ between the British and American 
insurance companies is to give an en- 
tirely false impression of the position. 
In evidence of this the association would 
like to point out that intimation has been 
given to the Canadian and American of- 
fies operating here that their co-opera- 
tion in the British ‘tariff? would be wel- 
comed, and there is every reason’ to be- 
lieve that, if the obligation under their 
existing American agreement do _ not 
prevent it, that co-operation will cer- 
tainly be forthcoming. 

“Healthy competition among the Brit- 
ish offices themselves and between them 
and foreign offices is all to the good, but 
no true benefit could result to any in- 
terests from ‘cut-throat’ competition in- 
volving the transaction of business at 
unremunerative rates. To prevent this 


is the object of the present agreement, 
which, it is believed. will prove benefi- 
cial to all concerned by bringing more 
effectively before the public the bene- 
fits not only of group insurance, but 
also of all other forms of insurance.” 


NEW PRUDENTIAL AUDITOR 





J. H. Morton Succeeds H. N. Austin 
Who Retires and Who Was With 
Co. More Than Four Decades 
Joseph H. Morton who has been con- 
nected with The Prudential for twenty- 
three years, has been appointed auditor, 
succeeding Harry N. Austin who retired 

on September 11. 

Mr. Morton first entered the employ 
of the company on April 3, 1905, as a 
clerk in the auditor’s department. On 
June 19, 1916, he was promoted to as- 
sistant auditor which position he held 
until his recent promotion. 

Mr. Austin, retiring this week, joined 
the company on July 20, 1887, and was 
placed in charge of the claim depart- 








proposition. 
Address, 








THE EUREKA-MARYLAND ASSURANCE CORPORATION 


BALTIMORE, MARYLAND 
Incorporated 1882 


Issues all modern forms of Life Insurance, including Industrial, Ordinary 
and Group 
J. N. WARFIELD, President 














PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent ccanection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 


PERMANENT, 
Care of The Eastern Underwriter, 110 Fulton Street, New York City 


| 
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ment. About a year later he was trans. 
ferred to head of the bookkeeping de- 
partment and in June, 1894, was made 
auditor of the company. 





The Northwestern National has a new 


publication in its ledger statement book 
giving the ledger statements for thirty. 
seven years at all ages of issue on the 
Special Whole Life Preferred Risk and 
on the Endowment at Age 65. policies 
and for twenty years on the 20 Payment 
Life Preferred Risk. ‘ 





Samuel O. Buckner, for years inspector 
of agencies of the New York Life at 
Milwaukee, will spend some time on the 
Pacific Coast. 
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The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 


Columbian National Policies make selling easier. 
Policies backed by one of the v stro’ t nies in th 
capital, oueus and baghese otandane of oo gua ee 
Exceptional opportunity is offered to salesmen of 
character and ability. Communicate at once with 
Agency Department, 77 Frankism Street, Boston. 











105-107 Fifth Avenue 


ORGANIZED 1850 


THE UNITED STATES LIFE INSURANCE COMPANY 


in the City of New York 


Non-Participating Policies Only 
Over 76 Years of Service to Policyholders 


Good territory for personal producers, under direct 
contract 


HOME OFFICE 


New York City 








Insurance in Force Over 
Assets Over 


dends of the mutual. 


company. 





ACACIA MUTUAL LIFE ASSOCIATION 


ey 


THE IDEAL POLICY 
The low initial premiums of the stock company, combined with the divi- 
A privilege a Master Mason cannot find elsewhere. 


ACACIA agents place more insurance per capita than agents of any other 


RENEWALS BASED ON VOLUME OF BUSINESS— 
NOT ON PREMIUMS COLLECTED 
If you care to better your position, write to 
WM. MONTGOMERY, President, Washington, D. C. 
101 Indiana Avenue 


$284,000,000 
$ 25,000,000 
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A Day On the Debit 
In the Brooklyn Slums 


A TRIP WITH AGENT McCARTHY 





Prudential Producer Shows How Knowl- 
edge of Psychology Makes Work 
Of Industrial Man Easier 





It is an uncommon experience to run 
across a debit man who is not only law 
trained, but who is also a student of 
philosophy and the arts. Recently the 
writer discovered this interesting com- 
bination of hard-headed business sense 
and scholarly tastes in one of the insur- 
ance agents for Branch No. 1 of the 
Brooklyn, N. Y., office of The Pruden- 
tial. 

The agent’s name is Edmond A. Mc- 
Carthy and his debit lies in one of the 
most drab and altogether depressing sec- 
tions of the big city; it lies, so to speak, 
in the very shadow of the Brooklyn 
Bridge. The reporter for this paper 
found Mr. McCarthy quite by accident 
a short time ago while visiting the local 
ofice of the company. A brief conver- 
sation took place and it was disclosed 
that Agent McCarthy was absorbed in 
psychology. As a fact, he had already 
registered for a course in philosophy at 
one of the Brooklyn colleges. A stu- 
dent on the debit! A day spent with 
such a fellow should be decidedly worth- 
while, thought the reporter to himself. 
Then, too, another interesting consid- 
eration was that McCarthy was leading 
his district in Ordinary ($100,000 of busi- 
ness having so far been written) and had 
already written a substantial amount of 
Weekly Premium business. 

An appointment was made for the 
writer to accompany Agent McCarthy 
on his debit rounds one day this week. 
McCarthy had worked hard the day be- 
fore planning his work for the following 
day. He was out to cut into his arrears 
as much as possible, and so he moved 
across his district with the utmost as- 
surance and with but little lost motion. 
He explained that he had his work so 
planned and systematized that he could 
tll you just where he was going the 
next day. 

How He Cuts Arrears 

“How do you manage to cut down 
arrears; that is, what methods do you 
employ?” he was asked. 

He said one of the most effective 
ways is to explain to the policyholder 
the clause in his or her contract which 
specifies that disability shall be suspend- 
td in case of defaulted premiums. An- 
other way, he said, is to point out the 
alvantage of keeping payments ahead in 
tase sickness or family troubles should 
ase. This often brings the policyhold- 
tts who are in arrears to their senses. 
McCarthy has found that it works for 

im. 

The morning was devoted for the most 
part to making collections. It was in- 
leresting to note with what ease Mc- 
larthy found his customers, some of 
whom live in the most’ inaccessible 
places; it almost seemed as if he worked 
‘ub-consciously at times. But then, 
these debit men go over the same beaten 
tracks day in and day out until it be- 
comes a matter of’ routine. There was 
*good deal of climbing of stairs; but 
there was also no little dodging in and 
out of alleyways and basements. 

One could not help but notice the ap- 
lalling poverty of some of these people. 
vne altuost wondered how it was possi- 

¢ for them to make ends meet. But 

“mehow they do manage to carry on; 
they have something of a “faith to live 

Yand to die by.” McCarthy was by 
lms humorous, tender, patient or firm 
the occasion demanded. Meeting one 
‘his policyholders who had lost her 
lusband last February, he was all ten- 

‘mess as he talked with her and gave 

‘t counsel with regard to her insur- 
ee necds. He was always tactful and 
“tremely courteous, but firm where 
imness was necessary. He explained 





LOSE BUSINESS. 


carrying. 


Seventh Floor Front - 





FORGING AHEAD! 


We are now in our enlarged offices occupying the entire 
front of the seventh floor of the Home Office Building of 
the Home Life Insurance Company at 256 Broadway, New 
York—Come in and see us on the “Lucky Seventh.” 


This can prove as lucky for you as it has been for us. 


We can issue policies in remarkably fast time. 
cases have been issued in from one to six hours. Our regular 
service is twenty-four to forty-eight hours. 
money to every broker and surplus line writer for DELAYS 


Another advantage is that the Home Life’s limits have 
recently been raised to $250,000 preferred or standard classifi- 
cation automatically regardless of what other companies are 


ROBBINS & SIMONS 


General Agents 
HOME LIFE INSURANCE COMPANY 


256 Broadway, New York 


Special 


This means 


- Home Office Building 








to the writer that the agent must be 
master of the situation, and that it is bad 
psychology for an agent to show signs 
of weakness in the presence of a policy- 
holder or a prospect for insurance. To 
yield even a jot in some cases of “chron- 
ic arrears” would hardly be doing jus- 
tice to the company. 
Studies the People 

McCarthy makes a mental “size-up” of 
every person on his debit; he seems 
delicately responsive to the nuances of 
their minds and souls. “An agent must 
do a lot of thinking while a prospect is 
talking,” he remarked.at one point dur- 
ing the day’s travels. 

All manner of questions are put to an 
agent on the debit. Some of the ques- 
tions show intelligence, but many are 
silly and meaningless. One of the things 
which an agent has to do is to relieve 
these people of the misconceptions they 
have about the insurance business. In 
the case of some of the cynical, doubt- 
ing people, McCarthy would point out 
that the insurance business is a digni- 
fied one and worthy of the support of 
every man and woman. He explained 
very carefully to one woman that every 
policyholder owns a share of stock in 
the insurance company and that indus- 
trial insurance was instituted for the 


purpose of giving the poor an opportu- 
nity to create an estate, as well as the 
rich. 

McCarthy had good success in cutting 
down arrears during the day. This prob- 
lem is a big one for any agent, and he 
tackled it with quiet confidence. 

Looking Up Prospects 

Asked how he gets his prospects, he 
said the industrial debit book, the so- 
called “black-book,” is, after all, the best 
possible introduction to the home and 
new prospects. It is the close contact 
with policyholders that virtually makes 
one part of the family, so to speak; so 
that new business necessarily flows from 
such contacts. The agent’s success de- 
pends, of course, upon how wisely and 
tactfully he handles his debit folks. He 
also uses telephone directories, marriage 
license records, etc. 

It was plain to be seen that McCarthy 
has the confidence of his policyholders. 
On one occasion a woman gave him a 
five dollar bill and the agent needed six- 
ty-five cents in change; he told her it 
would be all right to pay him this small 
amount the following week, but she 
crossed the room to the sideboard and 
took the necessary change from a fruit 
dish. She did not seem to want to in- 
convenience the agent in any way. 








THE HOME LIFE INSURANCE COMPANY OF AMERICA 


INCORPORATED 1899 


PROTECTS THE ENTIRE FAMILY 
Home Life Agents have a whole family of potential policyholders 
Policies are issued on both the ordinary 
and industrial plans from birth to sixty years next birthday. 
“THERE IS NO PLACE LIKE THE HOME” 
THERE IS NO COMPANY LIKE THE HOME 


back of every door bell. 


Independence Square 


Interested in Replies from Pennsylvania and Delaware. 


Philadelphia, Penna. 























While the agent. spent most of his 
time in cleaning up his arrears, he took 
every opportunity to talk about the in- 
termediate Monthly policy which the 
company is now writing. Along toward 
the end of the day he sold one of these 
policies amounting to $1,200 to a woman 
who already had a weekly premium pol- 
icy for both herself and her young son. 

McCarthy appealed to this woman 
when she was in good spirits. Some 
neighbors were visiting with her at the 
time and everyone seemed to be happy. 
After making his collection, the agent 
sized up the situation and decided to 
sign up his prospect. He had talked to 
her again and again about this policy 
and felt that the moment had now ar- 
rived to attempt to close her. 

Deeds of Kindness 

McCarthy is very helpful to his policy- 
holders. On occasion he has secured em- 
ployment for some of the men and wom- 
en on his debit. There are a number of 
old Irish women who are customers of 
his, and if he finds that they are in need 
of work he tries to help them. People as 
a rule are grateful for such favors, and 
do not soon forget the agent who has 
lent them aid in their periods of dire 
need. 

McCarthy has been through Black- 
stone’s Commentaries and has also had 
a course in parliamentary procedure. 
Being trained in the law, he is able to 
give wise counsel to his policyholders in 
such matters as mortgages, assignments, 
etc. To his foreign-born customers he 
has sometimes lent valuable aid in help- 
ing them to secure their naturalization 
papers. 

He has been in the insurance business 
since July, 1926, is married and lives in 
the Flatbush section of Brooklyr. He 
was the first agent in Brdoklyn No. 1 
office to receive the merit button for 
Ordinary production this year. The man- 
ager of this branch office is T. J. Mc- 
Laughlin who has been thirty-five years 
with The Prudential. 





SHOWS DEBIT GROWTH 





Prudential Establishes Two More Assis- 
tancies at McKeesport and Oil City- 
Meadville, Pa.; Cassidy Leads 
Bridgeport 
The growth of the debit in Division 
“E” territory of The Prudential has ne- 
cessitated the creation of two more as- 
sistancies, one at McKeesport and the 
other at Oil City-Meadville, Pa. Harry 
C. Deitz was advanced at the former 
point and Percy J. Clark will supervise 
the staff at Meadville Both were pro- 
moted from the agency ranks of their 
respective districts. Other changes have 
resulted in the promotion of Agents 
Charles O. Case, Jr., and Charles F. 
Dempsey, at Pittsburgh No. 3 and 1, re- 

spectively. 

Superintendent J. A. Troke, of the 
Toronto No. 2 district, leads the Cana- 
dian Division on a proportionate indus- 
trial net increase basis. Second position is 
occupied by Superintendent W. J. Mc- 
Donnel, of Toronto No. 3, who is fol- 
lowed by Superintendent G. E. Long, of 
Toronto No. 5. The leading assistant 
in the Ordinary Net Issue is J. O. Cyr, 
of the Montreal No. 2 district Agent J. 
Paradis, of the Montreal No. 2 district 
commanded first position in the agency 
ranks, seconded by Agent A. Bolton of 
Toronto No 5, in this same activity. As- 
sistant Superintendent T P. Cassidy of 
the Bridgeport, Conn., district, leads all 
assistant superintendents in Division “I” 
in Industrial net increase. 





ROB A JOHN HANCOCK OFFICE 

Two bandits robbed the John Han- 
cock office at 7428 Cottage Grove avenue, 
Chicago, last week. getting $1,400. George 
Zimmerman is the manager. One of 
the robbers was recognized as a man 
who had appeared in the office on a pre- 
vious occasion, making a pretext of in- 


quiring about an insurance policy. 
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SHIFTING POPULATION AGE AND: 
EARNING CAPACITY 
The shifting age distribution of cur 


population, due to the steadily declining 


birthrate and restrictions on immigra- 
tion, might be expected to show unfavor- 
able results as to the relative earning 


capacity of the people as a whole. There 
is a smaller proportion of young people 
and an increased proportion at the older 
the 
Life has made’an analysis 


ages. The statistical department of 
Metropclitan 
of these age changes for the past and 
has calcu- 
the 
future with some 


by use of an index number 
lated the 
lation in the 
ing results. 
Although the population as a whole is 
getting older and must be expected to 
continue to do so in the future, yet the 


earning index is increasing in spite of 


earning capacity of popu- 


interest- 


the. accumulation of the superannuated 
The this is that 
most men above the level of unskilled 
labor, 
pacity relatively late in life, on an aver- 
about the forty-third 


contingent. reason for 


reach their maximum earning ca- 
age somewhere 
year. 

Whatever other reasons we might have 
to regret the gradual advancing of the 
mean age of our population, one circum- 
stance that need not cause us any con- 

as the Metropolitan Life points 
is the effect of this aging upon the 


cern, 
out, 
average and aggregate earning capacity 
of the population. 

The results of the Metropolitan Life’s 
study show that the age group compris- 
ing children and adolescents has stead- 
ily diminished from 49.5% of the total 
population in 1870 to 40.3% in 1920. At 
the other “superannuated” 
age group of persons over sixty-five has 
steadily increased from 2.9% in 1870 to 
4.5% in 1920. It is estimated that even 
if present fertility and mortality rates 
remain unchanged, we are slated for fur- 
ther diminution of our young contingent 
and increase of our share of older per- 
sons, until, ultimately there will be 35.4% 
of persons under twenty and 9.4% of per- 
sons over sixty-five. 


extreme, the 


Even this does not 


represent the final scene. For there can 


be no doubt, the company says, that in 
the course of time the birth rate wil! 
become’ stationary. 





PRAISE FOR THE 
INDEMNITY 


Indemnity is 


ROYAL 
The Royal justified in 


taking an honest 


pride in an opinion 
handed down by the Chancellor in the 
Chancery Court of New Castle, Dela- 


the of Dent M. 
& Chase, Inc., 


ware, in Freeman 
in which it is 
pointed out by an unprejudiced party the 
highly way in which the 
Royal Indemnity and its affiliates han- 
dled the costly Hare & Chase, Inc., 
last year. 


case 
vs. Hare 


satisfactory 
loss 


Freeman was the only stockholder of 
the finance concern who protested the 
plan of reorganization proposed by the 
Royal Indemnity. When Freeman sub- 
mitted his bill of complaint in court the 
Chancellor said that he failed to see 
Freeman had been other than 
benefited by what had taken place as 
contrasted with what might have hap- 
pened if the Royal Indemnity had not 
stepped in at a critical time. And with 
this opinion the complainant’s bill was 
dismissed with costs to him. 


wherein 


Moreover, at the time the loss pre- 
itself, the Royal Indemnity had 
the choice of standing on its legal rights 
and thus reducing this loss to a mini- 
mum; or to go out to meet its obliga- 
if any, before they become due, 
to carry on and reorganize the company. 
sy taking the latter course, not only 
stockholders of Hare & Chase, 
saved from complete loss on their 
investment but a bad situation was 
avoided in the field of time purchase 
credits. 


sented 


tions, 


were 
Inc., 





TRANSPORTATION INSURANCE 

Fire insurance local agents need look 
no further than the columns of their 
find an abundant 
source of sales arguments for inland ma- 


daily newspapers to 


rine insurance, especially transportation 
covers. In the news dispatches are con- 
stantly recorded feats contributing to 


the rapid development of transportation 
itself. The trans-continental airplane 
races of the last few days testify to the 
increasing use of the air. In the news- 
papers of Tuesday and Wednesday were 
stories of the establishment of a trans- 
continental passenger motor coach route, 
running three coaches out of New York 
each day. 

Why are corporations putting all this 
money into new ventures for the moving 
of passengers, merchandise and freight 
from one place to another? 3ecause 
persons and objects to be 
moved and their number is ever on the 
increase. During 


there are 


the last few years the 
this country 
it __ $6,000,000,000 in improvements. 
are not doing this without the fairly well 


railroads of have invested 


about 


=== 








|The Human Side of Insurance 

















SAMUEL KARSCH 





JAMES B. SLIMMON 








Samuel Karsch, head of the Karsch 
Agency of the Equitable Life Assurance 
Society in the mid-town section of New 
York, is one of that notable group of 
big writers and fast workers whom the 
late Charles Jerome Edwards brought 
together in his old general agency in 
3rooklyn. Edwards was an_ inspiring 
leader and Samuel Karsch leaped into 
large production almost immediately. He 
soon became a branch manager for the 
Edwards agency with an office at 76 
William Street. Here he made himself 
known to all the general brokerage 
offices along William Street and it was 
not until Mr. Edwards’ death that Mr. 
Karsch started an agency of his own 
with the Equitable Society. After mak- 
ing a notable record as a personal pro- 
ducer, he dropped personal production to 
devote himself entirely to organization 
and his success at this was recognized 
by his agency being awarded the Eastern 
Century Club banner of the Equitable in 
two successive years. 

* * * 

Francis Mastin of the Day & Cornish 
agency in Newark, is back from a 
month’s vacation which he spent in Can- 
ada. His trip was interrupted by his 
son having to be operated upon for ap- 
pendicitis in Toronto. The little lad is 
rapidly recovering. 








established expectation of a profitable 
return. 

No matter whether an individual is 
carrying his sixty pounds of baggage in 
a transcontinental bus or shipping huge 
amounts of merchandise from his fac- 
tory or produce from his farm to distant 
points he is a prospect for some form 
of transportation insurance. Traffic on 
railroads and on the state highway is 
becoming more congested. Accident ex- 
Those whose property 
is being transported necd insurance. 


pesure is greater. 
In- 
land marine insurance is one of the lines 
of insurance that the greatest 
growth ahead of it. It will expand faster 
than automobile 
this date 


has 
fire or insurance from 
forward and the local agents 
who foresee this 
it by 


surely 


growth and anticipate 
inland marine lines will 
reap a handsome profit in the 
years just ahead of us. 


studying 


James B. Slimmon, secretary of the 
Aetna Life, is a prominent member of 
the Hartford Aviation Commission, in 
charge of the airport there, Brainard 
Field, which is one of the more impor- 
tant of the New England fields. Meet- 
ings of the commission are often held 
in the Aetna Life offices. 

* * * 

Edward B. Morris, actuary of the life 
department of The Travelers, on Sep- 
tember 12 observed the thirtieth anniver- 
sary of his service with the company. 
Mr. Morris entered the life actuarial de- 
partment on September 12, 1898, a year 
after his graduation from the Sheffield 
School, Yale University. He was ap- 
pointed assistant actuary of the life de- 
partment in 1906, and in 1914 was made 
actuary. 

Mr. Morris is a fellow in numerous at- 
tuarial societies and a member of several 
scientific and mathematical organizations. 
Just recently he was elected vice-pres'- 
dent of the Actuarial Society of — 
In addition to being a Fellow of the Ac- 
tuarial Society of America, he also is 2 
fellow of the American Institute of Ac: 
tuaries; the Casualty Actuarial Society 
of America and the Royal Statistical So- 
ciety of London, England. He is a mem- 
ber of the American Statistical Associa 
tion, the American Mathematical Society, 
Mathematical Association of America 
the American Academy of Political and 
Social Science, American Association fof 
the Advancement of Science, the Royal 
Economic Society and Comite Perm 
nent des Congre’s Internationaux d'Ac 
tuaries. 

Mr. Morris is a member of the cot 
mittee of five actuaries appointed by St 
perintendent Beha of the New York In; 
surance Department for the purpose | ot 
recommending revisions of certain of! 
New York Life Insurance ee: a mei 
ber of the permanent committce on In 
surance Legislation of the American In 
stitute of Actuaries, and a member " 

























the committee on group morta.!t) of t 
Group Insurance Assotetion. 

Edwin Cahn, of Harry Cahn & Sons 
Inc., branch managers for W. L. Per 
rin & Son at 149th street, New York 
has returned from a_ three months 
honeymoon in Europe. Mr. and Mrs 
Cahn visited England, Belgium. © 
many, Italy, Switzerland an| Franc 
While in Paris they met s veral_ we 
known insurance men, including Sidney 


T. Perrin. 
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European Background of an American 
Reinsurance Competition 


One of the spirited battles for rein- 
surance business is that being staged by 
the North American Reassurance Co. and 
the Pilot Life Reinsurance Co. Both are 
New York corporations, but this little 
struggle has a European background of 
considerable significance because of the 
affiliations of the North American with 
the Swiss Reinsurance Co., and of the 
Pilot with the Munich of Germany. Be- 
fore the war the Munich was the largest 
reinsurance company in Europe. It 
dropped out of the leadership during that 
period and the Swiss Reinsurance came 
into leadership. Both are run by great 
insurance experts. 

e os 


A Fire Which Did Not Have A China- 
man’s Chance 

William street and Maiden Lane, gen- 
erally recognized as the geographical 
center of the downtown insurance dist- 
rict in New York, was treated to an 
excellent exhibition on Monday morn- 
ing of the efficiency of the New York 
Fire Insurance Department. A_ small 
covered motor truck laden with drug 
supplies, coming North on William 
street, caught fire at the corner where 
Maiden Lane crosses William street. It 
was only a minor blaze, finally put out 
with a chemical hand extinguisher, but 
the point is that the small block on which 
the Great American Building is located, 
was surrounded within a minute or two 
with two or three fire engines and hose 
trucks, two immense hook and ladder 
trucks and a high pressure water tower. 
The fire, which didn’t even extend be- 
yond the automobile, did not have a 
Chinaman’s chance of getting on the 
front page of the newspapers after it 
saw the perfect circle of opposition it 
encountered. 

~« « % 


Turning Reciprocal Exchanges Into 
Stock Companies 

Conversion of reciprocal exchanges 
in Illinois into stock companies has 
peeved the “National Insurance Jour- 
nal,” published in Freeport, Ill. It runs 
the following editorial, based on the 
Bituminous Casualty Exchange: 

“The latest reciprocal exchange in 
the State of Illinois to go the stock 
company route is the Bituminous Cas- 
ualty Exchange, located at Rock Island, 
Ill. This exchange has been operating 
for a number of vears and its business 
Was confined to insuring the owners of 
coal mines against liability by them to 
their injured employes. 

“The business of coal mine insurance 
has always been classed as a hazardous 
One, yet this exchange has continuously 
creased its surplus. The report issued 
v the Illinois Insurance Department 
shows that on December 31, 1927, it 
had a surplus of $254.981. One hundred 
thousand dollars of this amount was a 
guarantee fund put up by the attorney- 
In-lact. With this guarantee fund 




















marked off there would still remain a 
surplus of subscribers funds in the 
amount of $154,981. 

“The management of this exchange 
has always been the best, which ac- 
counts for its remarkable success. Its 
attorneys-in-fact were Harry H. Cleve- 
land and Harry W. Cozard. Both of 
these men had years of experience be- 
fore they organized the Reciprocal Ex- 
change. 

“It has always been our contention 
that the management of an insurance 
organization, whether it be stock, mu- 
tual or reciprocal, is what counts as to 
its success. 

“However, we doubt. very much 
whether under the Illinois law any re- 
ciprocal exchange has a right to trans- 
fer its business to a stock company. 
No doubt every dollar of subscribers 
funds in the Bituminous Casualty Ex- 
change will have been honestly account- 
ed for. The reputation and standing of 
the men composing the attorney-in-fact 
is a guarantee of fair treatment to the 
subscribers, but if reciprocal exchanges 
can be converted over night into stock 
companies, it is time that the legisla- 
ture of the State of Illinois should make 
some changes in our. present reciprocal 
act. 


* * * 


The Late Joseph A. Richards 

The late Joseph A. Richards, well 
known New York advertising man, had 
a number of friends in the insurance 
business and was one of the chief 
boosters of the institutional advertising 
proposition. He had become a convert 
to institutional advertising through di- 
recting the Hawaiian pineapple adver- 
tising campaion. At one time he was 
in the insurance business and he be- 
came advisory advertising counsel for 


the War Risk Insurance Bureau. He 
had been a director of the National 


Bible Institute for twenty years, and 
had consistently given the church one- 
tenth of his income throughout his bus- 
iness career, 

* * x 


To Talk About Enactment and 
Enforcement of Laws 

Two sessions will be devoted to dis- 
cussions of the enactment and enforce- 
ment of motor vehicle laws during the 
Seventeenth Annual Safety Congress. 
The first meeting, to be held at the 
Waldorf-Astoria Hotel, New York City, 
on Wednesday morning, October 3, will 
be presided over by Robbins D. Stoeck- 
el, state commissioner of motor vehi- 
cles, Hartford, Conn. 

“The Model Traffic Ordinance will be 
discussed bv C. A. Godward. city plan- 
ning engineer, Minneapolis, Minn. This 
proposed new legislative document has 
just been placed in circulation, after 
having been considered for many 
months by a committee designated by 
the National Conference on Street and 
Highway Safety and it is the hope of 
the sponsors that it will be universally 


adopted by communities throughout the 
nation. 

Seth T. Cole, counsel to the commis- 
sioner of motor vehicles, Albany, N. Y., 
will present some “Practical Pointers 
on Legislative Promotion.” 

“Bringing Our Traffic Laws Up to 
Date” is another timely subject which 
will be discussed by Chas. C. James, 
Ohio State Automobile Association. 

Representatives of the Bureau of 
Motor Vehicles, Albany, N. Y., will 
give a demonstration of how applicants 
for automobile licenses are examined. 

Traffic law enforcement will be dis- 
cussed in the afternoon when William 
McAdoo, chief. city magistrate, New 
York, will preside. 

“Catching the Accident Criminal’ is 
the topic to be discussed by Elwin J. 
Barry, director of public safety, Cleve- 
land. “How Detroit Cut Accidents by 
Law Enforcements” will be told by 
Howard D. Brown of the Detroit Auto- 
mobile Club. Joseph T. Davis, presi- 
dent of the St. Louis Safety Council, 
will dwell on “Get-ting Public Support 
for Law Enforcement.” E. B. Lefferts, 
of the Automobile Club of Southern 
California, Los Angeles, is scheduled to 
speak on “A New Procedure in Traf- 
fic Law Enforcement.” 

As has been printed in The Eastern 
Underwriter a number of insurance men 
will speak at this Safety Congress. 

* * x 


Turkish Restrictions 

After the British companies had 
pulled out of Turkey following the con- 
troversy over the losses in the great 
Smyrna fire two of the companies de- 
cided to return. They are the General 
of Perth and Cornhill. Now the Turks 
have imposed further restrictions. They 
are going to increase the guaran- 
tee fund to 75,000 liras, and to restrict 
premiums to a certain tariff fixed by 
themselves and not by the companies 
concerned. Whether the two companies 
will decide that they want to do busi- 
ness in Turkey remains doubtful. 

2) 


Not Everyone Can Take This School’s 
Course Of Shorthand And 
Typewriting 
I was talking the other day to a 
young woman who has been preparing 
to enter the business world and who has 
just completed one of the quick courses 

in shorthand and stenography. 

“T entered the busy school office,” she 
told me, “full of confidence, feeling sure 
that the director would recognize at 
once in me material worthy of develop- 
ment. I left half an hour later much 
subdued and wondering. I had been put 
through a third-degree questionnaire and 
had filled out more blanks than I ever 
hope to fill in my income tax. Was I 
married and if so why so? How many 
times had I been married and why? Did 
I have any children, dead or alive? Was 
I inclined to be nervous? Above all did 
I have any worries? 

“T completely forgot that I had come 
with the simple intention of learning 
how to write in hicroglyphics and punch 
the keys, for the director’s glance had 
in it all the swift, keen psychology of 
a master mind and character dissector; 
yet his kindly manner withal reminded 
me of our family doctor who listens to 
me patiently and then never believes a 
word I’ve said. 


” 


“The worry question upset me a bit 
and I had an inward debate as to how 
much I should tell this man who so sud- 
denly seerned to have a right to ques- 
tion me. ; 

“While I was filling out the ques- 
tionnaire, his attendant already was get- 
ting out the contracts for me to sign. 
And sign them I did, feeling that ‘now 
I’ve gone and done it feeling.’ It was 
only when I got down on the street, 
amid the familiar noise and bustle, that 
I began to be myself again. 

“Then I looked down and saw in the 


‘lated. 


palm of my hand a key, a brand new 
Yale key—and remembered that when I 
had signed on the dotted line I was 
handed a key, the key to a room where 
women go to powder their faces. It 
was a little touch that made me feel— 
well, they’re only human after all. 

“But the course?” I asked the young 
woman. ‘ 

“Wonderful,” she replied. “Efficiency 
and system to the ’nth degree. Every 
step of the way is analyzed and tabu- 
There are lists on the wall for 
you to follow; little letters of personal 
advice or encouragement filed away for 
you to read at given times; dictaphones, 
oral dictation, time books to sign; and 
always the ever ready little key.” 

“By the way,” she added. “Do you 
know anyone who wants a competent 
stenographer who isn’t married or wor- 
ried?” 





* * * 


Selling Over The Telephone 

More and more salesmen in New York 
and presumably in other cities are call- 
ing people up on the telephone cold 
and trying to make direct sales or at 
least establish selling contacts for in- 
surance companies, bond houses and 
many other divisions of American busi- 
ness life. I have noted this aspect of 
telephoning in two contrary aspects in 
the last week. 

At one of the insurance conventions 
half an hour was devoted to describing 
how the telephone could be used by both 
the timid and inexperienced type and 
the experienced and confident kind. 
Sample telephone approaches were given. 
One statement made at this session was 
that in the case of a man not very ex- 
pert on the use of a telephone he might 
have to make twelve calls before mak- 
ing a successful contact. 

The other side of the picture is given 
by Sophie Kerr, special writer of the 
New York “Herald-Tribune,” who, in a 
page and a half article last Sunday 
under the heading of “Little Demon of 
the Home,” declared war on what she 
called the “live wire salesman,” meaning 
the salesman who uses the ’phone. She 
described the various interruptions she 
had one morning while attempting to 
write an article, each time hanging up 
with the statement, “I never buy any- 
thing for which I am solicited over the 
telephone and I consider it the abuse of 
a convenience.” She concludes her ar- 
ticle with the following slap: 

“T recommend my formula to all those 
who suffer as I suffer from strangers 
who want to sell stocks or bonds, char- 
ity or insurance, interior decoration, real 
estate, Italian linens and magazine sub- 
scriptions by this method. Strong-arm 
’em, at once, that you ‘consider it the 
abuse of a convenience,’ and perhaps, 
after a while, it may seep into the go- 
getter chiefs who command these tele- 
phone salesmen that the telephone is 
not the best selling medium yet invented, 
and that the creatures on the sucker 
list may not be such everlasting suck- 
ers as was scornfully supposed.” 

Some of the telephone grievances of 
which Mrs. Kerr complains are accurate- 
ly put in her article, but the telephone 
approach in sales must be effective or 
it would not be so much in use. 

* 2°. s 


Movies Trap Claim Fakir 


When an Omaha man was crushed by 
his employer’s truck and claimed to be 
maimed for life. the employing company 
suspected that some of his injuries were 
trumped up. A surveyor was sent to the 
injured man’s home to get him out in 
the yard and to help measure it. Mov- 
ing pictures were secretly taken. When 
shown in court the claimant was seen 
climbing fences. stairs and running back 
and forth. Compensation was reduced 
from $35,000 to $4,300. 

* * * 

E. Irvine Haines, formerly with sev- 
eral of the insurance papers, succeeds 
Albert N. Willson as editor of the “Na- 
tional Insurance News” of New York. 
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Nat’l. Board Starts 
1928 Prevention Drive 


DIVERSIFIED PROGRAM READY 





Posters, Motion Picture Slides, Material 
For Schools, Booklets and Ads 
Available in New York 





The National Board of Fire Under- 
writers now has a complete campaign 
for Fire Prevention Week, October 7 to 
13. The intensive program at that time 
aims to center public interest upon the 
things people should practice all year to 
make America safer against fire. That 
an all-year fire prevention campaign is 
needed is evidenced by the figures com- 
puted by the Actuarial Bureau, listing 
the national fire loss for 1927 at $478,- 
245,620. This enormous sum represents 
an increase of almost three times the 
annual fire loss of fifteen years ago and 
to continue at the same rate of increase 
for another fifty years would destroy 
$30,000,000,000 of the country’s material 
resources. 

Aptly a fire prevention artist sketched 
a great cross amid a sea of flames. Upon 
the cross he lettered the word “Care- 
lessness” and called the completed draw- 
ing “America’s Great Cross.” The sea 
of flames describes America all too well 
when one considers that, on the average, 
there is a fire every minute of every day 
somewhere throughout the length and 
breadth of the land. Two companion 
crosses, however, should be reared along- 
side the first one and be labeled false 
economy in building construction and 
false economy in fire protection. These 
three factors, in the main, are causing 
the shameful annual fire loss. 

The fire prevention program of the 
National Board embraces not only an 
appeal to various executives, officials and 
companies for their cooperation, but also 
the distribution of an enormous quantity 
of educational material: fire prevention 
posters, stickers to be used on letters, 
motion picture slides, puzzles, speeches 
(to help those who have to address civic 
bodies), playlets (for school children), 
leaflets, booklets and advertisements for 
the use of insurance agents in their local 
advertising. Part of this material is dis- 
tributed at a slight cost. ; 

Individuals or organizations interested 
in receiving anv of this material should 
write to the National Board of Fire 
Underwriters, public relations depart- 
ment, 85 John street, New York City. 





PHILA. AGENTS SATISFIED 


The likelihood of the Philadelphia 
agents signing the new E. U. A. agree- 
ment on January 1 seems promising. 
Philadelphia agents declare that they 
are satisfied with the new commission 
scale, for it gives them 2% additional 
commission. Their main fight is being 
waged on Philadelphia going back to a 
two-agency plan. It is said that a ma- 
jority of the members of the territorial 
committee of the Eastern Underwriters 
Association are in favor of the agents’ 
request. 





NATIONAL LIBERTY AGENTS 


Hooper & McDaniel, one of the lead- 
ing fire insurance agency offices in New 
York, have been appointed metropolitan 
agents of the National Liberty of New 
York, succeeding Hall & Henshaw, which 
office had had the company for the last 
three years. The loss ratio on the Hall 
& Henshaw business has been perfectly 
satisfactory for the National Liberty, the 
tompany states, but the Hooper & Mc- 
.Daniel agency offers an opportunity for 
increased premium income. 





New York Pond Hears 
J. C. Harris and Rudd 


HONORS NATIONAL OFFICERS 





Harris Asks That Blue Goose Ponds 
Establish Relief Funds for 
Needy Members 





J. Charles Harris of San Francisco, 
who was elected loyal grand gander of 
the Honorable Order of the Blue Goose 
at the Montreal. convention last week, 


and Paul E. Rudd of the Wisconsin 
home nest, grand wielder of the goose 
quill, were guests of honor of the New 
York city pond at a dinner held Mon- 
day evening at the Planters’ Restaur- 
ant in New York. Close to seventy-five 
members of the pond turned out to the 
meeting which was presided over by 
Most Loyal Gander W. V. A. Keeler. 

Since the Montreal convention of the 
Blue Goose reports had been going the 
rounds thick and fast in New York about 
the popularity of Mr. Harris. Many 
members of the pond here knew him 
only by reputation until they saw him 
in action at Montreal. He is one of those 
most instrumental in insisting that the 
Blue Goose keep itself upon a high plane 
of activity and his leadership during the 
current year should be of tremendous 
benefit to the order. 

When Mr. Harris was introduced to 
the members of the New York pond and 
after they had listened to his magnifi- 
cent appeal for support for the organi- 
zation they understood readily the rea- 
son of his nationwide backing. He 
speaks with feeling and sincerity and the 
high ideals to which he wishes to dedi- 
cate the activities of the Blue Goose 
can bring nothing but praise. Mr. Har- 
ris is severely handicapped physically as 
the result of an accident in the West. 
He walks with the use of crutches and 
even then experiences difficulty, but 
these obstacles are no bar whatsoever to 
his enthusiastic leadership of the Blue 
Goose. 

Asks for Relief Funds 

In the talk he delivered Monday be- 
fore the New York pond Mr. Harris 
emphasized two desires. First, that lo- 
cal ponds throughout the country estab- 
lish relief funds for the aid of members 
in distress and second, that in districts 
like New York where many members 
of the pond live far from the city itself 
local puddles be established so that those 
distant members may not miss the good 
fellowship which the Blue Goose aims to 
foster. Many weeks in hospitals and in 
convalescent confinement after his injury 
afforded Mr. Harris the opportunity to 
realize fully how a social organization 
may alleviate suffering and bring good 
cheer to those who have been stricken 
in one way or another. Members of the 





number of securities. 


60 years. 





t larger ones is about 500 


49 Wall Street, New York 








Insuranshares and 
Diversification 


Oe of the most important principles govern- 
ing the conduct of Investment Trusts is 
diversification—spreading capital among a large 


INSURANSHARES TRUST, CERTIFICATES represent a pro 
rata ownership in 59 great, prosperous Insurance 
Companies and a few financial institutions which 
have made a splendid record over a long period, 
the average age of all companies represented being 


If an investor should buy one share of stock in all 
of the underlying companies it would cost him ap- 
proximately $40,000. By investing in INSURANSHARES 
Trust CERTIFICATES he can acquire an interest in all 
€ companies upon which Series B-28 is based, for 
approximately $125 and upwards. 
Diversification is not only secured through the num- 
ber of companies represented in the portfolio, but 9 
F because Insurance Companies are themselves, in the 
, nature of Investment Trusts. 4 
They invest their millions of capital, surplus and { 
¢ reserves in sound, well selected and well diversified p 
issues and give them constant supervision for the 4 
¢ benefit of their policy holders and stock holders. 
Some of them own well over a thousand different 
securities while the average number owned by the 


You will want to learn more about 
t this safe and profitable investment. 
Send for circular giving further details. 


INSURANSHARES CORPORATION 
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San Francisco pond traveled many miles 
to visit Mr. Harris after his injury and 
he was so impressed with these acts of 
kindness that he now wants all mem- 
bers to realize how deeply appreciative 
others in similar circumstances to | his 
are when they receive cheering words 
and visits from their friends. 

The San Francisco pond has for sev- 
eral years successfully worked a relief 
fund, doing great good. This fund is 
kept at $500 all the time and is handled 
by a special committee whose task it is 
to aid the sick or financially needy with- 
out revealing the names of those who 
have been assisted. This avoids embar- 
rassment and possible humiliation. 

At the meeting on Monday Samuel 
A. Mehorter was elected supervisor’ of 
the flock and J. W. McCaskey was elect- 
ed guardian of the pond. It was voted 
to send a message of best wishes foria 
speedy recovery to General Manager 
Mallalieu of the National Board of Fire 
Underwriters who recently underwent a 
minor operation. ‘ 

The pond presented to Former Grand 











STANDARD 


INSURANCE COMPANY 


OF NEW YORK 





J. A. KELSEY, President 


Head Office: 80 John Street, New York 
G. Z. DAY, Vice-Pres. and Secretary 





CAPITAL ye oe ees ae 
PREMIUM RESERVE .. . 
OTHER LIABILITIES. . . 
NET SURPLUS... . . 
TOTAL ASSETS. . ... 








Statement December 31, 1927 


$1,000,000.00 
1,098,796.26 
196,660.00 
1,786,197.15 
4,081,653.41 














Gander Wallace Kelly, secretary of the 
Yorkshire, a handsome desk sect: 
Thomas B. Donaldson of the Eagle Fire 
made the presentation talk. Mr. Kelly 
has been a member of the Blue Goose 
since 1908, having joined then in San 
Antonio. 

Entertainment was provided by that 
well-known character in the New York 
insurance district, R. E. (Uncle Bob) 
Sherwood of Dixie Circus fame, who is 
a veteran-of the sawdust ring and a 
humorist, and who now runs a bookshop 
on Beekman street. He gave an illus- 
trated talk on his career with the Bar- 
num circus and told of his friendships 
with Corbett, Fitzsimmons, the late 
Vice-President Marshall, Mark Twain, 
Henry Ford. Thomas Edison, Fred 
Stone and other celebrities. 





EMPIRE FIRE EXPANDS 


The Empire Fire of New York, which 
Started business a few months ago, now 
has 85 agents in New York and New 
Jersey and general agents have been ap- 
pointed for six states, including Massa- 
chusetts in the eastern field. - Leo Pock- 
kitz Co., Inc., in New York, are coun- 
try-wide binding agents for the com- 
pany. 





GEORGE E. QUIRK PROMOTED 

_ George E. Quirk has been elected ma- 
rine assistant secretary of the Acina 
(Fire) and the World Fire & Marine. 
Mr. Quirk has had many years of ¢x- 
perience in the marine field and joined 
the Aetna Fire group early this year. 
He is a native of Oswego, N. Y. 





SUSSEX FIRE IN OHIO 
_ The Sussex Fire of Newark has been 
licensed to do business in Ohio. Joseph 
A. Cloud is state agent there with head- 
quarters at Cincinnati. 
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Executives Endorse 

Pa. Federation Plan 
SUPPORT SCHOOL INSURANCE 
Say They Will Lend Aid to Scheme 


Which Federation Asks Agents to 
Use in Local Districts 





The Insurance Federation of Pennsyl- 
vania, which i is sponsoring a plan for the 
proper insuring of public schools in that 
staté against the risk of fire and aiming 
to defeat steps being inaugurated to form 
a Pennsylvania state fire insurance fund, 
is receiving encouragement from many 
of the fire insurance companies writing 
there. These companies, through letters 
from executive officials, comment favor- 
ably upon the plan. In addition the Fed- 
eration has received requests for hun- 
dreds of additional copies of the plan 
from agents throughout Pennsylvania 
who desire to put it into practice. An 
outline of the plan itself was published 
in The Eastern Underwriter a couple of 
weeks ago. 

Following is what some leaders in the 
fire insurance field have to say about the 
school insurance plan: 

Paul L. Haid, president, American 
Eacle: 

“In our opinion, your Federation has 
made a notable contribution to the prop- 
er handling and proper insuring of public 
properties. The same procedure should 
take place in connection with the insur- 
ing of properties owned by a city, county, 
state or anv other political division own- 
ing property. 

“Your study of this subject gives the 
appearance of having been exhaustive. 
Your suggestions are sound. Most as- 
suredly, the tax paying public would be 
immeasurably better off were the plans 
you have outlined followed in each mu- 
ee 

E. Cole, president, National Union: 
ive have delaved renlying to vour 
letter of August 24, until we could find 
time to peruse the plan for handling 
school insurance matters through the va- 
rious school boards of the state. If this 
idea can be adopted, we believe that it 
will not only relieve political prestige in 
a number of communities. but will re- 
sult in the schools being fully protected 
and offset any movement that might be 
inaugurated for state insurance.” 

O. J. Prior, president, Standard Fire of 
New Jersey: 

“Bearing upon your request as to our 
reaction, may we state that we feel that 
the suggestion as outlined is very force- 
able and should be adopted absolutely by 
every local school board throughout the 
United States. We heartily approve.” 
“ E. Titsworth, vice-president, Newark 
pire: 

“The Federation is to be commended 
on this constructive work and we believe 
the plan which you submitted shonld 
meet with general approval of’ fire in- 
surance companies and the Pennsylvania 
“ te Directors’ Association.” 

Junker, general agent, Crum & 
Pose 
“We have read the report with con- 
siderable interest and regard the plan 
which has been proposed as being very 
constructive, and one which other state 
organizations might well emulate.” 

Norman T. Robertson, vice-president, 
National Liberty: 

“The plan outlined by your Federation 
appeals to us as a verv comprehensive 
an] reasonable one. If it is possible to 
sectire its adoption bv the majoritv of 
school boards throughout the state of 
Pennsylvania, we will be glad to support 
it wherever possible through the co-op- 
eration of our field men.” 

\. A. Knaepfle, assistant secretary, 
Yorkshire: 

“We have for acknowledgment your 
letter of August 25, and take this oppor- 
tunity to commend the Federation upon 
the plan that has been worked out for 
the handling of school insurance.’ 

Elliott Middleton, secretary, Sun In- 
Surance Office: 

“The observations are of valve and the 
sueestions constructive. While fire in- 
Surance is not an exact science, yet the 


plans as formulated, make it approach 
such a condition. It is our pleasure to 
offer commendation and we feel sure 
that the anticipated success will attend 
the well considered efforts.” 

James McFadden, general agent, Atlas 
Assurance: 

“Certainly hope that our good agents 
will succeed with this plan to hold and 
regulate insurance on schools and other 
city property.” 

W. A. Seaver, secretary, Agricultural: 

“Any move which tends toward a bet- 
ter understanding between the public 
and the insurance interests is entitled 
to our co-operation and you are to be 
congratulated on the thoroughness with 
which you have gone into this subject.” 

O. J. Eastman, assistant secretary, 
Northwestern Fire & Marine: 

“We are well impressed with the pre- 
sentation of this subject as covered in 
your report accompanying letter of 
August 25. We think this is something 
of benefit to our home office field force.” 


JERSEY SPECIALS MEET 








Discuss Plans for Coming Season: Leon 
A. Watson, Expert, Rating Office, 
Gives Informal Talk 
The formation of plons for the com- 
ing season which promises to be an act- 
ive one, took up a greater part of the 
time of the members of the New Jersey 
Special Agents’ Association at the or- 
ganization’s monthly luncheon which was 
held on Monday at the Elks’ Clubhouse, 

Newark. 

Plans were also discussed for the com- 
ing celebration of the tenth anniversary 
of the organization which will take place 
next May. Gilbert E. Stecher, special 
agent for the Commercial Union, is 
chairman of the special committee for 
the celebration and will be assisted by 
Fred H. Ackerman, W. V. A. Keeler, 
J. U. Dixon and Charles H. Ebbetts. 

Leon Watson, expert, Schedule Rating 
Office of New Jersey, was the guest of 
honor. He gave an informal talk on the 
general situation in New Jersey. C. W. 
Howard, president of the agents’ asso- 
ciation, presided. 

It was announced at the meeting that 
beginning with the October meeting, 
which will be held on the 8th, the meet- 
ings would be held in the evenings at 
the Elks’ Clubhouse, the executive com- 
mittee and business sessions to be held 
before the dinners. Special speakers will 
give talks on subjects other than insur- 
ance. About thirty-five members at- 
tended the luncheon on Monday. 


HERKIMER COUNTY MEETING 

The Herkimer County Association of 
Local Agents is holding a fall outing 
tomorrow, September 15, at Old Forge, 
N. Y. There will be a dinner at the 
Rondaxe Hotel at 1 p. m, Eastern 
Standard Time. In the afternoon there 
will be a boat trip through the Fulton 
chain of lakes, and a golf tournament 
on the Thendara golf course. Fredrick 
V. Bruns, president of the Excelsior of 
Syracuse and past president of the New 
York State Association of Local Agents, 
will be a speaker at this meeting. 








ARTHUR HADLEY DIES 

Arthur Hadley, vice-president and 
manager of the marine department of 
Frenkel & Co., Inc., insurance brokers 
in New York, died last Saturday at the 
Orange Memorial . Hospital. He was 
fifty-eight years of age and had been 
connected with the brokerage firm for 
twenty-two years. Prior to that he had 
been with F. Hyman & Co. He is sur- 
vived by a widow and three children. 
He was the brother of Joseph Hadley, 
well-known marine underwriter of 
London. 





S. A. MINTER A SPECIAL 

The Scottish Union & National has 

appointed S. A. Minter special agent for 

North and South Carolina, with head- 

quarters at Charlotte, N.C. Mr. Minter 

was formerly an engineer for the North 
Carolina Inspection & Rating Bureau. 
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THE AETNA FIRE GROUP 


Three Strong Companies 
Providing Dependable Insurance 
in FIRE and ALLIED LINES 
andin CASUALTYand SURETY 
PROTECTION 
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Monk’s Report Which Governor Held 





Up 


A Straightforward Statement In Which Former Insurance Commissioner Of Massachusetts 
Gives Reasons For His Proposed 1929 Auto Liability Rates Based On Facts And Statistics 


The memorandum which Wesley E. 
Monk had prepared to file coincidently 
with the new rates for compulsory auto- 
mobile liability insurance for 1929 in 
Massachusetts, if he had not resigned 
instead on September 1, was made pub- 
lic in Boston this week by Acting Com- 
missioner Arthur E. Linnell after a con- 
ference with Governor Fuller. The 
clamor for the release of this memo- 
randum has been persistent ever since 
Monk’s resignation, especially since it 
explains the basis upon which he had 
promulgated. the new rates. It is under- 
stood that Monk had intended to give 
it to the newspaper men when he gave 
up his job as commissioner but in his 
excitement he left the memo on his 
desk. 

Last Monday morning when the in- 
surance department opened the Boston 
newspaper men were there to secure a 
copy of the memo. But before they had 
a chance to see the acting commissioner, 
they were told that he had been ordered 
not to give out this document. Persis- 
tent calls were made during the week 
but with no avail until Monday of this 
week when the Governor consented to 
the release of the memorandum. 

A Straightforward Statement 

As the last official report of Mr. Monk 
as commissioner of insurance, it stands 
out as a straightforward statement of 
fact and figures, dealing with the en- 
tire rate making situation, as well as 
statistics upon which the former com- 
missioner made his deductions and fin- 
ally decided upon the rates. Emphasis 
was placed on the fact that the rates 
must be adequate, that is, they must be 
sufficient to produce enough revenue to 
the companies to pay all their losses and 
expenses and allow a reasonable : profit. 
He then shows that this has not been 
the case inasmuch as the companies have 
suffered an underwriting loss of $1,633,- 
832 on 1927 business instead of an un- 
derwriting profit. 

Monk also goes into considerable de- 
tail in discussing the outstanding claims 
amounting to $5,510,282 which had fig- 
ured prominently in the events leading 
up to his resignation. The report fol- 
lows practically in full: 

The schedule of premium charges and 
the classifications of risks now in force 
and applicable to motor vehicle liabil- 
ity policies and bonds issued or execut- 
ed under the compulsory automobile lia- 
bility insurance act are substantially 
those fixed and established by me as 
commissioner of insurance on Septem- 
ber 1, 1926, pursuant to Chapter 345 of 
the Acts of 1925. 

Section 113B of Chapter 175 of the 
General Laws, as amended, makes it 
mandatory for the commissioner to es- 
tablish and maintain fair and reasonable 
classifications of risks and a schedule 
of adequate, just, reasonable and non- 
discriminatory premium charges for the 
motor vehicle liability policies and bonds 
required by law. It is therefore my pub- 
lic duty to modify, alter or revise the 
said classifications or schedule, in whole 
or in part, whenever I find it proper, 
expedient or necessary to maintain clas- 
sifications and rates conformable to the 
law. 

Finds Increase Necessary 


The statistics returned to me on the 
experience of the insurance companies 
under such policies issued during or for 
the year 1927 on the rates fixed on Sep- 
tember 1, 1926, has satisfied me that in 
order to establish and maintain adequate, 
























just, reasonable and non-discriminatory 
rates, the schedule of rates for 1927 must 
be revised in accordance with the order 
herewith promulgated. This revised 
schedule provides for certain decreases 
as well as increases in the present rates 
and makes certain changes in two of the 
three territories laid out in the classifi- 
cations for 1927. 

It is impossible in this statement ex- 
haustively to discuss the many and va- 
ried phases of this highly intricate 
problem but I think it proper to dis- 
cuss the general method pursued in es- 
tablishing the rates, to review the more 
important statistics pertaining thereto 
and to answer some of the objections 
which have been raised in reference 
thereto. 

I accordingly submit the following con- 
siderations for the public information: 

1. The law specifically provides, as 
stated, that the commissioner must es- 
tablish and maintain premium charges 
which are adequate, reasonable, just and 
non-discriminatory. These are the yard 
sticks by which I am required to meas- 
ure my duty and the result of my calcu- 
lations must conform to these standards, 
prescribed not by me but by the legis- 
lature, and it is my sworn duty scru- 
pulously and to the best of my ability 
to follow those standards. Any other 
course would be improper and unlawful. 

The rates must be adequate, that is, 
they must be sufficient to produce 
enough revenue to the companies to pay 


all their losses and expenses and allow 
a reasonable profit. They must be rea- 
sonable, that is, they must not be more 
than adequate. They must also be non- 
discriminatory, that is, they must be 
equitably adjusted and proportioned as 
between the different classes of risks in 
light of the cost of the claims caused by 
them. 
Reviews 1927 Experience 

The conformity of the rates fixed in 
1926 to the statutory requirements must 
be determined at this time by a review 
of the income of the companies from 
the premiums earned by them under the 
policies issued for or during 1927, and 
their losses and expenses in connection 
with claims thereunder. 

The total earned premiums accruing 
to all insurance companies on the poli- 
cies issued for or during 1927 is $16,- 
806,377. “Earned premiums” are the net 
amounts retained after deducting return 
premiums on cancelled policies. The 
total losses incurred for claims presented 
under those policies is $11,538,131. 
“Losses incurred” means claims actually 
paid and unpaid on outstanding claims. 
The total expenses of the companies for 
the policy year 1927 is $6,902,078. 

It is commonly supposed that the dif- 
ference between the earned premiums 
and the losses incurred represents profit 
to the companies. This is not true. The 
companies’ expenses must be added to 
the amount of the incurred losses. An 
excess of earned premiums over in- 





$478,000,000. 


million dollars lower. 


So say it, 


for representation. 


Fire Prevention 
Week and You 


Fire Prevention Week aims to make 
this country “prevention minded”—to 
impress upon every man, woman and 
child the necessity of reducing the 
enormous fire waste that takes daily 
toll. Last year, this loss was about 
Compared with the pre- 
vious year, this is almost one hundred 


Encouraging as this may be, one 
year is not sufficient evidence that fire 
is being held in check. It is a constant 
fight, year after year—and always. And 
in this fight you can help. Your very 
position as an insurance representative 
gives you authority and adds weight 
to whatever you say on the subject. 
Talk Fire Prevention at 
every opportunity. Make Fire Preven- 
tion Week—October 7 to 13—mean 
something in your community. 


In localities where this Company is not repre- 
sented, reputable agents are invited to apply 


FIFTY NINE MAIDEN LANE. 


NEW YORK 






curred losses and expenses represents an 
“underwriting profit,” while an excess of 
incurred losses and expenses over earned 
premiums involves an “underwriting 
loss.” These terms simply mean a 
profit or a loss on the insurance. On 
the foregoing figures there is an under- 
writing loss of $1,633,832. 

The premium rates for 1927 were cal- 
culated to allow an underwriting profit 
of 242% to the companies. On the fig- 
ures stated, the earned premiums did not 
exceed all losses and expenses by an 
amount equal to 214% of the earned 
premiums, but there was a deficit in 
the earned premiums of about $2,053,989. 

_The total number of claims under poli- 
cies issued for or during 1927 is 48,519. 
The number of claims actually paid on 
ee oe sg ye leaving 13,531 
outstanding. e paid claims aggregate 
$6,027,849. The estimated value of et 
outstanding is $5,510,282. 

Clarifies $5,510,282 Claims Item 

2. This item of $5,510,282 has caused 
considerable discussion and I shall en- 
deavor to explain and clarify this very 
important item, 

The insurance business is peculiarly 
different from the sale or manufacture 
of merchandise in that the cost of the 
article to the dealer or manufacturer is 
determined before the price to be paid 
by the purchaser is fixed, while in the 
insurance business the premium or the 
price must be fixed first and the cost 
to the company subsequently deter- 
mined. The cost to the insurance com- 
pany cannot be ascertained until all 
claims arising during the term of the 
policy have been paid or adjusted. Thus 
a policy was issued for the year 1927 
with a premium of $50. If a claim arose 
under that 1927 policy, and if the claim- 
ant and the company do not agree upon 
the amount to be paid to the claimant, 
then the cost of the claim can not be 
known until the court has decided the 
amount, perhaps a long time after the 
policy has expired. But in order to de- 
termine the true experience of the com- 
pany on the 1927 policy, that claim must 
be charged against the premium earned 
on that policy. 

The law requires a sum called a “loss 
reserve” to be charged in the financial 
statements of insurance companies to 
cover outstanding unpaid losses ot 
claims for losses. This loss reserve is 
charged as a liability against the assets 
of the company which must maintain 
this reserve over and above its surplus. 
The purpose of this reserve is to ac- 
cumulate a sufficient amount of money 
to pay claims, in other words, its pur- 
pose is to protect loss claimants and to 
secure the solvency of the companies. 

Had Called for a Check-up 

The item of $5,510,282 is the loss re- 
serve required by section 12 of chapter 
175 of the General Laws. This item is 
the aggregate estimated value of out- 
standing claims under policies issued for 
or during 1927 and represents an average 
loss reserve of approximately $400 in 
respect to each such claim. The claims 
that have been paid in large part in- 
volve comparatively small amounts or 
minor injuries. The unsettled claims 
probably represent cases which involve 
more serious injuries or deaths and 
larger amounts of damages. 

In the call for the valuation of the 
outstanding losses on the 1927 policies, 
the companies were notified of my in- 
tention to call for outstanding losses on 
those policies as of September 30, 1928. 
as a check against the reserve sct up 
as of March 31, 1928, which was the 
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Oct. Ist 


Moving day. Millions of 
dollars worth of valuable 
household goods being 
transported oF 
one place to another. 





Hew many will think of 
insuring their belongings 
while they are being 
moved to their new 





A Continental Trip 
Transit policy A 
protect them from loss 


due to damage or destruc- 
tion of their property on 


account of fire, 


lightning, collision, upset, 
i) 











Tell them about it. 


Che CONTINENTAL 


INSURANCE COMPANY 
EIGHTY ACIDEN, LANE, NEW YORK, NY. 


CASH CAPITAL: FIFTEEN MILLION DOLLARS 


NEW YORK CHICAGO MONTREAL DALLAS SAN FRANCISC®® 


“The Continental Commands Confidence” 
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Barber Offers Prizes 
To Air Contest Flyers 


CUP AND $250 CASH PUT UP 








Aviation Underwriter Says Awards Will 
Go to Flyer Who Demonstrates the 
Most Efficient Use of Plane 


3arber & Baldwin, Inc., aviation insur- 
ance underwriters of New York City, 
have offered the Merit Trophy and a 
purse of $250 to the flyer who, in the 
opinion of the judges, accomplishes the 
most meritorious performance at the 
national air races which will be held at 
Mines Field, Los Angeles, from Sep- 
tember 8 to 16. 

The cup and ebonized wooden base 
upon which it stands, together attain a 
height of seventeen inches. The cup it- 


self, which is of sterling silver, is twelve 
and one-half inches high. While the 
trophy is extremely simple in its design, 
it has a grace that is altogether worthy 
of the occasion for which it has been 


donated. 
Horatio Barber, president of the com- 


pany, and himself a flyer of international 
reputation, has interpreted the word 
“meritorious” by saying that “neither the 
flyer whose performance is the result of 
intentionally excessive or unreasonable 
risk, nor the flyer whose accomplishment: 
is achieved under conditions of unrea- 
sonably excessive caution is eligible for 
the award, the whole purpose of which is 
to encourage efficient flying under every- 


day, practical conditions.” 


Mr. Barber will be one of the speakers 
at the West Baden convention of insur- 
ance agents next week. The subject of 


his address is “Aircraft Insurance.” 





MIRABELLIS RETURN POLICIES 

Echoes of the Mirabelli trial were 
heard in New York this week when the 
committee of company executives which 
supervised the adjustment of the loss on 
the Mirabelli Bros. & Co. warehouse in 
Elizabeth, N. J., reported to the inter- 
ested companies and returned all their 
policies with general releases. Those on 
the committee were W. N. Bament, 
Home; H. J. Wyatt, Crum & Forster; 
and H. W. Ellis, Phoenix of London. 
There were about sixty policies totaling 
$192,500, covering $84,000 on stock, $60,- 
000 on stock with loss payable to the 
United States Government, $8,500 on 
machinery and $40,000 on the building. 
The goods now in the hands of the Un- 
derwriters’ Salvage Co. will now be re- 
turned to the Mirabelli Bros. 





- SYLVANIA LICENSED 


The Sylvania Insurance Co. has been 
licensed recently to write business in 
Galifornia, West Virginia, Mississippi, 
Virginia ‘and Indiana, 
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Battle of San Juan' 
July 1-3, 1898 





| aati Cuba was virtually conquered and 
overtures for peace were in the air, Porto Rico 
was retained by Spain. American troops were 
landed and much to their surprise greeted with open 
arms by the natives who were heartily tired of 
Spanish misrule. The Spanish military forces, how- 
ever, gave the “Americanos” no such reception, 
They retired in the direction of San Juan and pre- 
pared-to- dispute any further advance of the in-. 
vaders. 

The battle was short lived. Barbed wire en- 
tanglements, trenches and the block house were 
successively met and repulsed. Shortly afterward 
came word of peace, sought by a nation driven to a: 
corner. 

Today the Home has its vast agency system ex- 
tended into the far corners of the world. In San 
Juan, the scene of this battle, one of the last of the 
Spanish American War, the Home is ably repre- 
sented by Korber & Co., Inc. 


THE HOME 


INSURANCE 
COMPANY 


NEW YORK 


033©) x 
THE HALLMARK OF INSURANCE 


Seventy h nniversary 
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Better Demand Brings 
Higher Stock Prices 


COMMENT OF J. K. RICE & CO, 





Specialists in Insurance and Bank Se. 
curities Finds General Improve- 
ment in Business 





Responding to better investment de- 
mand, excellent half-year statements, 
generally higher security prices and fa- 
vorable trade reports from basic indus. 
tries, insurance stocks have risen to the 
best prices in recent weeks, says J. K. 
Rice, Jr.. & Co, of New York, stock 
brokers specializing in insurance securi- 
ties. Leading this advance were Home 
which moved up 8&5 points to 610 bid, 
Hartford which advanced 60 points, 
United States Fire up 30, Niagara up 25. 
The advance spread over the whole list, 
special strength being also noted in Hali- 
fax, Franklin, Great American, Fire- 
men’s, Continental and Hanover. This 
feeling of confidence has spread to the 
bank stock market, resulting in material 
gains. American Exchange has ad- 
vanced sharply to 443 bid, National City 
is, 860 bid, Guaranty Trust has moved 
forward 50 points to 672 bid. Strength 
is noticeable throughout the list, and in- 
creasing activity usually precedes higher 
prices. The current upward movement 
resulted chiefly from a reappearance of 
investment buying which had been dor- 
mant. If this investment interest con- 
tinuts, higher prices may be recorded. 

Business conditions continue to im- 
prove. Railroads are coming into the 
market for new equipment. Steel plants 
are reporting increasing production. The 
political situation is not calculated to dis- 
turb either economic conditions or secur- 
ity prices. Crop reports are encouraging. 
Mail order and chain store sales are of 
record proportions. Improvement is noted 
in large industries which have been ad- 
versely affected, by overproduction or 
destructive competition, for example, the 
oil business and the fertilizer business. 
During the summer, slack business is ex- 
pected, but in 1928, conditions have 
shown consistent improvement. There 
is a general feeling of confidence among 
business men, which provides a_back- 
ground of strength in security markets. 

Recently-published reports of repre- 
sentative insurance companies show ex- 
cellent progress for the first six months 
of the year. Surplus gains during the 
six months ranged up to 12%, after de- 
ducting liberal dividends. It is general- 
ly believed that lower fire losses and ex- 
cellent investment earnings will dlistin- 
euish 1928 from an insurance standpoint. 
We believe that good insurance stocks 
bought at current levels will show at- 
tractive profits. 





GARMENT LOSSES LOWER 
Improvement in the fire loss ratio on 
apparel contractors’ risks is being main- 
tained, according to Secretary A. 
Clough of the committee on losses and 
adjustments of the New York Board of 
Fire Underwriters. When the commit- 
tee took over the adjustment of all an 
parel contractors’ losses in April. 1923, 
the loss record was very bad and from 
then until the beginning of this year 
the committee disposed of 282 claims 1n- 
volving losses of $201,150. At present 
there are under investigation ninety 
eight claims. The drop in losses is at- 
tributed to better moral hazards and 
trade conditions. 


HAIL LOSSES LOOM LARGE 

This vear will not be satisfactory for 
the hail underwriters according ‘> opin 
ion on the street in New York. Storm 
in the western part of this country and 
in Canada have been such as '» 
about an underwriting loss on (ne 197 
business it is believed. Althonch the 
comnanies have had the expericnee ° 
previous bad vears and have never ai 
over ontimistic as to the chances of pr° 
on hail risks, they have generally been 
unable’ to get a really profitable year 
for the business as a whole. 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 


NEAL BASSETT, President JOHN KAY, Vice-President 
A. H. HASSINGER, Vice-President ELLS T. BASSETT, Vice-President 


JANUARY IST, 1928, STATEMENTS 





and Treasurer 





ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$40,000,136.83 $19,459,279.01 $7,500,000.00 $13,040,857.82 $20,540,857.82 





ORGANIZED 1853 


THE GIRARD F. & M. INSURANCE COMPANY 
OF PHILADELPHIA, P 
$6,000,966.28 $2,930,594.84 —_$1,000,000.00 * 070,371.44 $3,070,371.44 





ORGANIZED 1854 


MECHANICS INSURANCE CO. 
OF PHILADELPHIA, PA. 
$4,828,245.29 $2,820,808.68 $600,000.00 $1,407,436.61 $2,007,436.61 





ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INS. CO. 
OF PITTSBURGH, PA. 
$4,907,721.63 $2,557,216.60 $1,000,000.00 $1,350,505.03 $2,350,505.03 





ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CO. 
OF PITTSBURGH, PA. 
$4,835,369.35 $2,520,317.56 $1,000,000.00 $1,315,051.79 $2,315,051.79 





ORGANIZED 1870 


CONCORDIA FIRE INSURANCE CO. 
OF MILWAUKEE, WIS. 
$5,250,424.26 $2,567,447.92 - — $1,000,000.00 $1,682,976.34 $2,682,976.34 





ORGANIZED 1886 


CAPITAL FIRE INSURANCE Co. 
OF CONCORD, N. 








$760,298.04 $375.00 $300,000.00 $459,923.04 $759,923.04 
TOTAL PREMIUM RESERVE TOTAL NET PREMIUMS 
$27,594,166.15 -EASTERNDEPARTMENT — $5,684.45, 78 
WESTERN DEPARTMENT Newark, New Jersey PACIFIC DEPARTMENT 
Chicago, IIlinois CANADIAN DEPARTMENT (dentin hae 
9 461-467 Bay Street e e e 
H. “ pr Manager Toronto, Canada pin hao re rene 
= a os ce MASSIE. & RENWICK, Limited, - W. - POTTER, 
JAMES SMITH JOHN R. COONEY» Managers Managers 
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700 Students Took 
Institute Exams. 


GREAT PROPORTION PASSED 





Increasing Interest Shown By Fire 
Company Employes in Efforts to 
Aid Their Education 





The Insurance Institute of America is 
rapidly becoming recognized as an ex- 
tremely important factor in the insur- 
ance world. Every year more students 
sit for the examinations, as they and 
their employers realize the vital impor- 
tance and great value of education in this 
field. This year there was a consider- 
able increase over last year in the num- 
ber of students sitting for-the examina- 
tions, and a larger number. of graduates, 
that is, those completing a three-year 
course. This year 37 qualified for the 
final certificate of the Institute as 
against 24 last year. The total number 
of students who sat for the examinations 
was 964 this year, an increase of 171 over 
last year’s record. 

The following is an interesting statis- 
tical survey of this year’s examinations 
divided according to the different 
branches of insurance: 


WESTCHESTER MEETING 





Agents’ Association to Hold Session on 
Monday in Mt. Vernon; Forming 
Nassau County Board 
The Westchester County Insurance 
Agents’ Association will hold a meeting 
next Monday, September 17, at noon, at 
Cragg’s in Mount Vernon. C. F. J. 
Decker, county clerk, will give a talk on 
compulsory automobile insurance and 
Field Secretary C. H. Doscher of the 
National Association will speak on the 
five year development program and co- 

extensive membership. 

The Westchester Association now has 
a membership of fifty-six agencies. 
President E. Paul Schaefer of Mount 
Kisco, who was largely instrumental in 
organizing the association, is going over 
to Nassau County, Long Island, on Sep- 
tember 25 where another county associa- 
tion is being formed. The Westchester 
Association itself is making a drive to 
have 100 members by the end of this 
year. Nearly 20 agencies in Westches- 
ter County are members of the New 
York State and National Associations 
but have not yet joined the local organi- 
zation. 





Fire Branch 


Course Students Sat Papers Honors Passes Failures 

SONOL  ssce040siees 308 1,822 607 947 268 

Intermediate .... 133 804 304 403 97 

SOMIOL ssisSanisaw.s 99 568 191 328 49 

AOA .catnws 540 3,194 1,102 1,673 414 
Casualty Branch 

GURIOR 6.520540 — 55 280 133 103 44 

Intermediate .... 16 117 66 34 17 

cor) 71 397 199 137 61 

Life Branch 

Farst Year sacs ce 21 42 9 19 14 
Marine Branch 

Intermediate ..... 13 39 11 13 15 

Special Examinations 
15 5 22 1 





Grand total, 694 students; 4,108 papers; 1,587 honors; 1981 passes; 540 failures. 








FIRE PREVENTION YEAR BOOK 

The 1928 “Fire Prevention Year 
Book” of the “Baltimore Underwriter” 
will be off the press the latter part of 
this month and will be distributed to 
subscribers and to Chambers of Com- 
merce the week prior to the observance 
of National Fire Prevention Week. The 
“Year Book” has for its keynote the 
strengthening of municipal fire defenses 
and will prove to be of value to muni- 
cipal and state fire prevention bureaus, 
the fire prevention committees of Cham- 
bers of Commerce taking part in the 
fire waste fight of the Chamber of Com- 
merce of the United States and to chief 
officers of fire departments. 

Special articles written for it by the 
chief officer of the London Fire Bri- 
gade, by the heads of the Oslo and 
Stockholm fire departments, tell of fire 
prevention work in England, Norway 
and Sweden. Other authorities have 
written exclusive articles for it. 





PHILA. MERGER DELAYED 


Definite action on the part of eight 
Philadelphia fire agencies to either merge 
into one large agency or agree on a 
plan for the centralization of office work 
for the cutting down of the acquisition 
cost, has been temporarily postponed it 
was announced this week by one of the 
members of the group. 





ALBANY CLUB OUTING 


The September meeting of the Albany 
Field Club will be in the form of a 
clambake at McKown’s Grove, Western 
avenue, Albany, on Friday evening, Sep- 
tember 21. This will be a farewell af- 
fair for J. W. Van Buren and Walter C. 
Howe, Jr., both of whom are going to 
other fields. The clambake will be held 
at 6 p. m. 


AGENTS AID EDUCATION 





National Board and Western Union 


Back National Association in 
Insurance Course Plan 

The National Board of Fire Under- 
writers and the (Western) Union have 
proffered their services to Chairman Earl 
E. Fisk of the committee on public re- 
lations and education, of the National 
Association of Insurance Agents in for- 
warding the committee’s efforts to place 
insurance courses and insurance lectures 
in the schools and colleges throughout 
the United States. 

As soon as announcement of the pro- 
gram undertaken was made, inquiries 
from schools and colleges began to come 
in, and Mr. Fisk solicited the help of 
company organizations and _ individual 
companies. Mr. Fisk is now engaged in 
the task of compiling a list of text books 
suitable for the several classes, from 
high school through universities, and he 
is being assisted in compilation of these 
lists by Professor S. S. Huebner of the 
Wharton School of Finance and Com- 
merce of the University of Pennsylvania, 
and the editors of the “Insurance Field” 
and the “National Underwriter.” 

Some of the universities are asking 
for assistance of the committee in pro- 
curing competent lecturers on insurance 
for their schools of commerce, and here 
again, the assistance of Professor Hueb- 
ner has been solicited. 


DEMOCRATIC CHAIRMAN 


Charles M. Howell, well-known law- 
yer and head of reciprocal insurance in- 
terests at Kansas City, was on Tuesday 
of this week elected by acclamation 
chairman of the Missouri state Demo- 
cratic committee. He has been an active 
supporter of Senator James Reed for 
many years. Stock fire insurance inter- 
ests did not oppose his election. 
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impassable Wall 


IRE can destroy the four walls, the floors, 
a. physical elements of a building. 

But the landlord’s income is always pro- 
tected against its greedy fangs by a Rent 
Insurance Policy. The property owner is 
shielded from the extra cost of temporarily 
renting new premises by a Rental Value 
policy. And the holder of a valuable lease 
rests secure behind the protection of a Lease- 
hold policy. 

Most important of all, these policies form 
an impassable wall that protects the busi- 
ness reputation of the agent. When the 
fire has died down, the agent whose fore- 
sight provided this complete coverage wins 
the gratitude and respect of his client. 

Which is an invaluable reward for the 
small effort necessary to properly sell the 
various forms of Rent Insurance. 


“JIVERPOOL, 
wo LONDON 
AND GrLoBE 


Insurance Co rrp 
Executive Offices: 1 Pershing Square 
80th Park Ave. at 42nd St., New York, N. Y. 
Year in the 


United States Pacific Coast Dept., San Francisco 





THE NATIONAL INSTITUTION WITH A WORLD WIDE BACKGROUND 
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_F. Enderly To Head 
North America Office 


0 OPEN BRANCH IN NEW YORK 





Present Head of Brokerage Binding 
Office Will Manage New 
Metropolitan Dep’t. 





The Insurance Company of North 
America announces that it will open on 
ctober 1 a metropolitan department at 
122 William street in New York with 
‘harles F. Enderly in charge. Mr. En- 
terly has been with the company’s New 
fork brokerage binding office for many 
ears and is one of the most popular fire 








CHARLES F. ENDERLY 


insurance men in the district. His 
branch office will be equipped to write 
fire, automobile and the allied lines 
wherever located. 

Mr. Enderly will continue as manager 
of the brokerage department and as 
agent of the Philadelphia Fire & Ma- 
tine for marine and inland business and 
the New York branch of the Indemnity 
Insurance Company of North America, 
with C. W. Lewis as manager, will re- 
main in the same building. This gives 
the group the ability to write all lines 
of insurance except life. 

In 1916 Mr. Enderly took charge of 
the brokerage business of the North 
America and in the twelve years since 
then he has built up his volume and 
quality splendidly. He is a capable ex- 
ecutive who has hosts of close friends 
i the brokerage fraternity in New York. 
The move of the North America to open 
abranch here will undoubtedly prove to 
be a wise step. 





FORM METROPOLIS FIRE 


The Metropolis Fire of New York has 
been authorized by the New York State 
Insurance Department to issue 100,000 
shares for sale to the public. This stock 
wil be sold at $16.50 a share to pro- 
Vide $500,000 of capital and $1,000,000 of 
pls. Par value is $5 a share. James 
“innion, president of the Metropolis, is 
“SO president of the Industrial & In- 
Pung Corporation. Other officers are 
‘onge McLaughlin, vice-president; 
x. n A. Campbell, treasurer, who is the 
tT York general agent of the Farmers 
Tage ‘s Life of Syracuse, and H. T. 
tha sccretary, who is treasurer of the 
“ustrial & Investing Corporation. 
















N. E. EXCHANGE MEETS 


sc the regular September meeting of 
% ‘nt England Insurance Exchange 
 DOston 


> ee Frederick R. Campbell, special 
al ot the Fireman’s Fund in New 
sland, was elected a member. 


















FIREMEN’S QUITS E. U. A. 





Resignation Has Now Become Effective; 
Affiliated Companies Also Out; 
Agency Question Up 
The Firemen’s of Newark is now defi- 
nitely out of the Eastern Underwriters 
Association. Its resignation which was 
offered around the first of June became 
effective on August 27 at the conclusion 
of the required period of waiting. It 
was considered by many that Neal Bas- 
sett, president of the Firemen’s would 
withdraw his threat to resign but this 
did not come to pass. Other companies 
in the Firemen’s group are getting out 
of the E. U. A. also. These withdraw- 
als will somewhat complicate the com- 
mission situation for those clear agen- 
cies in which the Firemen’s has been 
represented will now become mixed 
agencies and under the E. U. A. rules 
mixed agencies take the graded scale of 
commission instead of the flat rate of 
20%. What action the E. U. A. will take 
to clear up this anomalous situation is 

not yet known. 

The executive committee of the East- 
ern Underwriters Association held its 
first fall meeting on Tuesday and several 


matters were discussed but no decisions 
reached. 





HUDSON COUNTY MEETING 


The Underwriters Association of Hud- 
son County held its annual meeting Tues- 
day in Jersey City. The following were 
elected officers: President, Harvey B. 
Nelson; vice-president, James Ransom; 
secretary-treasurer, Henry R. Burr; ex- 
ecutive committee, R. P. Schenck, repre- 
senting Jersey City; H. J. Wiedner, rep- 
resenting Hoboken; Louis N. Creighton, 
representing Bayonne; S. A. Eastwood, 
representing Union City, and Charles 
Bischoff, representing North Hudson. 
Reports of officers and standing com- 
mittees were received and the associa- 
tion designated President Nelson as its 
official delegate to the convention of the 
National Association of Insurance 
Agents at West Baden Springs. 





RULES ON EXAMINERS’ FEES 


In a ruling from the office of Ken- 
tucky Attorney General J. W. Cam- 
mack, at Frankfort, Ky., written by M. 
B. Holifield, first assistant, a new 
method of collecting from companies in 
payment of fees collected by state ex- 
aminers from companies will be used in 
the future. Mr. Hollifield held that in- 
surance companies must pay into the 
state treasury all fees payable for ex- 
aminations conducted by the state ex- 








THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


Charles W. Higley, President 
HOME OFFICE 


Hanover Building, 
34 Pine St., 

New York City 
Howie, Jarvis & Wright, Inc, 
General Agents 
Metropolitan District 
99 John Street, New York 

















atone anaconda 


aminers. The latter will then be paid 
by the state, after their bills have been 
passed by S. M. Saufley, insurance com- 
missioner; and Clell Coleman, state 
auditor, under whom the Insurance De- 
partment comes. Heretofore, the ex- 
aminers have billed the companies direct 
after completing their work, and did not 
have to make any report to the state. 













past. 
for the men. 


What of it? 


their safety. 


ance, 















Ge Fane 





a 





THEYRE HOME NOW 





Really, there’s no time like the present for almost any kind of insurance talk. 
But the present soon becomes the past—so take your opportunity while it’s here. 


The Franklin Fire Insurance Company has avail- 
able for its agents folders and other advertising ma- 
terial to help boost sales. 
send for them 


and use them. 


FIRE INSURANCE COMPANY 


-OF PHILADELPHIA as 


ORGANIZED APRIL 1829 


CASH CAPITAL $i1,000,000 


They'll do it, too, if you 


They’re back now, most of them, anyway—back from country and shore, vacations 

They’ll settle down to the routine of life for another year. 
Back to school for the children. 
keeping for the women folks. 


3ack to business 


Back to the daily duties of house- 


Just this. The business man will begin to think of the increase that usually comes 
in Fall business and therefore will be interested in anything pertaining to it. 
children will go away to school in some cases and their parents will be interested in 
The housekeeper will be looking over the furniture and will be glad 
to hear of ways and means of safeguarding it. 


The 


And so, briefly, you can tell the business man about Business Interruption Insur- 

You can bring safety to the children’s baggage with Tourist Baggage Insurance. 
You can set the mind of the woman of the house at rest as far as the furnishings 
go with Household Furnishings Insurance. 
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CAN NEVER 
BE TRUSTED 
WATCH IT 


HIRE: 


REVENTION 


DAY OCTOBER. 9 


This photograph shows the prize winning poster in the National Fire Prevention 
Poster Contest conducted by the Home of New York. The winner was Howard 
Leatart, Jr., of Oakland, Cal., who received $100 in cash. The purpose of this contest 
was mainly to develop and increase interest in fire prevention among high school 





students. 


Home agents initiated contests in the districts where they resided and 


offered suitable prizes for the winning designs. 


SIGN AGENTS’ 





AGREEMENT 
Corroon & Reynolds Group Among 
Additional Companies to Back 


Conference Pledge 

The National Association of Insurance 
Agents is this week publishing a list of 
the fire companies which have signed the 
agents’- -companies’ conference agreement 
subsequent to January 1, 1927, when the 
first list was issued. The agreement was 
made with representatives’ of the Na- 
tional Board of Fire Underwriters and at 
the present time there are 221 signato- 
ries. 

After the list was first published, four 
companies, the Columbus Fire, Colum- 
bus, Miss.; Mississippi Fire; Retailers 
Fire of Oklahoma, and Western Fire of 
Fort Scott, Kan., became signatories on 
their own volition. 

Recent correspondence has resulted in 
fourteen more. The Rochester Ameri- 
can follows in the footsteps of its parent 
company. Vice-president E. S. Inglis of 
the Corroon & Reynolds companies, sub- 
scribes to the agreement for the entire 
fleet, including the American Equitable, 
3rooklyn Fire, Bronx Fire, Knickerbock- 
er, New York Fire, Merchants .& Manu- 
facturers Fire, Sylvania, Globe of Pitts- 
burgh, and Republic Fire. 

“We are very glad, indeed,” writes 
Secretary Theo M. Webb, of the Secur- 
ity National of Galveston, Tex., “to have 





you list us as subscribers to this agree- 
ment.” Vice-president Arthur H. Cle- 
venger, of the Philadelphia National, 
writes a strong endorsement. 

The Homeland follows in the wake of 
the North British & Mercantile, an ori- 
ginal acceptor of the agreement. The 
Transportation Fire is another signer. 





NEW BUFFALO FIRE TUG 

Fire Chief George W. Hedden, of Buf- 
falo, has recommended to the council 
of that city that a new fire tug costing 
$200,000 be purchased and that the old 
tug Grattan, damaged in an oil fire in 
that city, be reconditioned and changed 
to.an oil burner at a cost of $65,000. 
With two such craft at its command 
the Buffalo fire department would be 
equipped to fight any waterfront fire, 
the chief believes, and so informed the 
council in his recommendations. 





APPOINT BOSTON AGENT 
The Republic Fire of Pittsburgh, one 
of the Corroon & Reynolds group of 
companies, has appointed as _ Boston 
agent B. H. Millman, . The company is 
licensed in Massachusetts: to write fire, 
inland marine and sprinkler leakage risks. 





WESTERN CAPITAL BOOSTS 

The Western Fire of .Fort Scott, Kan., 
is increasing its capital from $300,000 to 
$500,000 and the Western Automobile 
Casualty from $250,000 to $500,000. 








JOHN HANCOCK SERIES 


Entering College 


N September, thousands of young men and women will 
begin their college careers. It is a good time to call 
attention to the fact that a life insurance policy is a 

guarantee that they will finish. Most of them will. Some 
of them will not. 


The cost of putting a boy or girl through 
college at the present time is estimated to 


be between four and five thousand dollars. 
Nowadays parents are learning how to pro- 
vide this educational fund through insurance 
taken out when the children are very young. 


But here we are considering only the youth just entering 
college, with high hopes for the future which may be 
thwarted by the sudden loss of the breadwinner. Small 
would be the additional cost in premium for enough insur- 
ance to secure the family against needless disappointment. 


Just another way of purchasing security. The father 
will know that he has done his full part. The mother will 
be assured that whatever happens she can “see it through.” 


Nearly 3 Billions in Force. 

Over 4,000,000 Signatures 
on the dotted line. 

500 Million Dollars Paid 
on Policies since Busi- 
ness Began. 





LIFE INSURANCE COMPANY 


AF BOSTON. MoesacrlsEeTTs 


197 Clarendon St., Boston, Mass. 


SIXTY-FIVE YEARS IN BUSINESS 
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Great American 
Insurance Company 


= Aemfork = 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1928 


$12,500,.000.00 


POR ALL" 8! LIABILITIES 


23.422,855.21 


NET SURPLUS 


21.060,1 19.35 
56.982,974.56 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$33,560,119.35 


LOSSES PAID POLICY HOLDERS 


$194,691,909.09 


HOME OFFICE 
ONE LIBERTY STREET, NEW YORK CITY 


WESTERN DEPARTMENT 
310 South Michigan Avenue, Chicago, III. 
G. R. STREET, Vice-President 


PACIFIC DEPARTMENT 

233 Sansome Street, San Francisco, Cal. 
CLIFFORD CONLY, Manager. 
MARINE DEPARTMENT 


NEW YORK—Ww. H. McGee & Co. >General | Agents, | 11 So. William a 
SAN FRANCISCO—George L. West, , 233 S: Stree 
CHICAGO—Wnm. H. McGee & Co. Gen’ 1 Agts. Jesatance esiceee Bldg. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 
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(Full Program For 


Canadian Sup’ts. 
MANY VITAL TOPICS ON LIST 





Commissioner Baker, of Kansas, and 
Clarence W. Hobbs, Among the 
Speakers; To Discuss Aircraft 





The Association of Superintendents of 
Insurance of the Provinces of Canada 
has issued its program for the eleventh 
annual conference to be held Wednesday, 
Thursiay and Friday, September 19-21, 
at the Hotel Saskatchewan, in Regina, 
Canada. Insurance Commissioner Wil- 
liam Kk. Baker, of Kansas, and Clarence 
W. Hobbs, former Massachusetts com- 
missioner and now a member of the 
National Council on Compensation In- 
surance, are the two Americans who are 
scheduled to deliver talks before this 
convention, : 

In their business sessions the Canadian 
commissioners will discuss among other 
topics those of rating laws, credit evils, 
workmen’s compensation, fraternal legis- 
lation, licensing of life agents, uniform 
definitions and statement blanks, over- 
insurance on fire risks, automobile in- 
surance legislation, aircraft and hail and 
tornado insurance, and the licensing of 
insurance adjusters. O. E. Sharpe, Que- 
bec insurance commissioner, is president 
of the association and will preside at 
this convention, 

The program in full follows: 

WEDNESDAY, SEPTEMBER 19 

ADDRESS OF WELCOME: Hon. James G. 


BGardiner, Prime Minister of the Province of 


Saskatchewan; Hon. D. J. Patterson, provincial 
treasurer and minister in charge of Saskatche- 
wan insurance department; His Worship Col. 
James McAra, mayor of Regina. 

REPLY TO ADDRESSES OF WELCOME: 
R. L. Foster. 

PRESIDENT’S ADDRESS: O. E. Sharpe. 

ANNUAL REPORT OF SECRETARY: R. 
L. Foster. 

ADDRESS: “The Kansas Rating Law,” Col. 
Wm. R. Baker, commissioner of insurance, state 
of Kansas. 

AFTERNOON SESSION 

ADDRESS: “The Credit Evil and Free In- 
surance,” Col. A, E. Kirkpatrick, president and 
manager, Fidelity Insurance Co. of Canada; 
manager for Canada, United States Fidelity 
and Guaranty. 

ADDRESS: “Workmen’s Compensation,” 
Clarence W. Hobbs, special representative, Na- 
tional Convention of Insurance Commissioners 
on National Council on Compensation Insurance. 

THURSDAY, SEPTEMBER 20 

Consideration of committee reports in follow- 
ing order: 

Statutory conditions in life contracts: Special 
report in furtherance Resolution “B,”’ 1927, 
Conference, presented by Mr. Fisher. 

Licensing of life insurance agents: Special re- 
port in furtherance Resolution ‘‘C,’? 1927 Con- 
ference, presented by Mr. Foster. 

Proposed revision of provincial laws respect- 
ing life insurance reserves: Special report in 
furtherance Resolution “R,’” 1927 Conterence, 
presented by Frank Sanderson, M.A., Di; 
RRA, F.A.S., consulting actuary, Ontario De- 
partment of Insurance. ’ 

Fraternal insurance legislation: Report there- 
on, presented by Mr. Foster. 

AFTERNOON SESSION 

How may the evil of credit or “free-insur- 
ance” in the fire and casualty business be rem- 
tdied: Supplementary report pursuant to Reso- 


“sai “P,” 1927 Conference, presented by Mr. 
tath, 


Limitation of risk: Report covering desirability 
provinces adopting provision comparable with 
section 24, New York insurance law, prohibit- 
ing Insurers exposing themselves to loss on any 
one risk or hazard under certain circumstances 


‘0 an amount in excess of 10 per cent. of their 
‘apital ancl surplus or some equivalent standard, 


Presented by Mr. Foster. 

ire and casualty agents’ legislation: Report 
dealing with problems concerning, particularly 
He question of the amount of the license fee, 


Presented by Mr. Dougherty. 

¢ Dominiy and provincial legislation, 1928: 
eneral review by the secretary. 

4 nitorm annual statement blanks: Report of 
tinding mmittee on blanks, presented by 
© secretary, W. K. C. Campbell, chief inspec- 
‘or, Ontario Department of Insurance. 


jUnifor definitions: Supplementary report in 
Urtheran Resolution “Q,” 1927 Conference, 
Mesented by Mr. Garrett. 

Fi RIDAY, SEPTEMBER 21 
igh m-urance legislation: Supplementary re- 
ferent furtherance Resolution ‘“E,’” 1927 Con- 
f he’ covering particularly items 1, 4 and 5 
Com, resolution; also consideration of 
Face vs. Toronto Casualty, presented by Mr. 
ark ‘vance of fire risks: Supplementary 
Conf.,tt urtherance of Resolution “G,” 1927 
Weequc’. Presented by Mr. Brace. 
on ca — nd sickness insurance: Report there- 
of ‘A ST ial reference to debate in parliament 
lee respecting terms of accident and 
Variatios 'racts, presented by Mr. Garrett. 
Beitae in statutory conditions: Supnle- 
“I 1997" ort in furtherance of Resolution 
Aden: onference, presented by Mr. Fisher. 
hereon "Insurance legislation: _ Report 


| particular reference to forms of 


Writ aiid cad 7 ‘ 
‘en application referred to in Resolution 


“J,”’ 1927 Conference, presented by Mr. Foster. 
Aircraft insurance: Special report thereon, pre- 
sented by Mr. Heath. 
ail and tornado insurance: Special report 
thereon, presented by Mr. Brace. 
PrivaTE ExecuTIVE Session—8 P. M. 
Licensing of insurance adjusters: Special re- 
port thereon, presented by J. P. Dougherty. 





Fire Problems 


(Continued from Page 1) 

new capital which will be soon seeking 
a place in the sun. More than half of 
this huge sum has gone into the pos- 
session of established fire companies in- 
creasing their capital or to new compa- 
nies allied with going concerns under 
stable, keen and conservative manage- 
ment. 

The remaining millions of dollars of 
insurance funds are in the custody of 
executives and underwriters whose com- 
panies are new in every sense of the 
word. These companies must build up 
agency forces, decide upon commissions, 
underwriting principles and all the other 
problems confronting an organization. 
During the summer months a lot of this 
work has been going on in preparation 
for the drive for business which will 
come now that the seasonal summer lull 
in all lines is giving way to a brisk 
speeding up of business. 

Where are the new companies going 
to get their business and how? Will 
excessive competition in commissions 
and rate cutting develop in the fire in- 
surance field as happened in marine in- 
surance under almost exactly similar 
conditions? Will the knowledge of the 
disasters in marine insurance ease~ the 
solution of the problem in fire insurance 
today? These are all questions that are 
up for discussion at this moment. 

Facilities Appear Inflated 

The retrenchment of: the British fire 
companies has opened the way for a 
considerable amount of business for the 
American insurers. Still this is certainly 
not enough by a long way to take care 
of all the new companies that are aim- 
ing to build up a premium income. 

Bidding business away from members 
of the Eastern Underwriters’ Associa- 
tion, which embraces by far the major- 
ity of established companies, through the 
payment of higher commissions, is al- 
ready under way in New Jersey where 
the situation is muddled considerably by 
the presence on the statute books of the 
uniform commission law. A suit to test 
the constitutionality of this amendment 
to the Ramsay Act has been prepared 
and will start when the courts convene 
in a few weeks. Several new fire com- 
panies in New Jersey were launched as 
answers to the protests of local agents 
to the reduced commissions paid them 
by the E. U. A. companies. 

In the South the battle between the 
Public Fire of Newark, the largest of 
the new and independent fire companies, 
and the South-Eastern Underwriters’ 
Association, is another evidence of the 
problem. There, the Public Fire is at- 
tempting to enter local agencies, only to 
be opposed by the S. E. U. A. with the 
separation weapon. 

During the months between now and 
next summer the organization fire insur- 
ance companies will undergo a severe 
test of their ability to turn lowered loss 
ratios into profits for themselves. It is 
possible that the present facilities of 
the fire insurance business will not 
greatly exceed the demands for cover- 
age. But the general opinion in con- 
servative circles is that money has come 
into the business with too much rapidity 
and that some of it must be withdrawn 
voluntarily or go out as the result of a 
severe competitive struggle. 





DISCUSS BUILDING PLANS 


A special meeting of the board of di- 
rectors of the American of Newark was 
held last week for the purpose of dis- 
cussing plans for the new building of 
the company which is to be erected on 
Washington street, opposite Washington 
Park, Newark. No definite decision as 
to the type of building was reached. 
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Admiralty Ruling On 
Subrogation Rights 


INSURER MAY NOT RECOVER 





Assured Can Claim Only Amount Fixed 
As Valuation At Time The Ves- 
sel Sailed 





An interesting case involving subro- 
gation rights recently came before the 
United States Admiralty District Court 
for the Northern District of Ohio. The 
case involved the petition of the Colum- 
bia Steamship Co. to recover from the 


steamship company responsible for a 
collision the amount paid under an in- 
surance policy for the increased value 
of a cargo of grain after the original 
value had been marked in the invoice. 
The court held that this amount could 
not be recovered for the account of an 
insurance company because the assured 
did not have the right of subrogation 
beyond the fixed yaluation. 

This matter was before the court on 
issues raised between two insurers con- 
cerning the distribution for the loss of 
a cargo of wheat. 

The first insurer had issued its policy 
on the cargo of wheat for its full value 
at an agreed valuation. The second in- 
surer issued an open policy on the same 
cargo to cover increased value of the 
grain and indemnifying against loss on 
the basis of the difference between in- 
voice value and the highest market val- 
ue between the day of sailing and the 
day of final delivery. 

Cargo Lost In Collision 

The cargo was lost in collision and 
both insurers paid the full amounts pro- 
vided by the policies. The fund in dis- 
pute, the court stated in its opinion, 
arose out of a liability fixed by the de- 
cree of the court based upon the value 
of the cargo at the time and place of 
shipment. 

The insurer, it was held, is subrogated 
to such rights only as the assured had. 
Since the owner of the cargo could re- 
cover against the offending vessel for 
only the value of the wheat at the time 
and place of delivery, the court held that 
the second insurer was not entitled to a 
pro rata distribution of the fund repre- 
senting actual value at the time and place 
of shipping, it having insured for the 
price at the point of delivery. For the 
loss of this price, it was pointed out, 
there was no recovery by the owner 
of the cargo against the offending ship. 

The full text of the opinion of Judge 
Jones follows: 

“This matter is before the court on 
exceptions to the report of the Special 
Commissioner, to whom had been refer- 
red for findings of fact and conclusions 
of law the issues raised between the 
Scottish Metropolitan Assurance and the 
Standard Marine, concerning the distri- 
bution of money paid by the underwrit- 
ers for the loss of a cargo of wheat. 
The Commissioner found and concluded 
upon full hearing that the companies 
should be decreed to share pro rata in 
the fund awarded to the owner of the 
cargo after the payment of expenses of 
litigation incurred by the owner. 

“The facts were stipulated by the par- 
ties and are set forth fully in the re- 
port of the Commissioner. The Scottish 
Company issued its policy on the cargo 
of wheat for the full value of the wheat 
at an agreed full valuation of $284,000. 
The Standard Company later issued an 
open policy on the same cargo to cover 
increased value on the erain ond jindem- 


nifving against loss cn the bosis of the 
difference between invoice value and the 
highest market value, plus five cents, 


between the dav of sailing at the point 
of shipment and the day of final. de- 
livery at destination. The cargo. was loct 
in collision and both companies paid 
the full amounts provided hy the poli- 
cies. In the limitation of liabilitv  pro- 
ceedings which followed, the value of 


the cargo was fixed at a total value of 
$309,500. The Scottish Company paid to 
the owner of the cargo $284,000; the 
Standard Company, $62,500. 

First Insurer Claims Whole Fund 


“The distribution of the fund found 
by decree of court is the question for 
decision. The Standard Company con- 
tends that the fund should be distributed 
pro rata between the underwriters; the 
Scottish Company asserts that it should 
be entitled to reimbursement in full in 
preference to any payment to the Stand- 
ard Company. 

“Since the fund in dispute arises out 
of a liability fixed by decree of court 
based upon value of the cargo at the 
time and place of shipmént, the ques- 
tion of subrogation seems to be impor- 
tant. 

“It will not be possible to review the 
findings of the Commissioner at this 
time, nor to set down fully the consider- 
ations upon which a conclusion has been 
reached. 

“Upon consideration of the questions 
presented. I am constrained to take an 
opposite view from that reported by the 
Commissioner. The insurer is in equity 
subrogated to such rights only as the 
assured had. If the owner of the wheat 
is limited in his right to recover against 
the offending ship for loss based upon 
value at the time and place of ship- 
ment, it seems clear that subrogation 
can extend only to such limit of value. 
Since the owner of the cargo could not 
recover against the Miller for increased 
value based upon a market price at the 
point of delivery, no such right could 
pass to or be enforced by the Standard 
Company. 

“Subrogation does not arise out of the 
contractual liability of the insurer to 
pay a specified sum upon loss, but de- 
pends upon the right of the loser of the 
cargo to collect from the wrongdoer. 
The increased value of the wheat was 
not a loss which the Miller was required 
to pay. Subrogation extends only to 
that which the assured can recover. De- 
spite the language of the Standard pol- 
icy, it was not in fact or law insurance 
upon the cargo but upon the price at 
the point of delivery, for the loss of 
which there was no recovery by the 
owner of the cargo against the offending 
ship and, therefore, no subrogation. 

“The indemnity provided by the Stand- 
ard policy did not cover the character 
of loss for which recovery could be had 
by the owner against the Miller, and, 
therefore, the Standard Company is not 
entitled to pro rate with the Scottish 
Company in the distribution of a fund 
representing actual value at the time 
and place of shipping. I think the Scot- 
tish Company entitled to full payment 
from the fund. 

“The exceptions to the Commissioner’s 
report will be sustained, and the Stand- 
ard Company may have exceptions to 
the ruling here made.” 





MICHIGAN FIGHTING ARSON 

Michigan’s persistent campaign against 
arson resulted during the past fortnight 
in two convictions on this charge while 
one accused person was freed by a jury 
although strong evidence was presented 
by the prosecution. Pentwater’s disas- 
trous series of fires of some weeks ago 
will be atoned for in part, at least, by 
Joe Carl Schmiedt, a baker of that town, 
who went into court and entered a plea 
of guilty to a charge of arson after hav- 
ing confessed to responsibility for the 
blazes in a statement to fire marshal’s 
officers. He had at first decided to stand 
trial but reconsidered. 


LICENSED IN COLORADO 


The Industrial Insurance Co. of Dal- 


las, Texas; the Automobile Underwriters 
Insurance Co. of Dallas, Texas: the Oc- 
cidental Indemnity of San Francisco; 


the Provident Life & Accident of Chat- 
tanooga, Tenn., and the American Mo- 
torists of Chicago, 
censed in Colorado. 


Ill., have been li- 


GETS CHRYSLER LINE 





National Liberty to Cover Auto Risks 
On Finance Account of the 
Commercial Credit Co. 
Completion of arrangements between 
the National Liberty and the Chrysler 
and Dodge automobile interests have 
been completed, the deal taking effect 
on September 1, whereby the National 
Liberty became the underwriters of 
automobile insurance on automobiles of 
the Chrysler interests financed by the 
Commercial Credit Co. throughout the 
nation. The arrangements were con- 
summated in New York City and will 
be similar to those had by the Home 
of New York, who handled the line 

up to September 1. 

The contract is strictly in accordance 
with the rules of the National Automo- 
bile Underwriters Conference, of 
which the National Liberty is a mem- 
ber, and will be effective for the entire 
nation, the various branch department 
offices of the National Liberty Handling 
the affairs of the contract in their re- 
spective territories. The Commercial 
Credit Co. is one of the world’s largest 
automobile finance organizations, being 
exceeded in size by the General Mo- 
tors Acceptance Corp. The Home of 
New York will continue to operate in 
conjunction with the company with re- 
gard to other automobile organization 
contracts that remain effective. 
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FRANK L. BROKAW & (C0. 


Incorporated : 








Frank L. Brokaw Walter J. Nichols tl 
Pie img Soc has resigned from Howard C. Hill Stockton Cranmer a 
the Aetna (Fire) to join the marine de- vt 
partment of the Travelers Fire at Hart- 149 BROADWAY, NEW YORK ti 
ford. For several years he was in New H ! 
York with the marine department of anover 1176 tl 
Bertschmann & Maloy. P 
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NATIONAL LIBERTY INSURANCE §§ ° 
COMPANY OF AMERICA i 
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NEW YORK CITY 


Summary of Semi-Annual Statement, July 1, 1928 





Te ee eee ee, we 2,000,000.00 
PREMIUM RESERVE .................. rane B70. 
RESERVE FOR ALL OTHER ' | 
Ci es $1,825 129.00 
re $18,758,100.02 
cite sy 32,410,076.04 
SURPLUS TO POLICYHOLDERS...... eae 
Fire, Automobile, Windstorm, Tornado, Sprinkler Leakage, Rent and Rental N 
Value, Use and Occupancy, Tourist Baggage, Explosion, Property Damaged 
— Riot and Civil Commotion, Inland Marine, Parcel Post, Registered 
ail. 
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Pick Students For 
Columbia Courses 


FIRE COMPANY SCHOLARSHIPS 





Twenty-four Young Men Will Enter 
University to Study for Two 
Years; To Work Part Time 





On next Monday the students who 
have been nominated for the two-year 
scholarships in Columbia University by 
the committee representing the fire in- 
surance companies which are furnish- 
ing the scholarships will report in New 
York City, be given letters of introduc- 
tion to the selected companies, estab- 
lish their definite contracts with the 
companies and sign the contracts. 

The committee and the university 
this year have been able to profit by 
last year’s experience with the result 
that there are three times as many ap- 
plicants as there were scholarships to 
award. The contracts were made out 
to be signed and one-third of the appli- 
cants did not apply. Therefore, the 
committee, when it met to make nom- 
inations, had twice as many applicants 
who had agreed to the terms as it had 
scholarships to award. 

The students entering this fall were 
carefully graded from a_ scholastic 
standpoint by Columbia University, and 
the committee in determining the 
awards has been governed entirely on 
that point by the Columbia classifica- 
tion. Following the nominations medi- 
cal examinations have been required of 
the nominees and, so far as known, 
practically all have come through very 
well. 

The average age of the entering class 
this year is about eighteen years. All 
but one was graduated from high school 
in 1928—two in January and the others 
in June. Their names and home resi- 
dences follow: 

Brill, Everett, Jr., Brooklyn, N. Y. 

Chase, Charles M., Ridgewood, N. J. 

Dorris, James L., Nashville, Tenn. 

Dorris, John A., Nashville, Tenn. 

Gordon, Frank M., Madison. N. J. 

Graff, Charles H., DeLand, Fla. 

Herman, Russell W., Westville, Ill. 

Hughes, James G., Nashville, Tenn. 

Jenkins, Harvey, Goodlettsville, Tenn. 

Johnson, Thomas A., Dallas, Tex. 

Jones, David F., Selma, Ala. 

Kelley, Fred. H., Richford, Vt. 

Kelly, James P., Burlington, Vt. 

Lampe, John W., Glen Rock, N. J. 
© amen Alex. H. C., Brooklyn, 
N.Y 


McElwrath, George T., Mayfield, Ky. 
Merikle, Edward D., Madison, N. J. 
Mulder, William, Staten Island, N. Y. 
Patterson, George K., Highland, N. Y. 
Prussak, Fred, West New York, N. J. 
Scates, Harrison, Jr., Fulton, Ky. 
Skinner, James L., Decatur, Ga. 
Swift, Harvey B., Easton, Md. 
Ulrich, Leslie D., Madison, N. J. 
The companies supporting the twen- 
ty-five scholarships are as _ follows: 
American of Newark, Atlas Assurance, 
Commercial Union, Great American, 
oey & Ellison, Home, Liverpool & 
London & Globe, London Assurance, 
New York Underwriters, Niagara Fire, 
North British & Mercantile, Northern 
Assurance, Pacific Fires Phoenix Assur- 
ance, Royal Exchange, Royal and 
Westchester Fire. 
he committee on awards was grati- 
fied at the large number of applications 
and, as shown by the information gath- 
erad and the photoeranhs. at the tvne 
Metudents that wish to enter upon thi 
. The cemmittee consists of the 
following: E.R. Hardy, assistant. man- 
+ ‘tt, New York Fire Insurance Ex- 
Nance: W. E. Mallalieu, general man- 
ger, National Board of Fire Under- 
r -~ Sumner. Rhoades, manager, 
torn Underwriters’. Association; W. 
' Ward, secretary,” New. York. Fire 
‘urance Rating Organization, and W. 
. VW hite, superintendent of surveys, 
‘ew York-Beard of Fire Underwriters. 





CANADIAN ASS’N. MEETS 

The Western Canada Fire Underwrit- 
ers’ Association at its annual meeting 
at the Fort Garry Hotel, Winnipeg, on 
September 6, approved the plan for af- 
filiation of the association with the 
Manitoba, Saskatchewan and Alberta 
Automobile Underwriters’ associations to 
form the Western Canada Insurance 
Underwriters’ Association with fire and 
automobile divisions. H. H. Smith of 
Fess & Smith, Ltd., general agents at 
Winnipeg, presided. 


The executive committee appointed for 
the ensuing year consists of Douglas 
Cownie, Caledonian, president; James A. 
Dowler, Canadian Fire, vice-president; 
R. O. Taylor, Northern Assurance; F. 
J L. Harrison, North British & Mercan- 
tile; Thomas Bruce, Union Assurance; 
W. P. Fess, Fess & Smith, Ltd.; E. M. 
Whitley, Norwich Union; J. H. Curtin, 
Canada National Fire; W. J. Scrimes, 
Hartford Fire; J. N. McLeod, Atlas As- 
surance, and F. L. Heberling, Spring- 
field Fire & Marine. 


=—— 


JOINS BOSTON BOARD 
B. H. Millman has been elected an act- 
ive member of the Boston Board of 
Fire Underwriters. 





Webster-Skidmore Co., Ind., New York 
City, general insurance agency, has been 
chartered at Aibany with $5,000 capital. 
Walter G. Webster, Scarsdale; Frederick 
W. Skidmore, Verona, N. J.; Earl Doug- 
las, Brooklyn, are directors and sub- 
scribers. 
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After a movie audience has 
seen a Hartford film it isn’t ( 
likely to forget who’s who in 
insurance circles in that town. 
We have film hits for up-and- 
coming Hartford men. Want 


to try one on your public? 
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90 Colleges Feature 
Insurance Courses 


FEDERATION SURVEY FINISHED 





Sixty-One Institutions Feature Fire 
Courses; Objectives Are Insurance 
Training and Knowledge 





In the business administration depart- 
ments of ninety of the leading educa- 
tional institutions of the United States 
insurance in some form or other is in- 
cluded in the courses of study offered 
and successfully taught by nationally 
known educators. Out of the ninety 
schools featuring insurance in their cur- 
ricula, forty-three treat insurance in 
their general course; sixty-one offer 
special courses in fire insurance; fifty- 
three specialize in life insurance instruc- 
tion; twenty-four have special courses in 
casualty insurance; twelve feature sure- 
ty insurance; fifty use the lecture sys- 
tem of instruction exclusively. 

The foregoing figures are authentic, 
having been compiled as the result of an 
exhaustive survey made by the Insur- 
ance Federation of America, Inc., and 
made public this week. When the Fed- 
eration held its annual meeting in New 
York last December a resolution was in- 
troduced by William S. Diggs, of Pitts- 
burgh, head of the Insurance Federation 
of Pennsylvania, to the effect “that a 
suitable committee of the Insurance Fed- 
eration of America should be named to 
promulgate a program and put it into 
effect in as thany states as possible, so 
that in every important educational cen- 
ter in the country insurance might be 
included in the general course of study, 
especially in the business administrative 
departments of these schools.” 

Diggs’ Plan Adopted 

President Diggs’ plan met with favor 
and the sense of the meeting was that 
the ideas advanced by him should be 
carried out. President Frank T. B. Mar- 
tin, of Omaha, and his official family be- 
gan the task of making an accurate sur- 
vey of the field of insurance as covered 
in American colleges and universities. 

After a number of conferences with 
nationally known educators as Professor 
Ralph Blanchard, of Columbia Univer- 
sity; Dr. S. S. Huebner, of the Wharton 
School of Finance of the University of 
Pennsylvania; E. R. Hardy, of the In- 
surance Institute of America, and others, 
it was discovered that in order to get 
an adequate picture of the situation, 
from coast to coast, a comprehensive 
questionnaire must be used. The matter 
was placed in the hands of Mrs. Mary 
L. Fletcher, field secretary of the Fed- 
eration. She set about the task of ob- 
taining this information, starting by as- 
sembling a broad list of questions, which 
she mailed with an explanatory letter to 
the presidents of 146 colleges and uni- 
versities, located in thirty-eight states. 
Enrollments varied from a student body 
of 35,600 to one of 454. 

Over 100 Replies Received 

More than 100 questionnaires were re- 
turned with the information requested. 
First, it was desired to know to what 
extent insurance was being taught in 
general economics courses; second, 
whether specific insurance information, 
fitting a student for the insurance busi- 
ness, was available. 

One hundred and one answers to the 
questionnaire were received at the head- 
quarters of the Insurance Federation in 
Detroit. Out of this number forty-three 
stated that insurance was treated in the 
zeneral course, mostfy as it is taught in 
Ely’s “Economics,” although a few other 
text books were mentioned. Fortv-eight 
answered in the negative and ten left the 
question blank. 

Sixty-one reported special courses in 
fire insurance, the principal text books 
being Huebner’s “Pronerty Insurance,” 


Riegel and Lowman’s “Insurance,” Zart- 

man’s “Yale Readings.” Hardy’s “Fire 

Insurance” and Winter’s “Marine Insur- 
” 

ance. 


Fifty-three of these institutions are 
specializing in life insurance instruction, 


the most used text books being, Hueb- 


ner’s “Life Insurance,” and those of Mc- 
Lean, Knight, Lovelace and Gephart. 

Twenty-four reported special courses 
in casualty insurance with text books by 
such authorities as Crobaugh and Red- 
ding, Michelbacher and Nial, Riegel and 
Lowman, Kulp, Ryder, Huebner, and 
Zartman. 

Only twelve answers indicated special 
courses in surety insurance. Lunt, Mac- 
Kall, Riegel and Lowman, Zartman and 
Price being the authors of the text books 
used. 


Objectives of Courses Named 


Hours of study ranged from one to 
thirty-six, averaging seven hours. Credits 
ranging from one to thirty-two, averag- 
ing seven also. 

To the question, “What is the first ob- 
jective of your insurance courses ?”— 
—twenty-nine answered, “Insurance 
knowledge,” twenty-one answered “In- 
surance training,’ four answered, “Gen- 


eral information”; three answered, 
“Economic knowledge”; two answered, 
“Business knowledge”; one answered, 
“Mathematical knowledge”; one = an- 


swered, “Fire prevention engineering.” 

Inasmuch as President Martin was de- 
-sirous that the survey should be finished 
before appointing the committee sug- 
gested by Dr. Diggs, to co-operate with 
educational institutions, complete an- 
nouncement of the personnel of this 
group will be made later. James L. Mad- 
den, vice-president of the Metropolitan 
Life, has consented to act as chairman 
of the educational committee of the In- 
surance Federation of America, and will 
be assisted by representatives of every 
branch and system of underwriting. 

President Martin says as a result of 
the Federation’s campaign: 

“The result attained through the send- 
ing out of a questionnaire is little short 
of amazing and great good is sure to 
come of it. The immeasurable value of 
an understanding of insurance given by 
even the restricted study possible in the 


general courses in our colleges, will 
be realized when those students will 
not be hoodwinked by the _paternal- 


istic schemes of state insurance advo- 


cates. 
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The 


London & Lancashire Insurance Co., Ltd. 
OF LONDON, ENGLAND 





Law Union & Rock Insurance Co., Ltd. 
OF LONDON, ENGLAND 





Orient Insurance Company 
OF HARTFORD, CONN. 





Safeguard Insurance Company 
OF NEW YORK 





Eastern Department 
Hartford, Conn. 








Western Department 
Chicago, Ills. 


Pacific Department 
San Francisco, Cal. 














COUNTRY HOUSE -FIRES 
In a recent letter to the London 
“Times,” Sir Meyer Spielman suggested 
that, as a precaution against country 


house fires, insurance companies should 
offer to send out competent inspectors 
whose business would be to visit and in- 


spect the methods adopted in the large 
country houses, their conditions, and 
their liability to fires, and to make rec- 
ommendations. He explained that a few 
inspectors could visit many houses in the 
course of a year, and that the cost to the 
companies would be likely to be refunded 
in reducing the losses to a minimum. 
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Revoke Licenses For 
Bootleg Operations 


MICHIGAN INS. DEP’T. ACTION 





Insurance Department Penalizes Agency 
and Solicitor for Using Unauthor- 
ized Companies 





A convincing demonstration that traf- 
ficking with bootleg agencies and com- 
panies by Michigan agents will not be 
tolerated by the Michigan Insurance De- 
partment was given last week when ac- 
tion was taken revoking for a year the 
fire and casualty license of one Grand 
Rapids agent while a solicitor for an- 
other Grand Rapids agency was placed 
on probation for a similar period. 

The penalties were assessed following 
a hearing before department officials 
after evidence had been obtained that 
the two men cited had placed at least 
four Grand Rapids risks with wild cat 
carriers and, a loss having occurred, a 
claim had gone unpaid. 

The license of C. S. Marshman, head 
of the C. S. Marshman agency, for all 
but life and health and accident lines, 
was forthwith suspended while Morris 
E. Armour of the Shinkman-Edwards 
agency drew the probationary term. 
Marshman, it was brought out by the 
evidence, had entered into negotiations 
with one of the notorious mail order 
agencies in the east in order to place 
some risks for Armour. All of the poli- 
cies, which were turned over to the de- 
partment at the outset of the official 
investigation, were for relatively small 
amounts and were placed with little- 
known and probably fabulous European 
companies. 

The department learned of the boot- 
leg operations in Grand Rapids when a 
tire store loss occurred and it was dis- 
covered by the adjuster for a regularly 
licensed company which was on the line 
that additional insurance had been taken 
owt with an unauthorized carrier. The 
legitimate carrier, of course, insisted 
upon a pro rata adjustment of the loss 
in view of the existence of insurance of 
which it had not been apprised. Marsh- 
man, probably frightened at the prospect 
of complications which would bring to 
the attention of the authorities his ac- 
tivities in connection with the deal, tried 
desperately to obtain a settlement from 
the wild cat carrier, sending the agency 
through which he had negotiated ‘the 
contract telegrams and letters which 
brought no response. It was finally 
learned by him that representation of 
the carrier, the Anchor Insurance & In- 
yestment Corporation, Ltd., of London, 
England, had been transferred from a 
New Jersey agency, which had evidently 
teased operations, to the Universal Un- 
lerwriters of Greenwich, Conn. The lat- 
‘er organization promised co-operation in 
securing a settlement but no actual steps 
toward payment of the loss have been 
taken, according to department officials. 
, AS soon as department officials stepped 
‘nto the picture, Marshman surrendered 
‘0 them three other policies which he 
ad been instrumental in securing for 
Atmour. These were ostensibly issued 
y the Cheshire General Mutual of Hat- 
field, England, and two Portuguese car- 
s. the Atlas and Alliance of Lisbon. 

spite his professed penitence, Marsh- 
man was forthwith cited to appear be- 

‘ore the department and show cause why 
sata should not be canceled. When 
¥ oy connection with the case was 
‘tablished he was also cited. Both ap- 


bared at the hearing without legal 
Counsel, 





WILLSON’S NEW POST 
Albert N, 


tend Willson, who resigned re- 
tently 


* as editor of the “National Insur- 
a News,” has joined the investment 
Partment of Windheim & Brooks, Inc., 


Special: Z 1 
ame in bank and insurance stocks 
nh } ew York. 


AMERICAN EQUITABLE GAINS 





Financial Report for First Half of 1928 
Shows $1.65 Earned on Present 
Capitalization na 
The American Equitable of New York 
reports a balance of $495,526 after pre- 
ferred dividends for the half year ended 
July 1, equivalent to $4.95 a share earned 
on 100,000 common shares outstanding 
in that period and exclusive of the re- 
cent capital increase. Of this amount 
$125,000 was paid in dividends on the 
common stock, $250,000 was apportioned 
to voluntary reserve for contingencies, 
bringing this item to $1,000,000, and the 
— of $120,526 was carried to sur- 
plus. 


Rights were given on June 7 to stock- 


holders of record on June 11 to  sub- 
scribe to two new shares for each share 
held, at $10 a share. These rights were 
fully exercised, giving the company $2,- 
000,000 of additional funds, half of which 
was applied to capital and half to sur- 
plus. The common capitalization was 
increased from 1,000,000 to 300,000 shares 
of $5 par value each. 


The earnings for the half year were 
therefore equal to $1.65 a share on the 
present common capitalization. This 
stock is now on a $1.50 annual dividend 
basis, payable quarterly. The earnings 
do not reflect any income from the ad- 
ditional funds paid in on June 30. At 
July 1 the company showed assets of 
$8,506,689, liabilities of $3,980,598, includ- 
ing a special voluntary reserve for con- 
tingencies of $1,000,000 and a surplus to 
policyholders of $4,526,091. 





INDIANA AGENTS’ MEETING 

Seven insurance agencies of Elwood, 
Ind., recently sponsored a field repre- 
sentatives’ convention held at the Wild- 
wood Country Club. Representatives 
and adjusters of the companies were in 
attendance. About seventy-five persons 
attended, the program opening in the 
morning with a gold tournament. Mayor 
W. A. Faust gave the address of wel- 
come. The principal speaker of the eve- 
ning was T. W. Stickney, Indianapolis, 
president of the board of directors of the 
Indiana Insurance Association. He talked 
on “Local Organization and General In- 
surance Conditions.” 





W. M. Cockrun, representative of the 
National Surety, recently spoke before 
the members of the Exchange Club of 
Muncie, Ind., on check losses. 
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Fireman’s Fund 


FIRE, AUTOMOBILE 
AND MARINE 
INSURANCE 


Hh is ) 








The Fireman’s Fund, Home Fire and Marine and Occidental Insurance Company are good companies to represents 





On April 18, 1906, the city of San Francisco 
was destroyed by fire and earthquake. About 
500 city blocks were laid waste, representing a loss of fully 
$350,000,000. Property was so generally underinsured, 
however, that the insurance losses paid were only $175,- 
000,000, or practically 50 percent of the total. Of the 28,183 
buildings destroyed, 24,671 were of frame construction and 
only two were of fire-proof Class A construction. 


The losses of the Fireman’s Fund were about $11,- 

500,000, the largest ever sustained by any company 

in a single conflagration in the history of the business. 

The Company settled all claims in full under a plan 

originated by J. B. Levison, then second vice-presi- 
dent, now president of the Company. 


Insurance Company 


SAN FRANCISCO 
CHICAGO NEW YORK 
BOSTON ATLANTA 
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Sellers’ Obligations 
On Marine Policies 


WARSAW RULES OF THIS YEAR 





These Obligations Will Be Placed Before 
Commerce Chambers and Others 
For Approval 





It is now possible to give the full text 
of the rule dealing with the duties of the 
seller as to insurance which was adopted 
at the recent Warsaw Conference of the 
International Law Association, and 
which will be included in the “Warsaw 
Rules, 1928” when they are placed be- 
fore Chambers of Commerce, underwrit- 
ing institutions, and similar bodies for 
approval. 

The insurance conditions are based on 
Rule No. 13, which reads: 

1. The obligation of the seller with 
regard to insurance shall be performed 
when he shall have procured (upon the 
terms current in the particular trade) 
from an underwriter or insurance com- 
pany of good repute a policy of marine 
insurance evidencing a valid and subsist- 
ing contract, which shall be available for 
the buyer. The policy must afford the 
holder thereof complete and continuous 
contractual protection against all those 
risks that are by settled custom insured 
against in the particular trade at the ime 
of shipment. 

The seller shall not be bound to pro- 
cure a policy covering war risks unless 
special provision to this effect shall have 
been made in the contract of sale. 


Certificates Are Accepted 


2. Should the policy not be available 
when the documents are tendered a Cer- 
tificate of Insurance issued in relation to 
a policy of insuranec as above defined, 
which reproduces the essential terms of 
the policy in so far as they concern the 
goods mentioned in the bill(s) of lading 
and invoice(s) and conveys to the holder 
thereof all the right under the policy, 
and shall be accepted in lieu thereof, and 
shall be deemed to represent a policy of 
insurance within the meaning of these 
rules. 

3. When it is the usage of the par- 
ticular trade for the seller to tender to 
the buyer an Insurance Broker’s Cover 
Note shall be deemed to represent a pol- 
icy of insurance within the meaning of 
these rules. 

4. The value of the goods for insur- 
ance purposes shall be fixed in accord- 
ance with the usage of the particular 
trade, but in the absence of any such 
usage it shall be the invoice c.if. value 
of the goods to the buyer, including 
freight, if any, which the buyer will be 
liable to pay at destination on the whole 
shipment being delivered, plus a margin- 
al profit of 10%. 

Since the amendments to the draft of 
this rule have already been dealt with, 
it is only necessary to point out that the 


words “underwriting or insurance com- 
pany of good repute” remains and are 
open to criticism on the grounds that 
they do not specifically require financial 
stability from the insurer; that the 
clause exonerating the seller from cov- 
ering war risks remains in the text de- 
spite the fact that Lloyd’s offered the 
opinion that it was not necessary, and 
that the recognition of certificates and 
insurancé brokers’ cover notes as docu- 
ments of good tender is not entirely sat- 
isfactory in view of the law with regard 
to the indispensability of a policy of in- 
surance in legal action in England. 


. 





PULVERIZED COAL COVERS 





Marine Underwriters Carefully Watch- 
ing Growing Use of Such Coal 
as Oi] Competitor 

Underwriters generally like to have 
something in the way of data to go upon 
before entering a market “baldheaded”. 
Some of the more careful have been 
eyeing pulverized fuel risks somewhat 
doubtfully, and have refused to enter 
the market until there is more experi- 
ence to guide them. Others, on the 
other hand, have acted as pioneers in 
the insurance of vessels burning pulver- 
ized fuel, and although they have some- 
what restricted their lines, this is cnly 
what is to be expected with any new 
departure, and is only on a par with 
those days when an underwriter refused 
steam risks but was prepared to “go the 
limit” on  sailers. 

A short while ago a naval engincer 
affirmed that if coal is to compete aga‘nst 
oil for use as ships’ fuel it will in the 
future have to be pumped on board ship 
and forced into furnaces like oil. Tht 
stage is brought appreciably nearer by 
the order which has just been given by 
the Berdwindmoor Steamship Company, 
Ltd., of Liverpool, for a steamer to be 
specially constructed for burning coal in 
powdered form as fuel. The vessel is 
to be a typical cargo ship of 8,000 tens 
deadweight capacity, with a speed of be- 
tween ten and eleven knots. 





H. M. CLARK DEAD 


Harry Morrison Clark. who conducted 
a local agency at Niagara Falls, died 
in his home in that city after a long 
illness, at the age of sixty-eight years. 
He was assistant secretary of the Ni- 
agara Falls Trust Company for a num- 
ber of years prior to his entry into the 
insurance business. His widow and a 
son survive. 





U. S. F. C. C. MEETING 


The executive committee of the United 
States Fire Companies Conference met 
this Wednesday in New York to discuss 
the trouble in Cuba which followed the 
resignation of one or more companies 
from the Cuban Association of Fire In- 
surance Companies. 














Assets $9,411,332.56 


John, Gold & Platt Streets 
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SCOTTISH UNION & NATIONAL INSURANCE CO. 
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Policyholders’ Surplus $3,710,699.84 


A Nine Million Dollar Company, Fifty Per Cent of Whose Assets Will Cover All Liabilities 


HALL & HENSHAW, AGENTS 








Liabilities $5,700,632.72 


New York City 











U. S. Mgr. 
Robert R. Clark 





FOUNDED 1805 


Caledonian Insurance Co. of Scotland 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
United States Head Office 
555 Asylum Street, Hartford, Conn. 
New York City Office 
1 Liberty Street, New York 


Asst. Mgr. 
Arthur H. F. ‘Shame 








FRANK KELLER’S NEW POST 

The Fire Association of Philadelphia 
and its affiliated companies, the Reli- 
ance, Victory and Constitution Indem- 
nity, announce the appointment of 
Frank Keller as assistant manager of 
the automobile department. Mr. Keller 
was formerly automobile special agent 
of the Fireman’s Fund group for Penn- 
sylvania. He has had several years’ 
training in the automobile field, and his 
connections prior to that with the Fire- 
man’s Fund included the Insurance Com- 
pany of North America and the Home 
of New York. ’ 
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LATE GRAIN STEAMERS 

3uffalo, Sept. 11—Operators of gl 
steamships on the Great Lakes have been 
notified by G. N. Harriman, manager 
of the Great Lakes division of the Am- 
erican Bureau of Shipping, that any of 
their craft to be utilized in the grain 
trade after October 1 must be inspected 
prior to that, date. Heavy insurance 
losses to grain steamers and cargoes in 
the latter part of the 1927 navigation 
season on the Great Lakes is responsible 
for the order, it is understood. Cost of 
such inspections will be about $35 for 
each steamer. 
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FRANK B. MARTIN, Asst. Manager. 
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FIRE, LIGHTNING, SPRINKLER LEAKAGE, AUTOMOBILE 
TORNADO, RIOT AND EXPLOSION INSURANCE 


. BRANCH, 12 Gold Street, eng York 
FRANK & DUBOIS United goatee Managers. ERNEST B 


DEPARTMENT MANAGERS: 
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INSURANCE CO., LTD., 
OF YORK, ENGLAND 
Established 1824 


BOYD, Underwriting Mer. 
WALLACE KELLY, Branch Secretary. 
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Franklin W. Fort 


Fire Reinsurance Treaties 


Eagle Fire Insurance Company 
Baltica Insurance Co., Ltd. 


18 Washington Place, Mowat, N. J. 


(New Jersey) 
(Denmark) 


Thomas B. Donaldson 














CAPITAL PAID IN.. 


. Smith, President 
BY Route, Secretary G2, 
L. Miller, Secretary 


R. C. Alton 
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National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1928 
ee eeeecesececcescesees $ 3,000,000.00 





peta hh FOR ALL ‘LIABILITIES. 26,549,875.91 
NET SURPLUS ...... osiececcccccces eee 14,525,817.16 
CONTINGENT RESERVE FUND........- 1,000,000.00 
ASSETS wccvicccrcccckocssccccsceccsres seccceccecesess 44,075,693.07 
TOTAL SURPLUS. TO" ‘POLICYHOLDERS. . ccoccccccccccccce 18,525,817.16 


F. D. Layton, Vice-President 
Cowee, Secretary 
C. C. Hewitt, Secretary 
Assistant Secretaries 
L. C. Breed (Automobile) 
V. I. G. Petersen (Marine) 


S. T. Maxwell, V.-Pres. & Sec’y 
R. M. Anderson, Secretary 
F. B. Seymour, Treasurer 


H. B. Collamore 











agents. 











NEWARK FIRE INSURANCE COMPANY 
Newark, N. J. 


A Company with a continuous 
and unblemished record of over 
a Century in protecting the 
interests of policyholders and 
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John Simpson Issues 
Second Auto Law Book 


OVER 





HAS 1,000 DECISIONS 





New Chapters On Confiscation and 
Compulsory Insurance, Mutuals 


and Reciprocals 





John Simpson, author, lawyer, and 
contributor of articles on legal phases 
of automobile insurance in the columns 
of The Eastern Underwriter, has just 
issued the second edition of his work 
entitled “The Law Relating to Automo- 
bile Insurance,” which made its appear- 
ance in 1921. This volume had such a 
widespread demand among underwrit- 
ers, loss department heads and insur- 














JOHN SIMPSON 


ance lawyers, that Mr. Simpson this 
year brought the book up to date with 
all the important decisions rendered on 
automobile insurance since 1921, and 
also including those in the first edition. 
The present edition contains over 
1000 decisions. The sections have been 
more than doubled and-new chapters 
on confiscation insurance, compulsory 
liability insurance and mutual and re- 
ciprocal companies and _ associations 
have been added. As before, the Eng- 
lish and Canadian decisions to date 
have been included. Mr. Simpson’s aim 
has been to make the edition useful to 
the lawyer, insurer, insured and _ all 
others interested in automobile insur- 
ance. The volume contains nearly 500 
Pages, is handsomely bound and is of 
convenient size. The price per copy is 
$8.50, sold at the office of The Eastern 
Underwriter in New York. 
Among the chapter headings are the 
following: Constitution of the Contract; 
Construction of Policy; Reformations, 
Cancellations, Proofs of Loss; Agents, 
Brokers and Adjusters; Arbitration, 
Appraisal and Award; Extent of Loss 
and Amount of Recovery; Option to 
\epair; Representations and Warran- 
tes; Subrogation; Actions and De- 
fenses; chapters on fire, theft, collision, 
Confiscation, transportation, liability, 
and compulsory insurance; policies and 
Onds covering public service vehicles, 
and mutuals and reciprocals. 
What Constitutes Auto Theft 

An interesting section of Mr. Simp- 
Son's book has to do with what con- 
stitutes the theft of an automobile. 

€se sections follow, except that all 
the Specific case references, which ap- 
in the edition, have been omitted 
Te: 


“A Policy covering theft, robbery or 


pilfering usually covers only a felonious 
asportation. The question whether 
there was asporation may be for the 
jury. In an action on a theft policy, 
there was evidence tending to show 
that the car was parked on a grade, 
with brakes set and the gears locked, 
and a third person entered it, released 
the brakes and ran it down the hill, 
then abandoning it. It was badly dam- 
aged by collision with a house, the re- 
pair bill being $631. It was held the 
question of aSportation was for the 
iury, whether there is a theft not be- 
ing dependent upon the length of time 
the property is converted, or the ex- 
tent of its use by the thief, if posses- 
sion is actually taken by a wrongdoer; 
and intent to steal can be inferred, even 
though the possession is, but tempo- 
rary. The doing of acts reasonably con- 
sistent only with an attempt ‘to start 
an automobile with intent to steal it 
may be made theft by statute. An 
automobile, insured against five, theft. 
robbery, pilferage, was locked and 
etored in the insured’s locked garage. 
Next mornin~ it was found that the 
garage had been broken into and much 
damage done to the car, including the 
destruction of the tires, the upholstery 
and the painting, the cuttine of the wir- 
ing and top of the car, and that the 
battery had been greatly run down since 
it was put into the garage. It was 
held that the car had been stolen with- 
in the meaning of the section which 
provides that ‘Theft is committed when 
the offender * * * begins to cause it to 
become movable,’ that is, the thine in 
question. The court said: ‘This section 
goes much beyond the common law 
definition of a theft, and it was prob- 
ablv intended to cover cases where the 
thief had done something. intending to 
steal an article and had failéd to carry 
it away.’ 
Intent to Steal Necessary 


“Tt is well settled that at least in the 
absence of a statute providing other- 
wise, there must be intent to steal to 
make an insurance company liable un- 
der a policy insuring against ‘theft, 
robbery or pilferage.’ One cannot be 
convicted of either theft, robbery or 
pilferage unless he had the intent to 
steal; and there is no authority for giv- 
ing anv different meaning to these 
words in a contract of insurance - in 
which it is stipulated that the company 
will be liable for loss or damage to an 
automobile resultine from theft, rob- 
bery or pilferage. If the person taking 
the automobile had the animus rever- 
tendi, the intention to return it, he is 
not guilty of theft, or robbery, or pil- 
ferage, even though he took the ma- 
chine without the owner’s consent. The 
intent to steal is a necessary ingredient 


in all three offenses. Such a policy 
does not cover a loss where the auto- 
mobile was wrecked while lawfully in 
the possession of an employe of a 
garage company, under instructions to 
deliver it to the owner, although the 
employe went out of his way in making 
tne trip. ‘Lhe fact that the person tak- 
ing the automobile was guilty of a mis- 
demeanor under the state ‘automobile 
act’ would not authorize a recovery by 
the owner, if there was rio showing of 
au micut to steal. 

“An automobile insured against theft, 
robbery, or pilferage was taken from 
the owner's garage without his knowl- 
cdge by persons unknown and returned 
in a damaged condition. ‘It was held 
that the damage and loss were not 
within the terms of a policy providing 
agaist ‘theft, robbery, or pilferage’; 
that ‘pilferage’ has but one meaning 
and is some torm of stealing. An auto- 
mobile dealer’s employe, on being dis- 
charged because ot dull business, bor- 
rowed an automobile insured by the 
dealer against theft, robbery or pilfer- 
age, to search for employment, promis- 
ing to return it in a day or two. After 
trying to sell it within the state (Ken- 
tucky) he drove it to Missouri, where 
it was found some six or seven weeks 
later in a remote part-of the state in a 
badly battered and damaged condition 


An Effectual Conversion 


“It was held that this. was as effectual 
a conversion as if he had actually sold 
the machine and appropriated the pro- 
ceeds. In an action on an automobile 
theft policy, it was held that the evi- 
dence showed theft of the car with 
felonious intent where it appeared that 
a discharged servant of the plaintiff un- 
locked the garage and put the batteries 
and other equipment on the car and 
drove it away without the owner’s 
knowledge or consent, and the equip- 
ment was not on the car when it was 
returned by him in a damaged condi- 
tion. 

“In an action on a theft policy there 
was evidence from which the jury could 
find that the spare tire had been re- 
moved by the person who took the car 
from the plece where it had been left 
by the owner, and that the car had been 
deliberately impelled into a quarry hole, 
in which, but for the chance that it was 
caught on a rocky ledge, it would have 
disappeared from sight in water sixty 
feet deep. The court said: ‘This would 
justify a finding of deliberate theft, a 
taking with intent to deprive the owner 
permanently of his property for the pe- 
cuniary benefit of the taker. It is none 
the less theft that the wrongful acqui- 
sition of the spare tire may have been 
the thief’s real purpose, and that he 
may have discarded the car where he 
thought it would disappear forever lest 
it prove a valueless and dangerous pos- 
session.’ ” 





DARBY VICE-PRESIDENT 


David M. Darby has been elected a 
vice-president of Fred S. James & Co. 








APPLETON & COX, Inc. 


1 South William Street, New York 





AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admited Assets, $6,034,982.98 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $9,771,118.88 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,363,929.39 











WRITE FOR OUR AGENCY PROPOSITION 





























IF YOU DON’T KNOW, 
Look in 


THE INSURANCE ALMANAC 
$3.00 per Copy 


80 Maiden Lane 
New York, N. Y. 











SALVAGING THE LUTINE 


Lloyd’s Contracts With Two Dutch 
Firms for Effort to Rescue Over 
$8,000,000 in Metal 


A British United Press telegram from 
Amsterdam, Holland, says that a con- 
tract has been arranged by Lloyd’s with 
two well known Dutch salvage firms for 
the exclusive rights to endeavor to ob- 
tain gold and silver, valued at 20,000,000 
guilders, about $8,300,000, from the ship 
Lutine which was sunk off the inland of 
‘Lerscheling near the coast of Holland 
in 1799, 

The Lutine, under the command of 
Captain Skinner, set out from the Yar- 
mouth Roads on Oct. 8, 1799. She was 
o.iginally a French warship of 900 tons, 
but was transferred in 1793 to the British 
flag. When she left the Yarmouth 
Koads the Lutine had on board a large 
sum of money for the payment of Brit- 
ish troops who were then helping Hol- 
land against the French. There were 
also on board bars of gold and silver 
consigned to Hamburg. 

‘The vessel became stranded off the 
coast of Terschelling. She sank at 2:30 
in the morning of Oct. 10, 1799, and all 
on board were lost. Since then many 
attempts have been made to recover the 
sunken bullion. The Dutch government 
recovered gold and silver valued at more 
than 670,000 guilders in 1880. Fourteen 
years later some more of the gold was 
recovered. The rights to recover the 
precious metals are said to have been 
transferred to Lloyd’s. 

The two Dutch companies which have 
now secured a contract will work with 
the very latest salvage material. The 
most elaborate machine to be used is 
popularly known as a “sand sucker,” 
which lifts sand from the ocean bed but 
does not hold up the work by obstruc- 
tion in the dredger. 








FILMS ON SAFETY AT SEA 


A number of short British motion pic- 
tures, produced by A. E. Jones, are to 
be released during the fall film season. 
Several of them depict in graphic fash- 
ion various aspects of the work being 
carried on by Trinity House in order 
to render the seas safe for navigation. 
Trinity House has authority over Brit- 


ish lighthouses and pilots, and gives 
counsel to the Board of Trade on sea 


matters. Its work is done by ten Act- 
ing Elder Brethren, and it derives its 
revenue from British port dues. “Sen- 
tinels of the Sea” includes pictures of 
about a dozen of the principal light- 
houses on the South Coast, including 
that of the Lizard, said to possess the 
most powerful lighting apparatus in ex- 
istence, and the celebrated Wolf Rock, 
the building of which, in the open sea 
midway between Land’s End and the 
Scilly Islands, occupied twenty years. 





W. A. Trombley, Jr., has opened a 
general insurance business at 86 McKin- 
ley avenue, Kenmore, Buffalo. 
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Ad Conference Program John A. Diemand to Be 


Looks Unusually Good 


THREE BIG DAYS AT WASHINGTON 





Convention to Hear Such Leaders as 
R. B. Hull, Merle Thorpe, J. E. Kava- 
nagh and E. I. Taylor 





The completed program of the Wash- 
ington meeting of the Insurance Adver- 
tising Conference, as released this week 
by George E. Crosby, general chairman 
ot the program committee, reveals a 
line-up of speakers and topics which 
retlects great credit upon the commit- 
tee. As already announced, a special 
get-together dinner and social time will 
be the attraction for Sunday evening, 
September 30, with a special compli- 
mentary organ recital between four and 
five that afternoon. 

With the formal opening of the meet- 
ing Monday morning, October 1, the 
speakers as given out last week are: 
W. L. Barnhart, director ot development 
publicity for the National Surety; judge 
UO. B. Kyon of Streator, Lil, consulting 
counsel of the laws committee, National 
Board of Fire Underwriters and one of 
the advisors in the torthcoming public 
relations campaign of the National 
Board, and Koger 8. Hull, managing di- 
rector and general counsel of the Na- 
tional Association of Life Underwriters. 

Merle Thorpe Luncheon Speaker 


The Monday noon luncheon will be 
presided over by ‘Treasurer Luther B. 
Little of the Conference, who is pub- 
licity manager of the Metropolitan Life. 
The speaker on this occasion will be 
Merle Thorpe, editor of “The Nation’s 
Business,” who will speak on the sub- 
ject “What the United States Chamber 
of Commerce Has Done, Is Now Doing 
and Has Yet to Do For Insurance.” 
This luncheon will probably be held in 
the Rose Room on the roof. 

Monday afternoon there will be the 
sessions of the casualty, fire and life 
groups to be held in various rooms. The 
programs for the group meetings Mon- 
day and Tuesday afternoon have not 
yet been announced. 

The committee for the casualty group 
includes Harry A. Warner, advertising 
manager of the Maryland Casualty, 
chairman; C. E. Rickerd, advertising 
manager, Standard Accident; Ralph W. 
Smiley, director of publicity, Globe In- 
demnity, and A. W. Spaulding, manager 
production department, Hartford Acci- 
dent & Indemnity. 

For the fire group the committee in 
charge is Warren W. Ellis, chairman; 
W. W. Darrow and H. V. Chapman. Mr 
Ellis is assistant to the manager of the 
National Board of Fire Underwriters; 
Mr. Darrow is advertising manager of 
the Home, and Mr. Chapman, advertis- 
ing manager, Ohio Farmers. 

The committee for the life group ses- 
sions is J. P. Licklider, chairman, who 
is director of publicity and sales re- 
search of the Missouri State Life; John 
Hall Woods, advertising manager of the 
Great Northern Life, and B. N. Mills, 
assistant secretary and advertising man- 
ager of the Bankers Life of Des Moines, 
Ia. Monday evening there will be a 
meeting of the executive committee at 
7:30 p. m. 

J. E. Kavanagh Featured 

On Tuesday morning, October 2, the 
second general session will convene. 
John Hall Woods will preside at this 
session which will open with an address 
by Second Vice-President James E. 
Kavanagh of the Metropolitan Life, 
whose subject. will-be, “Indirect Adver- 
tising for Direct Results.” Vice-Presi- 
dent Kavanagh’s address will concern 
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Shifted to Chicago 


IMPORTANT “ZURICH CHANGE 





Brings Company Under Centralized 
Control in West; Love and Talbert 
to Handle Eastern Affairs 





John A. Diemand, assistant United 
States manager of the Zurich in charge 
of its Eastern department, will be trans- 
ferred to Chicago shortly after October 
1 to assist in the general management 
of the company whose United States 
head offices have been located in Chica- 
go since operations were commenced in 
January, 1913. This announcement is of 
distinct interest in casualty circles due 
to the prominence of the Zurich and the 
wide scope of its operations. 

The Eastern department of the com- 
pany, following Mr. Dieman’s transfer, 
will be placed under the joint super- 
vision of John S. Love, who has heen 
executive underwriter. and R. E. Talbert, 
general counsel in charge of the cla'm 
department. 

At the same time there will be a com- 
plete centralization of the management 
of the company in Chicago, in which a 
number of agencies now reporting to the 
New York office will report to Chicago 
direct. 

Production matters in the Metropoli- 
tan New York district will continue to 
be handled by Minner & Yoost, metro- 
politan managers, successors to John G. 
Hilliard. Inc., who were appointed Janu- 
ary 1, 1913. 

Dieman’s Career 

Mr. Diemand started in the insurance 
business twenty-five years ago under Dr. 
R. S. Keelor, who was then with the 
old Philadelphia Casualty. His first no- 
sition was as a stenographer. In 1910 
he was made manager of the claim de- 
partment and in December of that year 
when the Philadelphia Casualty was sold 
to the Fidelity & Deposit, he went along 
in the same capacity. 

In August, 1913, Mr. Diemand joined 
the Zurich in charge of its claim de- 
partment in Chicago. This was shortly 
after the company had commenced its 
operations in this country. After hold- 
ing this post for six months and demon- 
strating his abiilty to assume greater re- 
sponsibility, he was put in charge of un- 
derwriting for the entire country with 
the title of superintendent of agencies. 

Due to the large volume of business 
written in the Eastern states, particular- 
Iv in New York Citv, and the necessity 
of having an executive here to represent 
the companv at meetines of the National 
Burean of Crsualtv & Surety Underwrit- 
ers, Mr. Diemand was transferred to 




















New York in January, 1916, with the 
title of- general superintendent. Five 
years later when A. W. Collins succeed- 
ed H. W. Letton as U. S. manager, Mr. 
liemand was elected assistant U. S. 
manager, maintaining, however, head- 
quarters in New York City where the 
interests of the company justified the 
residence of an executive. 
Careers of Love and Talbert 


John S. Love, who will assume the 
underwriting management of the Eastern 
department, was an engineer with the 
New York Central before he entered the 
insurance business. In 1915 he joined 
the New York Rating Board and a year 
later was made assistant chief inspector 
of the Pennsylvania Compensation Rat- 
ing & Inspection Bureau. When he re- 
signed from the bureau to join the Zu- 
rich in June, 1926, he was assistant man- 
ager. With the Zurich Mr. Love has 
made a reputation as a keen under- 
writer. : 

Rk. E. Talbert, general counsel in 
charge of the claim department, is a 
graduate of the University of Missouri. 
From 1911 to 1925 he was a practicing 
attorney in Kansas City, representing 
the Zurich and a number of other com- 
panies as their insurance attorney. In 
December, 1925, he was selected by the 
Zurich to be general counsel in its East- 
ern department which position he has 
handled capably. 





JOYCE JUBILEE YEAR CONTEST 


The National Surety is now conduct- 


ing a contest among its agencies for in- 
creased production as part of the Joyce 
jubilee year in commemoration of twen- 
tv-five years of service of Chairman 
William B. Joyce as head of the com- 
pany. Those agencies that show a sub- 
stantial increase in volume over last 
year will receive an insignia as well as 
a special memorial medal. 











September 15th next, 


Indemnity Company. 








The Franklin Surety Company 
123 William St., New York 


Announces 


that it has appointed as home office manager 
of its Fidelity and Surety Department, from 


MR. GARRETT B. CARMAN 


formerly Superintendent of the New York 
Bonding Department, London & Lancashire 


Hay pies 

















JOHN R. YOUNG KILLED 





Guardian Casualty President Victim of 
Automobile Accident While Motor- 
ing Through South Dakota 
John R. Young, president of the Guar- 
dian Casualty of Buffalo and a promi- 
nerit figure in insurance circles there, 
was killed on Wednesday in an automo- 
bile accident near Doland, S. Dak., while 
motoring back home with his wife after 
a trip to the Pacific Coast. Mrs. Young 
was in the car at the time of the acci- 
dent but escaped serious injury. It is 
understood that Mr. Young’s car was 
forced off the road and he was pinned 
beneath it. Owen B. Augspurger, execu- 
tive vice-president of the company, was 
notified of his death by wire and leit 
Buffalo immediately to meet Mrs. Young 

in Chicago. 

Born in Yokum, Texas, in 1881, Mr. 
Young entered the insurance field there 
when a young man. Later he went to 
Kansas City and then to New York. 
He organized the Merchants Mutual 
Casualty in Buffalo in 1918 and became 
its president. About six months ago he 
formed the Guardian Casualty in com- 
pany with a number of other Buffalo 
capitalists. 

Mr. Young was also president of the 
Metropolitan Commercial Corporation 
and the Automobile Finance Co. of Buf- 
falo, as well as chief executive of the 
Metropolitan Securities Corporation of 
Cleveland. He had been prominently 
identified with the civic and fraternal 
life of Buffalo since becoming a resi 
dent of the city. 

Funeral arrangements were deferred 
pending the return of Mr. Augspacker 
and Mrs. Young. 





KENDRICK ELECTED PRESIDENT 





Ex-Mayor of Philadelphia to Give Full 

Time to Affairs of Commonwealth 

Casualty; Company Growing Fast 

A Philadelphia item of interest this 
week was the election of W. Freeland 
Kendrick, former mayor of the Quaker 
City, as president of the Commonwealth 
Casualty. Mr, Kendrick succeeds Henry 
C. Stewart who has resigned, and he 
plans to devote all of his time to the 
affairs of the company, making heat- 
quarters at the newly opened home oF 
fices, 523 Chestnut street. 

In taking the leadership of the Com 
monwealth, Mr. Kendrick will have the 
full co-operation of E. W. Cook, bee" 
has been its vice-president and genera 
manager. The net premiums written by 
the company during the first eight 
months of this year totaled $2,309,898 @ 
compared with $1,920,492 during the 
same period of time last year. Its ca? 


ital is now $1,100,000 and its total assets 
$3,996,123. Under Mr. Kendrick it is & 
pected that still further advances wi 
be made. 
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Plenty of Variety in 
White Sulphur Program 


CONVENTION TO BE OCT. 2 TO 4 





Golf Tournaments Figure Prominently 
in Activities for Both Men and 
Women 





The big joint convention of casualty 
and surety executives and agents, to be 
held this year from October 2 to 4 at 
White Sulphur Springs, W. Va., prom- 
ises to be full of interest from beginning 
to end, judging from the tentative pro- 
gram just released by the International 
Association of Casualty & Surety Under- 
writers and the National Association of 
Casualty & Surety Agents. The speak- 
ers are nationally prominent and the 
three afternoons of sport events ar- 
ranged with golf tournaments for both 
ladies and men will carry a wide appeal. 

E. A. St. John, president of the Na- 
tional Surety, who heads the Interna- 
tional Association this year, will open 
and preside at the opening session and 
the first speaker to be heard is Walter 
W. Head, former president of the Amer- 
ican Bankers’ Association whose topic is, 
“A Changing World.” Thomas P. Henry, 
president, American Automobile Asso- 
ciation, follows with a talk on, “Com- 
pulsory Automobile Liability Insurance.” 
James A. Beha, superintendent of insur- 
ance in New York, is also on the morn- 
ing program, while Dr. A. Ray Petty, 
of Philadelphia, will talk to those present 
on, “The Imperatives of Achievement.” 

» Golf and Horseshoe Pitching 

During the morning the women’s golf 
tournament will be in progress, consist- 
ing of dighteen holes, medal play, with 
prizes for low gross and low net score. 
And at one o'clock or thereabouts the 
men’s tournament, always eagerly await- 
ed, swings into action with eighteen 
holes, medal play. It looks like some 
friendly competition between company 
players and agents with prizes for the 
winner and runner-up for low net and 
low gross scores. Then comes the wom- 
en’s putting contest with a prize for the 
winner and the horseshoe pitching con- 
test for the men lovers of this old-fash- 
ioned sport. There will be a prize each 
for the winning team of two players. 

The dinner and round table discussion 
of the National Association of Casualty 
& Surety Agents occurs Tuesday eve- 
ning with Charles H. Burras, president, 
presiding, after which moving pictures, 
cards and informal dancing will be on 
the program of social activities. 

To Hear Congressman Underhill 

A congressman, insurance commis- 
sioner and editor are on the program for 
Wednesday morning, followed by an ad- 
dress by Mr. Burras at the close of the 
session. First will be Charles L. Under- 
hill, congressman from Massachusetts, 
on, “The Other Side,” then Clarence Ax- 
man, editor of The Eastern Underwriter, 
will tell, “How 1928 Soviet Russia Looks 
to a Newspaper Man,” after which How- 
ard P. Dunham, commissioner of insur- 
ance in Connecticut, will deliver an ad- 
dress. 

The women’s golf tournament contin- 
ues during the mornine while in the af- 
ternoon there will be “golf as usual” for 
the men, including an 18-hole special 
medal handicap for players with a handi- 
cap of eighteen or over. Prizes, of 
course, for low net score. turned in by 
company and agent players. Auction 
bridge is an attraction for the ladies with 
a continuation of the horseshoe pitching 
contest for the men. 

A joint convention dinner Wednesday 
evening winds up the activities for that 
day. 

Business Sessions Thursday Morning 

Business meetings of both associations 


take up all of Thursday morning, the 
program of events being as follows: 

For the International Association of 
Casualty & Surety Underwriters— 

Call to order by the president: E. A. St. John. 
Roll call and record of representatives (prelim- 
inary report of committee on _ registration): 
W. J. Falvey, chairman. Report of the secre- 
tary-treasurer: F. Robertson Jones. Report of 
the auditing committee: F. J. Parry, chairman. 
Report of the committee on blanks: Benedict 
D. Flynn, chairman. Final report of the com- 
mittee on registration: W. J. Falvey, chairman. 

Report ,of committee on resolutions; report 
of committee on nominations; election of offi- 
cers and standing committees; unfinished busi- 
ness, and new business. 

Business of Agents Association 

Call to order by the president: Charles H. 
Burras. .Roll call and record of members pres- 
ent. Reading of minutes of 1927 convention. 
Report of the secretary-treasurer: Dorr C. Price. 
Report of the auditing committee by its chair- 
man: J. K. Walker. Report of the executive 
committee by its chairman: James W. Henry. 

General discussion.. Report of committee on 
resolutions. Report of committee on nomina- 
tions. Election of officers. Unfinished business. 
New business. 

Announcement of committee appointments by 
President St. John of the Internatoinal Asso- 
ciation of Casualty & Surety Underwriters as 
well as committee appointments by President 
Burras of the National Association of Casualty 
& Surety Agents. 

The concluding event in the men’s golf 
tournament on Thursday afternoon is 
the consolation round of eighteen holes, 
medal play with prizes for the winner 
and runner-up, low net and low gross 
score. There will be eight prizes for 
company players and agent players. In- 
cluded in this round will be eighteen 
holes special medal handicap for players 
with a handicap of under eighteen with 
prize for low net score. 





ASSIGNED TO WORCESTER 

Wallace A. Ockerbloom has been ap- 
pointed assistant manager, casualty 
lines, of the Worcester branch office of 
the Travelers. Mr. Ockerbloom was as- 
signed to Worcester in 1925 as a field 
assistant, casualty lines. Prior to that 
time he had been in claim work for the 
company in Springfield. 


CENTRALIZATION OF CLAIMS. 





All Losses Paid By Buffalo On Insur- 
ance and Surety Bonds Bought Must 
Be Through City Auditor 
Centralization of all insurance and 
surety bond claims of the city of Buf- 
falo is now in’ effect there as the result 
of an order issued by the corporation 
counsel directing that all policies and 
surety bonds purchased by the munici- 
pality and its various departments here- 
after must be placed in the custody of 
the city auditor. Any claim for loss will 
be made through the auditor as custo- 

dian of the policies. 

The Buffalo investigation into the 
purchase of municipal insurance is still 
progressing but no definite announce- 
ment has been made as to what plan 
will be followed by its special insurance 
committee headed by Joseph W. Becker. 
The committee is seeking some means 
of reducing the cost of municipal in- 
surance. 





JERSEY SURETY BOND PROBE 

D. Frederick Burnett, counsel for the 
New Jersey bank probe committee, of 
which Senator Francis B, Davis is chair- 
man, has returned from his vacation. 
The committee will resume its session 
at Trenton on September 24, at which 
time the probers will take up the surety 
bonding business and take testimony 
bearing on the way some of the surety 
bonds are issued. Among those who are 
to be examined are the Branleygran 
Surety Bonding Co. of Jersey City: and 
the Liberty Surety of Trenton. Theo- 
dore Brandle is president of the former 
company and Newton A. K. Bugbee is 
president of the latter. 





TRAVELERS INDEMNITY DRIVE 

The Travelers Indemnity has started 
its big burglary, plate glass and boiler 
campaign and agents of the company 
have three months ahead of them in 
which to roll up new production records. 








Starting in 1920 with a capital of 
$500,000, and a premium income of 
$2,794,390, Union Indemnity Com- 
pany has in less than eight years 
amassed a capital and surplus in 
excess of $4,000,000 and a combined 
premium income that will exceed 
$14 000,000 for 1928. 


Northweste n Casualty 
& Surety Company 


Bankers & Merchants Fire 
Insurance Company 











tie up with a fast 
owing Aggressive Company 


Address Agency Department 


Union Invemniry Company 


UNION INDEMNITY BUILDING, NEW ORLEANS 





Sound underwriting, liberal poli- 
cies, aggressive management and re- 
sources adequate to handle the largest 
contracts, have made this growth 
possible. 

If you are looking forward to a con- 
nection that will help you grow with 
a growing company, Write us about 
it. We will be glad to go into 
details. 


LajSalle Fire Insurance 
Company 


Union Title Guarantee 
Company, Inc. 

















—_——— 


Travelers’ Survey On 
U. S. Crime Situation 


60% IN JAIL FOR BURGLARIES 





Conclusion Is that Robbery, Theft and 
Larceny Constitute Major Factors 
in Criminal Arrests 





Nearly 60% of the men prisoners con. 
fined in state penitentiaries, prisons and 
reformatories in the United States have 
been sentenced on the charges of bur- 
glary, robbery, theft or larceny, or as a 
result of more serious crimes, such as 
murder, which were the aftermath of 
such acts. 

This disclosure on the crime situation 
in this country has been revealed by 
the burglary department of the Travel- 
ers Indemnity which conducted a na- 
tion-wide study, comprising seventeen 
state prisons, twenty state penitentiaries 
and eleven state reformatories in thirty- 
five states. 

In twenty-four of the institutions 
where information was obtained on the 
number of prisoners who had been sen- 
tenced on more serious charges result- 
ing from burglary, robbery, theft or 
larceny, it was disclosed that the addi- 
tion of these brought the total to nearly 
60% of the prison population that had 
been convicted either as a result of one 
or the other of the four offenses, or be- 
cause of the more serious crimes grow- 
ing out of them. 


Three Out of Every Five 


Since the survey disclosed that prac- 
tically three out of every five of the men 
inmates comprising the population of the 
state penal institutions covered by the 
investigation have been convicted on the 
charges included in the study, the con- 
clusion is reached that burglary, rob- 
berv, theft and larceny constitute the 
major factors in the more serious crime 
problem in the United States. It also 
is pointed out that people have more 
to fear from burglary, robbery, theft 
and larceny at the hands of the crim- 
inally inclined than from all other crimes 
combined. 

Of a total of 59,742 confined in the 
forty-eight state penal _ institutions, 
there were 29,949, or 50.1% serving time 
on one or the other of the four spe- 
cific charges cited. Men’s reformatories 
have a larger percentage of their popu- 
lation serving time on one or more of 
the charges, or as a result of the more 
serious crimes resulting from them, than 
either penitentiaries or prisons. In the 
eleven reformatories there was approxi- 
mately 70% that had been so convicted, 
while in the prisons and _ penitentiaries, 
the survey showed approximately fifty- 
forr and 50% respectively. 

An even higher average percentage for 
the forty-cieht institutions as a whole 
would have been obtained had the study 
been made on the basis of the number 
of yearly commitments instead of on the 
basis of the total prison population. 


GRUHN SUCCEEDS JANISCH 








Made Acting Manager and Secretary of 
American Mutual Alliance; Many 
Years With Organization 
A. V. Gruhn, who has been with the 
American Mutual Alliance of Chicago 
ever since its organization as am assis 
tant to H. P. Janisch, who recently te 
signed as general manager to join the 
National Shawmut Bank of Boston, has 
been made acting manager and secre: 
tary of the organization and will direct 
its activities in the field of mutual i 

surance. 


Mr. Gruhn for some time has been § 


secretary of the Federation of Mutual 
Fire Insurance Companies and will con- 
tinue in this capacity along with his “ 
ecutive work in the American Mutua 
Alliance. 
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SOLE DISTRIBUTOR 


EASTERN UNDERWRITER 








DELIVERIES NOW BEING MADE 
OF 
THE SECOND EDITION OF 


‘The Law Relating 


Automobile Insurance 


JOHN an 


The first edition of this most valuable work 
was sold out completely. There were hun- 


dreds of requests for copies after the sell 
out. 


The second edition has now been received 
from the printer. It is the ONLY 
text book on motor car insurance law. It 
treats the subject completely and has been 
approved by many leading legal authorities. 
This second edition is three times as large 
as its predecessor and has been brought 
down to date. 


The new edition treats of over three times 
the number of automobile insurance de- 
cisions as the first and contains more than 
three times the amount of text. More than 
1,000 cases are dealt with. 


Adjusters, Brokers, Special Agents and Agents will find The Law 
Relating to Automobile Insurance a most valuable addition to their 
equipment. 


PRICE $8.50 
(Delivered) 


THE 
COMPANY 


110 FULTON STREET 
NEW YORK 


-——_— aw ew ee ee ee ee ee 


The new subjects which have come up since 
the publication of the first edition in 1921— 
New Warranties and Conditions, such as 
the Safety Device Clauses; Compulsory In- 
surance; Confiscation Insurance, etc., are 
fully treated. 


No insurance library should be without 
this work. No legal department can afford 
to be without ready access to its pages. It 
is invaluable to the law practitioner as an 
authority and reference work. 


Underwriters and department heads should 
have this book at their command as an aid 
to answering perplexing legal questions 
which come to them from time to time. 


ee ee Sf eee ee eee 


The Eastern Underwriter Co., 
110 Fulton Street, New York City. 


Gentlemen: 


Please send me copy of the new Second Edition of Simpson 
on THE LAW RELATING TO AUTOMOBILE INSURANCE, 
price $8.50. 
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“Better Agents” Theme 
Of H. & A. Conference 


DECIDE ON YEARLY MEETING 








Aviation and Public Relations Prove 
Big Topics; Poor State of Health 
Insurance Analyz 





One theme predominated all of the 
addresses and discussions at the annual 
convention of the Health & Accident 
Underwriters Conference last week at 
the Edgewater Beach Hotel,, Chicago, 
and that was the need for better quali- 
fied agents. 

The conference discussed 
portant topics as aviation, public rela- 
tions, adequate health rates and dec- 
linations, and in each of them that plea 
was recurrent. The advertised theme 
of the convention was “Underwriting,” 
but it was overshadowed by the more 
potent thought of “Better Agents.” 

121 in Attendance 

The conference voted to hold but one 
meeting yearly instead of the usual two 
meetings. This action came as a result 
of an informal poll of the member com- 
panies to vet their sentiment, the result 
of which favored the one meeting plan 
by a margin of three to one. More than 
half of the comnanies voted to hold the 
one meetine either in May or June. 

Philadelphia made a strong bid for 
the 1929 convention, but because so 
manv of the companies are in the 
Middle West there was a strong senti- 
ment to continue holdine the conven- 
tions at Chicago. The matter was left 
to the executive committee. 

The membership committee reported 
the addition of the Employes Indemnity 
Corp. and the Hardware Mutual Cas- 
ualty to the conference roster. There 
was a total attendance of 121. of which 
ninety-eight came from fifty-four mem- 
ber companies. There were twenty- 
three guests. 

Study Public Relations Report 

Public relations and advertising were 
among the outstanding topics of the 
convention. The conference has been 
talking about -the matter for many 
years and sought the aid of the Insur- 
ance Advertising Conference in compil- 
ing a workable proeram and it was the 
submission of this report that brought 
the matter to the fore. 

“he recommendations, which discus- 
sed health and accident insurance from 
every angle, and was compiled as a 
result of a survey made by Clifford 
Elvins and a select committee of the 
insurance advertisine men. was read to 
the conference by John Hall Woods, a 
member of each organization. Copies 
were not available for distribution. The 
report suggested a _ public relations 
committee. Appointment of a committee 
of three was ordered by the conference 
with instructions to make specific rec- 
ommendations at the 1929 convention. 

The report pointed out that there 
was a grave misunderstanding as to 
health and accident insurance on the 
part of the public, largely due to com- 
plicated policy forms and to unqualified 
agents. Simplified and uniform policies 
were recommended as the best way to 
eliminate petty and harmful competi- 
tion. It was declared that some agents 
will criticize the claim settlements: of 
another company to get business which 
creates an unfavorable’ impression. 
Also, agents fail to inform policyhold- 
ers as to their protection and when a 


such im- 


claim arises there may be a harmful 
misunderstanding. 
With this as a preface the report 


suggested that the agents be made to 
understand the business and that even 
the home office personnel should be in- 
structed as to the aims of the com- 
panies. House organs and study clubs 
were urged while education of the pub- 
lic for the time being could be handled 
by pamphlets and booklets prepared by 
the conference and distributed by the 
member companies. Newspaper adver- 





APPLICATIONS FOR 





Georgia Casualty Company 
Atlanta, Georgia 
HARRY C. MITCHELL, President 


COMPLETE CASUALTY INSURANCE SERVICE 


AGENCIES SOLICITED 








tisements prepared by the conference 
and to be paid for by the agents were 
proposed, while news artiches could be 
distributed from the conference head- 
quarters. 

It was also emphasized that a sales 
manuel is urgently needed. The re- 
port suggested employment of an ex- 
pert to handle the public relations 
work. Much should be done by the 
companies to get themselves in order 
before embarking upon a newspaper 
campaign, it was said, though a test 
campaign for the future was recom- 
mended. 

E. C. Budlong’s Analysis of Report 

E. C. Budlong, chairman of the pub- 
licity committee of the conference, 
submitted an analysis of the report and 
presided at the general discussion. His 
committee approved the following fea- 
tures of the report as available for im- 
mediate use: 

Establishing of closer relations be- 
tween company and agents; training of 
all home office employes in order that 
every clerk shall know the vital prin- 
cipals of the business; development of 
house organs and policy holders pub- 
lications and careful, preparation of lit- 
erature; and appointment of a public 
relations committee to consider these 
matters and to work them out. Mr. 
Budlong specifically advised against em- 
ploying a full time public relations man 
at the present, saying that the commit- 
tee and Harold R. Gordon, executive 
secretary, could handle the details for 
the time beins. It was also pointed out 
that the estimated cost of an adver- 
tising campaign was $300,000 for a three 
year period. 

S. C. Carroll, of the Mutual Benefit 
Health & Accident, said the report was 
an indictment against the companies 
and that it should bring home the need 
for a house cleaning. The discussion 
was not prolonged. 

Gordon’s Aviation Survey 

Aviation, another important topic on 
the program, aroused considerable in- 


terest. Harold Jackson, vice-president 
of William H. McGee & Co. New 
York, gave the underwriters a clear 


picture of aviation as it is constituted 
in this country today and then assert- 
ed that passenger carrying has not ad- 
vanced to a stage where the companies 
are justified in granting free protec- 
tion for air travel. 

M. Gordon then gave a report of a 
survey conducted by the conference as 
to aviation, telling how questionnaires 
were sent to 140 personal accident com- 
panies and replies were received from 
seventy-six. Of this number thirty-two 
stated that such a clause or one similar 
to it had been inserted in their acci- 
dent contracts. Forty-four companies 
replied that their contracts did not con- 
tain such a provision, although four 
stated that they intended to use it be- 
fore January 1, 1929. Thirty-seven of 
the forty-four companies not using the 
air travel provision stated that such a 
provision would not be a part of their 
accident contracts before January 1, 
1929, but of the thirty-seven, six ad- 
mitted there was a possibility of at- 
taching it some time in the future. 

Among the thirty-two companies 
using the air travel provision one com- 
pany reported that they applied it to 
their double indemnity clause. 

A similar questionnaire was sent to 
the life companies and ninety-eight re- 

(Continued on Page 46) 


E. J. FAULKNER’S REPORT 
Recommends to H. & A. Conference 
That Legislative Committee Next 
Year Should Be Very Active One 
E. J. Faulkner, president, Woodmen 
Accident, who has been chairman this 
year of the legislative committee of the 
Health &.Accident Underwriters Confer- 
ence, recommended in his report made 
last week at the convention in Chicago 
that this committee next year should be 
a very active one, composed of men who 
have some influence in legislative mat- 
ters and who are ready and willing to 
respond to call at any time. The chair- 
man, he thought, should be a man resi- 
dent in Chicago in order that he may 
be in close touch with the office of the 
Conference and Mr. Gordon, its execu- 

tive secretary. 

Inasmuch as 1928 was an off legisla- 
tive year, Mr. Faulkner had little to re- 
port for his committee. No special meet- 
ines were held and the legislatures that 
did meet passed no bills that were harm- 
ful to the insurance business. Mr. Faulk- 
ner said that he had endeavored to get 
in touch with some member of the Con- 
ference, wherever possible, residing in or 
near the capital city in each of the states 
wherein sessions of the legislature were 
held the past year, requesting such per- 
son or persons to consider himself or 
themselves as members of the legislative 
committee. In each instance these per- 
sons were asked to take it upon them- 
selves to scrutinize carefully all bills 
emanating from the legislature they had 
been assigned to watch. 





TO HAVE SEPARATE H.&A. EXAM. 





Taggart’s Modification of Penna. Licens- 
ing Rules Precipitated by H. & A. 
Conference Protest 

Matthew H. Taggart, insurance com- 
missioner of Pennsylvania, has modified 
the rules incidental to the licensing of 
insurance agents in that state so as to 
make a separate classification for health 
and accident insurance. Beginning Oc- 
tober 1, 1928, those agents qualifying for 
life or casualty insurance need not take 
the health and accident examination. 

Agents taking the health and accident 
examination and passing it will receive 
a license limited to write this class. The 
Health & Accident Underwriters’ Con- 
ference had previously protested to 
Commissioner Taggart that health and 
accident agents should not be compelled 
to pass the tests for all lines when they 
were planning to write only health and 
accident. If such agents plan to write 
other lines they must, of course, be ex- 
amined and pass satisfactorily the ques- 


tions asked of them before receiving a 
license. 





PIERSON UNABLE TO TALK 

Sterling Pierson, Equitable Life As- 
surance Society, who was scheduled to 
address the International Claim Associa- 
tion this week at Old Point Comfort 
meeting was unable to do so because he 
had attended two agency meetings of 
the Equitable in Canada, 





GET CONNECTICUT LICENSE 

The Reliance Casualty and Merchants 
& Manufacturers Fire have been ad- 
mitted to Connecticut. 


Career of W. W. Powell, 
New H. & A. President 


18 YEARS IN ACCIDENT FIELD 
Has Been Vice-President of Souther 
Surety Since 1921; Started with 
Missouri State Life 


Watson W. Powell, the newly elected 
president of the Health & Accident Un- 
derwriters Conference, is vice-president 
in charge of the accident department of 
the Southern Surety, having an experi- 
ence in this class of underwriting which 
covers eighteen years of intensive study, 

He started his insurance career with 
the Missouri State Life at St. Louis in 
1910 as assistant to the manager of its 
newly formed accident department. In 





WATSON W. POWELL 


1911 when that department was reinsur- 
ed by the Southern Surety Mr. Powell 
went with this company as_ assistant 
manager of accident of the department. 
In 1913 he was placed in charge of the 
underwriting of accident and health and 
later did some special agency work. 
Another promotion came to Mr. 
Powell in 1917 when he assumed full 
charce of the department and his prog- 
ress from then on was so Satisfactory 
to the company that he was made a 
vice-president in 1921. Under his lead- 
ership the Health & Accident Under- 
writers Conference is promised a year 
of accomplishment. ; . 
Mr. Powell will have associated with 
him the following officers, elected at 
last week’s meeting of the conterenct 
in Chicago: Frank L. Barnes, Sentinel 
Life, first vice-president; E. Cc. — 
by, Fidelity Health & Accident, secon 
vice-president; C. W. McNeill, Massa- 
chusetts Accident, secretary. The ex 
ecutive committee is headed by J. W. 
Scherr, president. Inter-Ocean ( an 
with the following members: E. é 
Faulkner, Woodmen Accident; ge 
Royer, Great Northern. Life; T. Leigh 
Thompson, National Life & Accident; 
W. T. Grant, Business Men's Assut- 
ance; S. C. Carroll, Mutual Benefit 
Health & Accident; H. H. = 
American Casualty; Dr. J. _R. Neal, 
Abraham Lincoln Life; Ben Haughton, 
International Travelers Assurance. 





MAKES ALBANY APPOINTMENT 


Due to the resignation of P. J. Burke 
& Sons, Inc., as general agents 0! the 
Maryland Casualty in Albany, the com 
pany has appointed Harold G. Gree 
as acting resident manager for this ter- 
ritory, effective September 13. 


GOLF TOURNAMENT SEPT. 20 

The fall golf tournament of the ye? 
ualty & Surety Club of New York wi 
be held September 20 over the course 
of the Bonnie Briar Country Club @t 
Larchmont, N. Y. 
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Monk's Report Which Governor Held Up 


(Continued from Page 22) 





date set for the valuation of outstand- 
ing losses. Many of the outstanding 
claims will probably have been paid by 
that time and a comparison of the num- 
ber of such claims outstanding valued at 
$5,510,282 on March 31, 1928, with the 
number outstanding on September 30, 
1928, and the loss reserve thereon as of 
that date will tend to prove or disprove 
the accuracy of the loss reserve of $5,- 
510,282. I shall make similar checks in 
the future at frequent intervals. 

False and Genuine Claims 

It has been suggested that this loss 
reserve be reduced on the ground that 
it covers many fraudulent claims which 
will not be pressed and on which no suit 
has been or will be brought. 

A claim may be made which is im- 
proper but it is nevertheless a claim. 
Even if a claim is, or is believed to be 
irregular, it is entirely possible that a 
court or injury will ultimately decide 
that it is valid and proper, in which 
event the company will, of course, be 
forced to pay it. The law requiring this 
loss reserve recognizes this fact and 
makes no distinction between false and 
genuine claims. 

The rates, therefore, in order to be 
properly fixed, must plainly be fixed with 
reference to the standard of solvency 
set by the law for insurance companies, 
that is in calculating the rates consid- 
eration must be given to the liabilities 
imposed by the law on the companies 
and the liabilities so imposed include un- 
paid claims. 

Not for a General increase 

3. This law, it may here be observed 
is designed primarily to protect persons 
injured and the dependents of persons 
killed by motor vehicles on the high- 
ways, and not for the protection of 
motor vehicle owners. If public policy 
as expressed by the Legislature de- 
mands that this insurance be carried by 
motor vehicle owners, it must be as- 
sumed that the cost of that insurance, 
whatever it is, is to be borne by them, 
provided that such cost is computed on 
an adequate, just, reasonable and non- 
discriminatory basis as prescribed by 
law. 

The rates fixed for the year 1927 were 
predicted on an expected loss ratio of 
59.8%, that is, it was calculated that on 
an average the companies would prob- 
ably incur losses amounting to 59.8 cents 
for each dollar of earned premium. The 
average loss ratio for all motor vehicles 
in this state for the policy year 1927 is 
68.7%. 

While a general increase would put 
the rates on an adequate basis, such an 
increase uniformly applied to all motor 
vehicles would be inequitable and dis- 
criminatory. The loss ratio for all pri- 
vate passenger cars is 73.5%, while for 
all commercial cars it is only 58.2%. 
The ratio for all motor vehicles princi- 
pally garaged in territory I is 76.49%, in 
territory Il, 66.6% and in territory IT, 
61.3%. These ratios show that it would 
be inequitable and discriminatory to in- 
crease all the 1927 rates by any flat 
amount throughout all territories on all 
classes of motor vehicles, and being in- 
equitable and discriminatory it would be 
illegal since, as stated, the law says that 
the rates must be just and non-discrimi 
natory. 

These ratios demonstrate that on the 
experience under the policies of 1927, the 
level of the rates fixed for 1927 is in- 
adequate, that is, the rates are, on the 
whole, too low to produce enough rev- 
enue to the insurance companies to pay 
the losses incurred and expenses and 
allow an underwriting profit, but what is 
more important, they are too low to pro- 
tect claimants. I, therefore, have no al- 
ternative but to revise the rates, unless 


I am to ignore the law and the public 
interest. 
Biggest Change in Territory I 

4. The principal change in the new 
schedule involving an increase of rates 
affects private passenger cars principally 
garaged in the cities and towns com- 
posing territory I under the 1927 classi- 
fications, 

The average pure premiunis developed 
on the experience under the policies is- 
sued for or during 1927 in respect to the 
several cities and towns in said _ terri- 
tory I are as follows: 


IRA cst contin be cae $58.93 
ce) ER ER RE 45.00 
OE a eRe Dee aoe 32.02 
SOMETVENE: J.5i50s<5-550000 30.55 
CAtMTIESE ow wince csc cacloss 30.43 
pemete ss hcicars ce Accson 28.85 
Winthrop oin6 sede hk ol bose ZI a0 
MNORGOR: 6. o.5,.ci rank co 25.67 
SYOOKHME) 255 cccken doses 24.05 
ROO Gott ck Mot cena 23.87 
ONION, seks eeceemaeeee 22.95 
PPUAGION oo. co56cneeteces 21.54 
MWHRCIESTEE: ois babs Ks wie Zoe 
BAGONG? oc eo oene cai 233 
WV AUCTAOWS oii o.:aiedecscdicee 20.56 
OBAMA sista usaceasccnde 17-27 
Deiat 660A Oe 17.00 
NEWGED 23 .ccceeeiccacaee 16.31 


These figures show a wide variation 
but it is evident that there are two 
groups of these cities and towns within 
each of which the variation is not so 
pronounced. These two groups comprise 
the first seven places, and the remain- 
ing eleven. The average pure premium 
of the first group is $32.67 and of the 
second group, $21.25, that is, the aver- 
age amount necessary to pay the losses 
caused by the cars principally garaged 
in these two groups of cities and towns 
are the amounts stated. 

It is plain that it would not be equit- 
able to continue the present territory T, 
and in my judgment it is necessary to 
divide this territory so that the first 
seven cities and towns will hereafter con- 
stitute one territory and the other eleven 
will be grouped as another territory. 

These pure premiums confirm the 
soundness of the principle of territorial 
rating. It is obvious that the owners of 
cars in Newton whose claim experience 
develops a pure premium of $16.31 
should not be compelled to pay the same 
rate as those owners in cities or towns 
whose claim experience develops a pure 
premium of $27.35 to $58.93. It is, of 
course, a matter of difficulty to deter- 
mine where the line should be drawn, but 
I am satisfied that the division stated 
is fair and equitable under all the pres- 
ent circumstances. 


Would Divide Territory II 


A similar situation exists in respect 
to the cities and towns composing ter- 
ritory II under the 1927 classifications. 
There is a differential in the pure pre- 
miums which in my opinion requires that 
the cities and towns now composing this 
territory be divided in two groups. 


The classifications for 1929 provide for 
five territories instead of three. Terri- 
tories I and II under the 1927 classi- 
fications have each been divided into 
two territories which were temporarily 
called 1A and 1B, and 2A and 2B, re- 
spectively. These four territories are 
now designated as 1, 2, 3, and 4, while 
territory 5 will take in the cities and 
towns included in territory III under 
the 1927 classifications. 

The authority to make rates on a ter- 
ritorial basis has been questioned. The 
attorney general in an opinion rendered 
to me on June 6, 1926, held that the 
commissioner may lawfully fix rates on 
this basis, if he is satisfied that there 
is a foundation in fact therefor. 
Proposed 1929 Rates on “W”, “X” and 

“Y” Cars 

5. The rates charged by the insur- 
ance companies for automobile liability 
insurance policies prior to the compul- 
sory liability insurance act were not 
fixed by me. The rates fixed by me on 
September 1, 1926, for policies to be is- 
sued under that law, represented on the 
whole a substantial reduction from the 
rates then used by the insurance com- 
panies. 

The rates charged by the companies 
prior to January 1, 1927, for the three 
classes of private passenger cars, de- 
scribed as “W”, “X” and “Y” cars, prin- 
cipally garaged in Arlington, Belmont, 
Boston, Brookline, Chelsea, Dedham, 
Everett, Malden, Medford, Milton, New- 
ton, Quincy, Revere, Somerville, Water- 
town, Winchester and Winthrop, were as 
follows: W cars $41; X cars $50; Y 
cars $61. 

The rates for 1929 on these three class- 
es of cars principally garaged in Boston, 
Cambridge, Chelsea, Everett, Revere, 
Somerville and Winthrop are: W cars 
$52; X cars $52; Y cars $69. 

These 1929 rates therefore represent 
an increase of $11, $2 and $8 respectively, 
over the rates used by the companies 
prior to the compulsory liability insur- 
ance act. 

The rates for 1929 on these three 
classes of cars principally garaged in 
Arlington, Belmont, Brookline, Dedham, 
Malden, Medford, Milton, Newton, 
Watertown, Winchester and Quincy, are: 
W cars $34; X cars $34; Y cars $42. 

These rates are therefore still lower 
by $7, $16 and $19, respectively, than 
the rates used by the companies prior to 
this law. 

Recommends Reductions 

6. While the level of the 1927 rates 
is as a whole too low, yet it has been 
possible to make certain reductions 
therefrom in the 1929 rates. These re- 
ductions are approximately 3% on all 
classes of commercial cars and range as 
high as 16% on public automobiles such 
as taxicabs and liveries. 

The rates on private passenger cars 
of the “W” class in territory 5 are re- 
duced from $16 to $15. The rates on 
such cars of the “X” and “Y” classes 













BUSINESS-BUILDERS 


DEVELOPING 


Fidelity and Surety Bonds, Liability Workmen’s 
Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 
Massachusetts Bonding and Insurance Company 


BOSTON T. J. FALVEY, President 
Capital Policyholders Surplus Assets 
$4,000,000 $8,900,376.30 $17,503,865.43 


Write For Territory 








in territory 2 are reduced from $37 and 
$45 to $34 and $42, respectively, and 
those on the cars in the “X” class in 
territory 4 are reduced from $27 to $26, 
The rates on electric vehicles have not 
been changed. 

The first step in the making of an 
insurance rate is to find what is tech- 
nically known as the “pure premiums”, 
The “pure premiums” are the average 
sums necessary to pay the cost of claims 
only. A rate in order to be adequate 
must be large enough not only to in- 
clude the cost of claims but also the 
expenses incident to the transaction of 
the business. The expenses cover audit- 
ing and inspection costs, taxes, licenses, 
adjustment, investigation and settlement 
of claims and clerical and other services 
in handling applications and the writing 
and issuing the policies and bonds. It 
is, therefore, necessary to “load” the 
pure premium with a sum calculated to 
cover all expenses and allow a reason- 
able profit. 


The loading allowed in the rates js 





39.5%. This item is made up as follows: 
Administration expenses 7.5% 
Clasiit CX PENSES: .«.5/oc6.6.c6-006-6< 5 4:0 9.0% 
Inspection and Bureau ex- 

PENSES 7.5: endows Re artis sis 1.0% 
Gli ACOSE cea ees Soc 8c 15.0% 
Field supervision expenses... 2.0% 
MEARIES: Wad Sore seve ahaha sHseraretosorsre 2.5% 
ieaOlity sucsces Noea eo emenas ners 2.5% 

ci Nc) | ee ea ear oe ee ene ee 39.5% 


These figures simply mean that the per- 
centages stated of each dollar of earned 
premiums may be used for the purposes 
stated. 

The insurance companies recommend- 
ed an expense loading of 43.46%. This 
amount I refused to allow and, more- 
over, I reduced the loading allowed in 
the 1927 rates from 40.2% to the sum 
stated, 3914%. 


Work of Rating Bureau 


8. Experience data and figures, that 
is, statistics which disclose the actual 
amounts which it costs the companies to 
operate under this law, are the only 
sound bases upon which to calculate the 
premium charges. It is, therefore, 
necessary for me to secure these sta- 
tistics in a form which will disclose all 
of the cost and expense factors enter- 
ing into the composition of a rate. 

The statistics upon which the rates 
are based are gathered by the Massa- 
chusetts Automobile Rating & Accident 
Prevention Bureau. This bureau, which 
is an association composed of all the 
insurance companies, both stock and mu- 
tual, was formed at my express direc- 
tion in order that there might be 2 
common agency through which | and 
my department could deal with the in- 
surance companies and with which the 
companies should file their returns ™ 
order to facilitate the operations ™ 
handling them. If this bureau had no 
been formed, it would have been neces 
sary to increase the personne! of the 
division of insurance and its appropra 
tion. 

The returns made to this bureau are 
rendered in accordance with two stat!s- 
tical plans established by me. (ne plan 
relates to the method of keeping and 
reporting statistical data to exhibit ac 
curately the cost of the insurance unde! 
the policies issued under the c« mmpulsor 
law in order that the expericuce W! 
be available to me for the purpose °! 
making the rates to be charged by the 
companies. The second plan has for, ‘ 
object the securing in a most detaile 
and comprehensive form all facts rela- 
tive to motor vehicle accidents in ths 
state. * These plans are extremely te 
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fned in their details and‘ will discover 
every fact and figure in relation to the 
causation of such accidents and the cost 
of such insurance. 

Rates Not Based on “Company Figures” 

9. It has been pointed out that the 
rates. are established on “insurance 
company figures”. I desire to say that 
the responsibility for these rates rests 
solely upon me as commissioner and that 
the rates have been fixed and estab- 
lished by me, and me alone. It is true 
that the statistics were returned by the 
insurance companies, through the bu- 
reau, to me, but that is because the law 
requires them to be returned to me. 
Hoped for Future Merit Rating Plan 
“10. It has been said that it is unfair 
to make the careful responsible motor- 
ist pay for the losses caused by the 
negligent and irresponsible. Insurance 
in a plan whereby the losses sustained 
or caused by the few are borne by the 
entire class or group out of their joint 
contributions into a common fund. Even 
under an individual merit rating plan 
whereby a motor vehicle owner with a 
good record is given credit for his care- 
fulness the losses caused by the care- 
less drivers must be paid out of the 
contributions made by the careful and 
the careless drivers to the common fund. 
If one is intensely logical and carries 
this objection to a refined conclusion. 
each individual owner would himself 
have to pay the full amount of all losses 
caused by him. That would not be in- 
surance. 

I have stated, and I repeat, that after 
several years’ experience has been de- 
veloped under this law it may be pos- 
sible to formulate a fair and reasonable 
merit rating plan whereby owners of 
motor vehicles with good records can 
secure a more favorable rate than those 
with worse or poor records. It is in- 
disputably impossible to erect such a 
plan at this time. 

It is probable that sooner or later the 
rates will be made for each individual 
city or town instead of territories as at 
present. At this time, however, no city 
or town has had a sufficient exposure 
upon which to base a dependable aver- 
age requisite for the establishing of 
rates for it as a unit. 

Warning on Fraudulent Claims 

ll. In my statement of September 1, 
1926, | warned the public that if fraudu- 
lent or excessive claims were extensive- 
ly imposed on the insurance companies, 
those claims would adversely affect the 
luture rates. I again repeat that warn- 
ing. It is, of course, impossible to de- 
termine the precise number of fraudu- 
lent or excessive claims. In this con- 
nection, however, it is interesting to ob- 
serve that while the total number of 
claims for deaths or personal injuries 
Presented to the insurance companies 
under 1927 policies is 48,519, the num- 
ber of cases of deaths or personal in- 
juries reported to the registrar of motor 
vehicles as having occurred during the 
year 1927 is only 31,721. This difference 
May in part be due to the fact that in 
some cases no report is made to the 
Tegistrar because of the lack of knowl- 
edge on the part of the operator that 
personal injuries have been caused and 
that in other cases, in which there are 
no personal injuries involved, and there- 
lore in which the operator is not com- 
pelled to report to the registrar, claims 
are made for personal injuries to the 
Msurance companies. 

ic. In making these rates I have been 
guided by scientific and sound insur- 
ance principles applied to the making of 
Msurance rates for liability insurance. I 
was advised in 1926 by an independent 
Consulting liability insurance actuary 
who was then employed by me officially 
and paid by the commonwealth as an ex- 
bert, that the principles I have used are 
Correct, and I believe I have established 
these classifications and rates in accord- 
ance with the laws of this common- 
Wealth, 

Right to Appeal Rates 
13. In conclusion I may point out that 


Companies Upset Over 
Bay State Situation 


BUT WON’T QUIT WRITING NOW 





Special Committee Making Survey Ex- 
pected to Withhold Its Report Until 
After Massachusetts Primaries 





Events have happened thick and fast 
since Wesley E. Monk resigned as in- 
surance commissioner of Massachusetts, 
and the temper of one company, the 
New York Indemnity, was aroused to 
such extent over the bemuddled condi- 
tion of the Bay State automobile liabil- 
ity rates that it promptly quit the writ- 
ing of this business there and thereby 
drew from Governor Fuller a sharp re- 
tort and general criticism of all insur- 
ance companies. 

The governor went so far as to say 
at a public meeting that “I believe the 
different insurance companies are over- 
charging the people of this common- 
wealth in exorbitant rates for insurance 
of one kind or another. I tried to get 
a resolution through the legislature to 
investigate rates, but the insurance lob- 
by was too strong. They told the boys 
in the legislature what to do and prac- 
tically every mother’s son of them made 
a low bow and took off his hat.” 

Meanwhile the companies generally 
are marking time, following a meeting 
of the Association of Casualty & 
Surety Executives last week at which a 
special committee of seven was ap- 
pointed to make a survey of the situa- 
tion. It is not felt that the results of 
this study will be made known for sev- 
eral weeks, at least until after the pri- 
maries in Massachusetts on September 
18 are over. Using automobile liability 
rates as a “political football” is resented 
by the casualty executives, and they 
prefer to await the outcome of the elec- 
tion before they have their say. 

The feeling in casualty company of- 
fices is that it would be ill-timed for 
one company after another to quit 
writing automobile liability in the Bay 
State at this critical time. Said one 
executive: “We don’t expect to slap 
the people of Massachusetts in the face 
by quitting. We'll stick until the sit- 
uation clears up.” 

The legal committee of the National 
Bureau of Casualty & Surety Under- 
writers gave considerable thought to 
the entangled situation at a meeting 
last week, but came to no decision. 
They thought the problem too tough 
to handle from a distance, recommend- 
ing that it would be better for Massa- 
chusetts lawyers to work over it. And 
the conclusion of the Massachusetts 
Rating Bureau, after a prolonged meet- 
ing late last week, was “no action” in 
the belief that the matter was for the 
individual or collective consideration of 
the companies. 








any person may, within twenty days 
after the filing of the memorandum of 
my finding and order in my office fix- 
ing the new rates, file a petition in the 
supreme judicial court for the county of 
Suffolk for a review of those rates and 
to determine whether these rates are im- 
proper or invalid. A justice of that 
court may upon such a petition issue a 
special order suspending the operation of 
the new rate schedule until the court 
has decided the whole matter on its 
merits. 

The court is required by the law to 
review all questions of fact and law in- 
volved in the matter and has full power 
to make any appropriate decrees modify- 
ing, amending, annuling, reversing or af- 
firming my official acts, findings or or- 
ders. Ifa special order suspending these 
new rates is made, the motor vehicle 
owners will not be compelled to pay any 
increased charges unless and until this 
court decides that the rates are proper 
and valid. This appeal to the highest 
judicial tribunal in the commonwealth is 
the only orderly method finally to set- 
tle any questions of law or fact involved 
in this matter and is the proper course 
to be followed. 


HAGER JOINS ALLIANCE CAS. 





Leaves Aetna Life Companies in Phila- 
delphia to Become Branch Manager 
There for New Company 

The first appointment made by the 
Alliance Casualty, the new company in 
the Insurance Co. of North America 
group, is that of Howard Hager, who 
resigned as manager of bonding and as- 
sistant manager of the Philadelphia 
branch office of the Aetna Life & Affil- 
iated Companies, to become manager of 
the Alliance’s Philadelphia branch. This 
appointment attracted widespread inter- 
est in the Quaker City due to the promi- 
nence of Mr. Hager in the casualty and 
surety field. 

Mr. Hager’s first experience in the 
business after schooling at the Univer- 
sity of Pennsylvania was with Harris J. 
Latta, who represented several promi- 
nent companies. In 1915 he entered the 
service of the Aetna Life & Affiliated 
Companies and in 1917 was made man- 
ager of the bond department. Recently 
he was made assistant manager for all 
other lines. Mr. Hager has a wide ac- 
quaintance in insurance and other busi- 
ness circles in Philadelphia and_ sur- 
rounding territory. He is president of 
the Surety Underwriters Association ot 
Philadelphia, a member of numerous 
clubs and a director in several financial 
institutions, ; 

The Alliance Casualty will be organ- 
ized with a capital of $1,000,000 and sur- 
plus of $1,000,000 in the latter part of 
September, with the same officers as 
those of the Indemnity Insurance Co. 
of North America. As soon as it is li- 
censed in Pennsylvania applications will 
be filed for admission to other states. 





LEWIS SUCCEEDS HAGER 





Indianapolis Bonding Manager For 
Aetna Casualty & Surety Takes Up 
New Philadelphia Post 
Immediately following the resignation 
of Howard Hager as bonding manager 
of the Philadelphia branch of the Aetna 
Life & Affiliated Companies, J. E. Lewis 
was called from Indianapolis, where he 
has been bonding department manager 
for the Aetna Casualty & Surety, to 

succeed Mr. Hager. 


Mr. Lewis has been with the Aetna 
Life & Affiliated Companies since 1919, 
first in the bond department of the 
Lansing, Mich., office and later as surety 
manager in Denver. He was then trans- 
ferred to the St. Louis branch and three 
years ago took up his work in Indianap- 
olis. His varied experience in a num- 
ber of localities well fits him for his 
Philadelphia post. 





CLUB LEADER MARRIES 





Mrs. Frances Burkhardt Makes Inter- 
esting Announcement at Central 
States Life Convention in St. Louis 
At the recent meeting of the Central 

States Life Club in St. Louis Mrs. Fran- 

ces Burkhardt, president of the club for 

1927, made an announcement. It was to 

the effect that on August 6 at Farm- 

ington, Mo., she had become the bride 
of Frank A. Thompson, a New York in- 
vestment broker. During the club year 

Mrs. Burkhardt won the presidency 

(1927). She paid for $750,000. 





WINDOW BURGLAR DISPLAY 


The window display of the Hartford 
A. & I. office at 24 Clinton street, New- 
ark, about burglary insurance is attract- 
ing considerable attention. In one cor- 
ner of the window is a bureau with all 
of the drawers pulled out and contents 
scattered over the floor. Directly back 
of the bureau is a large sign upon which 
is painted “burglars”, At the far end 
of the sign is another sign which states, 
“But why worry, carry residence bur- 
glary insurance in the Hartford Acci- 
dent & Indemnity Co.” 


TO SPLIT SHARES TO $50 





National Surety to Propose Also Increase 
In Capital to $16,000,000; Recom- 
mends Larger Board 

With the thought in mind of bringing 
National Surety stock into more popular 
favor as an investment, directors of the 
company have recommended that its par 
value be reduced from $100 per share to 
$50 by the issuance of two shares of 
$50 par for each share of $100 par now 
held. This proposal will be submitted to 
stockholders at a special meeting sched- 
uled for October 10, along with another 
recommendation for an increase in the 
company’s capital from $15,000,000 to 
$16,000,000. 

It is planned that this capital increase 
occur at the same time as the reduction 
in the par value of the stock so that the 
total issue will be made 320,000 shares 
of $50 par, making the total of $16,000,000 
capital. The new capital will be fixed by 
resolution adopted at the October meet- 
ing. 

Another proposal to come up will be 
to increase the board of directors from 
fifty-one to sixty-three, as well as a 
change in the date of the annual meet- 
ing to the last Tuesday in January in- 
stead of the third Tuesday in January 
as now provided. 





CHARLES M. HOEN DEAD 





Buffalo Bond Man Was A Leading 
Democrat In Erie County; Also 
An Income Tax Expert 
Stricken with apoplexy while at a 
meeting in the school of Saint Xavier 
Church, Buffalo, Charles M. Hoen, of 
the general insurance and bonding firm 
of John M. Hoen, of that city, died in 
the church rectory before medical aid 
could be summoned. He was apparently 
in excellent health at the time he was 
stricken, being but forty-eight years of 

age. 
Mr. Hoen was one of the leading 
Democrats of Buffalo, having been a 


district committeeman for more than 
twenty years and secretary of the Erie 
County Democratic Committee from 
1926 to 1928. He had been a journal 


clerk in the New York state senate and 
also had been identified with the in- 
ternal revenue and income tax sections 
of the federal government service at 
Buffalo prior to his entry into the in- 
surance business ten years ago with his 
brother, John M. Hoen. 

Mr. Hoen was the first of a family of 
eleven children to die. The funeral was 
held in the church with which he had 
been identified since childhood and in 
which he died. 





CALLS LAW A FAILURE 





Charles E. Belcher’s Comment Based On 
Recent Massachusetts Insurance- 
Political Developments 
In the opinion of Charles E. Belcher, 
editor of “The Standard” of Boston, the 
Massachusetts compulsory automobile in- 
surance law is a failure. In discussing 
the resignation of Commissioner Monk 

he concludes: 

“Tgnorance, selfishness, stubborn in- 
sistence on unsound principles, political 
chicanery have all combined to show to 
the world that the compulsory automo- 
bile liability insurance law in Massachu- 
setts can be viewed only in the light of 
a disastrous experiment, the full force 
and effect of which will come with in- 
creasing weight and misfortune as the 
end of the year approaches. Massachu- 
setts has been treated to a disgraceful 
blot upon its long and wonderful history 
through the interfering machinations of 
public officials in connection with the 
interference with its insurance depart- 
ment’s conduct of the compulsory auto- 
mobile liability law.” 





RICHMOND APPOINTMENT 
William H. Atkins has been appointed 
special agent for the Richmond, Va., 
branch office of the Commercial Casualty. 
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International Claim Association Meeting 





Macpeak Sees Inertia 
In Adjusting Losses 


HIS TALK TO CLAIM ASSOCIATION 





Says Complaints Received by N. Y. De- 
partment Show That Companies 
Handle Cases Indifferently 





Present day loss adjustments were dis- 
ig from the viewpoint of the New 
York insurance department by Samuel 
1D). Macpeak, its third deputy superin- 
tendent, before the annual gathering of 
the International Claim Association at 
Old Point Comfort, Va., this week. Mr. 
Macpeak referred at the outset of his 
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talk to a situation which had come about 
in New York state, involving the settle- 
ment of liability claims, where not a 
few of the claimants and their repre- 
sentatives have been dishonest and that 
a considerable variety of tricks have 
been resorted to in order to collect dam- 
ages on fraudulent claims. 

“Such practices,” said Mr. Macpeak, 
“could not help but react on the spirit 
of the claim department men of many 
companies and to instill in them the 
spirit of escaping all liability, if possi- 
ble, or in failing to accomplish this, to 
reduce liability by any means available. 
It is apparent that no company could 
honor the demands made in full since 
the claimants in many instances were 
busy padding their claims and endeavor- 
ing to secure the greatest possible 
amount in damages. 


How Complaint Bureau Functions 


“The tendency on each side of the 
fence seems to be drifting away from 
fair and equitable settlements and into 
1 ‘how much’ and ‘how little’ attitude.” 

Mr. Macpeak went on to explain that 
the New York insurance department, in 
order to counteract such tendency, main- 
tains as perhaps its most important ad- 
junct a special complaint bureau at which 
all complaints of policyholders are re- 
ceived in respect to collection of claims. 
In addition, the department’s examining 
bureau is under strict personal instruc- 
tion from the superintendent to examine 
regularly and thoroughly the claim files 
of all the companies under his super- 
‘vision, with special consideration, not 
only to the time within which claims 
are settled and the adequacy of the 
amount of indemnity paid, but also with 
respect to the general policy of the 


companies in their treatment of policy- 
holders.” 

The speaker said that the complaint 
bureau might readily become a dumping 
ground for a multitude of unfounded 
claims if the department had not adopt- 
ed a strict policy of throwing out ruth- 
lessly any and all complaints which 
were conceived in fraud. Also rejected 
were those claims which were based 
upon misunderstanding by the assured 
of the coverage which he purchased. 

Mr. Macpeak emphasized, however, 
that among the remaining complaints 
there were too many that were well 
founded; in fact, most of them could 
have been disposed of by the companies 
without permitting them to reach the 
stage where they were presented to the 
department in the form of complaints. 
But he added that when such cases were 
submitted to a major executive of the 
insurance company for his personal re- 
view, it achieved immediate disposition 
on a sound and amicable basis. 


Fire Loss Adjustments Lag 

Continuing he said: “Immediate sct- 
tlement in fire losses, where it is most 
desired, is found to be conspicuous by 
its absence. The average time for the 
adjustment of a loss involving three or 
more companies is thirteen weeks and 
but 5% of all the losses are adjusted 
within the first month. It is difficult to 
escape the conclusion that a great many 
of the remaining 95% of these cases 
could be disposed of in a much shorter 
time if the companies had any desire 
to facilitate adjustments. 

“Numerous cases are found which 
show a complete breaking off of con- 
tact with the claimant or his represen- 
tative in ordinary clean cases, the com- 
pany adjuster after making an unaccept- 
able offer simply tables the adjustment 
and leaves the next. move to the inex- 
perienced and perplexed assured. This 
practice seems to be a general policy, 
almost, in fact, a system employed by 
certain company adjusters. 

‘In casualty insurance it has been the 
experience of the department examiners 
that, notwithstanding the high intention 
of the men assigned to claim work to 
judge each claim impartially and exclu- 
sively on its merits, they become after 
a few years calloused, and instead of 
painstakingly weighing the cases, dis- 
pose of them mechanically. Furthermore, 
young men starting out in the claim de- 
partments of these insurance companies 
are trained to consult and rely upon 
court decisions, as a result of which it 
is not unusual for an over zealous claim 
department to deny liability in cases, 
the facts of which bear slight semblance 
to the facts in cases judicially decided 
against claimants. 

Compensation Technicalities 

“In the accident and health branch of 
life and casualty insurance many of our 
complaints are based upon the so-called 
‘lump sum settlements,’ the cause of 
compaint being that the ‘lump’ is usually 
much too small. Investigation discloses 
that these settlements are practically al- 
ways made immediately after the acci- 
dent or death. By such action the com- 
pany engaging therein takes advantage 
of this condition to accomplish settle- 
ments for sums considerably less than it 
would be compelled to pay were proof 
filed and beneficiaries given an oppor- 
tunity to consult reliable counsel.” 

In the field of workmen’s compensa- 
tion Mr. Macpeak called attention to a 
growing inclination on the part of the 
claim adjusters of some companies to 
deny liability for injuries to employes 
solely on some technicality that has no 
relation to the merits of the case. He 
said that it had been necessary for the 
New York department to issue a ques- 
tionnaire to the compensation writing 
companies, its specific purpose being 


A. N. Mitchell On 
Claim and Field Tieup 


STRESSES JUDICIAL POSITION 





Canada Life Executive Tells Claim Men 
He Is for Constructiveness in 
Dealing with Public 





With gracious tributes to the Inter- 
national Claim Association and the 
necessary function of the insurance bus- 
iness which its members perform, A. N. 
Mitchell, assistant general manager of 
the Canada Life of Toronto, appeared 
before the annual convention of this 
body at Old Point Comfort, Va., this 
week with a message which emphasized 
the co-operation always essential be- 
tween claims and the field representa- 
tive. Mr. Mitchell pointed out that the 
claims department of a company not 
only set the “Omega” to the policies it 
handled, but its methods also helped to 
write the “Alpha” for the new business 
of the future. 

Speaking about the type of co-opera- 
tion which should be expected between 
field representatives and claims depart- 
ments, Mr. Mitchell said: “This sounds 
easier in theory than it actually is in 
practice. Field men are being con- 
stantly recruited and the new recruits 
make all the mistakes of the inexperi- 
enced. The claims departments, how- 
ever, are necessarily headed by men 
of long experience. They have natu- 
rally acquired certain formulae by which 
to expedite their work. It is entirely 
natural that they should gradually es- 
tablish rules by which the field force 
must abide and also entirely natural 
for field men to be impatient of these 
rules. But at the same time there can 
be no doubt in anyone’s mind of the 
necessity for the claims department car- 
rying on a great deal of their work by 
rule-of-thumb methods. 


Equity Between Clients 

“Promptness in settling claims has 
become a basic thing in all companies, 
and promptness is impossible unless 
many matters follow routine methods. 
The wise executive, however, always 
remembers that routine may develop 
red tape and that red tape will ulti- 
mately get tangled around and obstruct 
the feet of progress.” 

Further along in his talk, Mr. Mitch- 
ell said that one peculiarity of the in- 
surance business which retards the co- 
operation of claims men and the field 
is the judicial position in which the 
company finds itself between the indi- 
vidual policy holder and all others with 
whom it has contracted. “Even in the 
selection of risks,” he added, “this 
position asserts itself. No individual 
policy holder has any right to acquire 
an unfair advantage over his fellows. 

“This equity between our clients is 
often hard to maintain in practice, even 
in the selection of risks. The task, 
however, becomes increasingly difficult 
when the claims department is reached. 
It is much simpler for the selection 
department to prevent unfairness than 
for the claims department to correct 
an injustice already partially completed. 
Yet the claims man is in duty bound 








first, the extent to which this abuse has 
been developed and secondly, what fac- 
tor the expense of such litigation has 
been in establishing the rates. 

A still further class of complaints, said 
the speaker, was in the case of needless 
delay in the payment of a loss, the 
amount of which had been agreed upon 
and liability conceded by the companies. 
He asked the co-operation of the Inter- 
national Claim Association in remedying 
this situation, which, he said, had no 
justification for existing. 


— 


to protect the other policy holders who 
compose the company if he discovers 
someone getting.an unfair advantace. It 
is here, however, that he is apt to be- 
come out of accord with the field 

“It is naturally easier for the head 
office executive to maintain this spirit 
of fairness between the parties invyoly- 
ed than it is for the field force. The 
latter are naturally affected by their 
closeness to the situation. Naturally 
they are affected by the fear of hurting 
future new business, but often also 
they are deflected from straight think- 
ing by the emotions caused by the real 
distress of the beneficiaries involved, 
For this reason there is a_ constant 
need that the claims department in 
such adjustments should keep before 
the minds of the field men_ involved 
the basic justice which is behind what 
they are doing.” 

And at the same time Mr. Mitchell 
said that no claims department in this 
day and generation needs to be told 
of the new business advantages which 
accrue to the field and to the company 
by having the proper field representa- 
tive actually assist in securing the com- 
pletion of the claims papers and in per- 
sonally delivering the checks. 

Continuing, he said: “But there is a 
type of service which extends beyond 
the actual payment of the claim. We 
all aim at promptness and realize its 
results, but do we all give as much 
thought as we might to preventing mis- 
application of the funds we are distrib- 
uting? 

“You, on behalf of your companies, 
are today the greatest distributors of 
money in needed places, to be found in 
the world. Yet what you distribute has 
no element of charity. Your companies 
have secured the confidence of their 
policy holders as conservers of their 
funds to take care of the carefully as- 
certained future needs of themselves, 
their business or their dependents. But 
does not this involve at least some 
rudimentary thought on our part to see 
that the savings of these policy holders 
are not immediately wasted by the ben- 
eficiary and are used to meet the need 
upon which the sale of the policy was 
based?” : 

Mr. Mitchell’s suggestion on_ this 
point was that although the claims de- 
partment itself cannot efficiently follow 
the monies it disburses to see that they 
are properly used, it can, however, 
gradually educate the field. force of the 
company to enlarge upon this thought. 
Also he thought that the claims depart- 
ment should by its experience be con- 
stantly thinking along new lines for 
preventing the erroneous arrange ments 
for beneficiaries which it is frequently 
brought into contact with. 

Mr. Mitchell urged that the claims 
department assume the attitude of con- 
struction engineers in a growing g pro- 
ject rather than that of receivers of a 
bankrupt business, and he pointed to 4 
number of cases where small fortunes 
had been saved because the widow had 
been fortunate enough to have an I 
surance man who preached consertva 
tion of insurance funds to her This 
type of service. he said, was one Way 
in which both the field force and claims 
man can help the insuring public. 


MAKES THREE APPOINTMENTS 





The New York Indemnity has made 
the following general agency appoint- 
ments for casualty and surety lines: 
Wallace & Co., of Springfield, O.; Narsh- 


ner Insurance Agency at Colum)us, U» 
and Bert Taylor at Portland, Or 





DIARY AND CALENDAR OFFER 

Attractive diaries and catendars have 
been announced as the end-of- the-year 
advertising offer of the Royal an’ 
Indemnity to their agents under 
operative buying plan. 
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International Claim Association Meeting 





Urges Public Education 
To Curb Gas Poisoning 


RATHBUN ON CARBON MONOXIDE 





Chicago Lawyer Tells Claim Men Legis- 
lation Is Needed; Little Preventive 
Work Under Central Head 





Carbon monoxide poisoning, the mor- 
tal enemy which confronts people of in- 
telligence and ruthlessly takes away 
their lives without warning, was thor- 
oughly discussed by Charles F. Rathbun, 
a prominent Chicago attorney, this week 
at the meeting of the International Claim 
Association at Old Point Comfort, Va. 
Emphasizing that the situation had 
reached a point where: something more 
than casual notice must be brought home 
to the persons concerned for their own 
protection, Mr. Rathbun recommended 
that a direct campaign of education be 
started to prevent the injury and fre- 
quent death caused by this insidious gas. 
He also urged legislation along preven- 
tive lines, requiring acts which the or- 
dinary individual will not do if left to 
himself. 


Need for Common Objective 

Mr. Rathbun’s opinion is that all of 
the educational work done so far has 
been isolated and not under a central 
head; neither has there been a common 
objective. He added that’ although 
large industrial institutions had taken 
some constructive steps to protect their 
employes, the industrial field covers only 
asmall part of the persons in this coun- 
try who are constantly exposed to car- 
bon monoxide poisoning, particularly in 
view of the ever-increasing use .of auto- 
mobiles and other devices generating this 
gas. 

“These persons,” said Mr. Rathbun, “in 
the use of their automobiles, heating de- 
vices, whether gas or coal, and other 
instrtumentalities giving forth this poi- 
son, are not at the times they come in 
contact with it under the supervision of 
their employers who cause these pre- 
ventive measures to be taken, except 
during their working hours and at the 
pe where they are doing their work. 
So far as the employe of such an insti- 
tution is concerned, who, for instance, 
carries an accident policy, the insurance 
company is not much concerned with his 
taily work for at least two reasons: 
First, the employer protects him by pre- 
ventive measures during the time of his 
employment; second, the insurance com- 
pany probably does not cover him in his 
work. The time when the insurance 
company in such case is most interested 
in this person is when he is tinkering 
around with his automobile or his heat- 
ing device in his home.” 

Dangers Lurking in Warm Garages 
In the case of heating devices in the 
home, Mr. Rathbun maintained that 
their installation should be in some way 
Supervised. “It is generally conceded,” 


he said, “that a pipe and a vent to the 
outside air should be provided with such 
levices, and that if provided there would 
be little of poisoning from the gases 
given off, Nevertheless, nothing requires 
that this be done. If a man using that 


feater carries an accident policy, and 
‘ses it in his little bathroom, in his ig- 
noranc his life may be snuffed out 
and some insurance company will be re- 


quired to pay his beneficiaries the 
poh called for in his policy. 
MT, 


athbun labeled the warm garage 
f the most common causes of 
“ss of life or injury. in connection with 


a one 


carbon monoxide poisoning. To have 
- garage warm, of course, the win- 
‘ows and doors must be closed. Men 


of ordin ‘ary intelligence driving automo- 


biles today know that in some amount, 
and over some period of time the gases 
coming from the running motors in a 
closed garage are dangerous. “It is, 
however, so easy,” pointed out the 
speaker, “for a man to belittle the dan- 
ger. He may be in a hurry to get his 
car in shape for a trip and, even though 
he knows in a general way of the dan- 
ger, he becomes careless thinking that 
whatever he is going to do to his car, 
with the engine running, will take him 
only a minute or two; he starts to do the 
work and with his mind intent upon it 
the time slips by; before he realizes it, 
and without feeling any warning ef- 
fects, he collapses in a state of coma; 
thereafter there is no hope for him un- 
less he is discovered in time to save 
his life. 

“Some such little device as a connec- 
tion between the exhaust pipe of his 
car, as it stands in his garage, and the 
outside air would have saved his life 
and have kept his. case from getting 
upon the desk of the claims man. It is 
not the cost of the preventive measure 
that hinders its installation, but that 
happy-go-lucky attitude which sees only 
a fanciful and remote risk in what is 
not physically apparent. Someone must 
think for the average man in matters 
of this kind.” 

Popular Cause of Suicide 

Continuing further, Mr. Rathbun 
spoke of the case of the public garage 
where work is done upon automobiles 
with the engine running. He felt that 
it should be possible to pass laws which 
would ameliorate the conditions sur- 
rounding the building and maintenance 
of garages which would in a large meas- 
ure prevent many of the carbon monox- 


ide poisoning injuries and deaths which 
happen in them. 

Coming to the subject of suicide, Mr. 
Rathbun pointed out that the lack of 
odor in carbon monoxide and its failure 
to cause any discomfort whatever, have 
given people an easy way to take their 
own lives. In such situations he said 
that the claims man cannot afford to 
treat the case in the loose and disor- 
ganized manner which has prevailed so 
far. Symptoms become immediately im- 
portant when the claims man is seeck- 
ing to ascertain or demonstrate the 
cause of death. 

“Tt may, therefore, be interesting at 
this time,” continued the speaker, “to 
see what the authorities have 
upon as being typical in all cases of CO 
poisoning. It is generally conceded the 
symptoms are those of anoxemia, mean- 
ing a deficiency of the oxygen content 
in the blood. With ‘each incoming 
breath more of the CO is taken in, there- 
fore, more of the cells are replaced with 
CO for oxygen and by each breath the 
oxygen in the blood is decreased. This 
is in plain terms the saturation, and 
when the oxygen gets down to a certain 
point, life can no longer go on. 

Important Symptoms 

“Some of the more important symp- 
toms given by the better authorities are: 
general relaxation of the pupil of the 
eye; a feeling of dizziness and, in later 
stages, hallucinations; then muscular 
weakness with vomiting and nausea pres- 
ent; mentality gradually becomes dulled 
and a decided tendency to sleep de- 
velops; the pulse may increase and then 
with the oncoming weakness it becomes 
more or less intermittent; respiration be- 
comes rapid, shallow and_ stertorous; 
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coma eventually comes, which, 
is loss of consciousness ; respiratory and 
circulatory functions become less and 
less sufficient and finally death comes; 
this comatose state may last several 
days. 

“Resuscitation is possible, but where 
this is done and where there has been 


of course, 


great saturation by slow methods, the 
patient is generally anemic for a long 
time, weak and mentally dull or dis- 


turbed; paralysis in varying degrees has 
been known; surface gangrene has been 
found and also blisters, which, after ab- 
sorption, leave pigmented spots, and in- 
flammatory skin diseases have been 
known, and disturbances of sensibility 
have also been recorded.” 

Before closing his interesting dis- 
course Mr. Rathbun emphasized that the 
environment of the victim was, of course, 
the important field of investigation for 
the claims man. He said: “If it is found 
that the victim has been subjected to 
this poisonous gas, and the length of 
time and amount can be approimately 
ascertained, then, these circumstances, 


plus Symptoms, would be almost conclu- 
sive.’ 


POSTPONE’ RATE PROBE TO DEC. 








Virginia Corporation Commission Gives 
Surety Companies More Time to 
Furnish Data 
Investigation of fidelity and surety 
bond rates has been postponed by the 
Virginia state corporation commission 
until December 4. The inquiry was 
scheduled to get under way September 
7, but continuance was ordered so as 
to allow time for the companies to 
furnish data necessary to the proceed- 
ings. Company representatives request- 
ed the commission to furnish them with 
some sort of a charter or questionnaire 
as to the information it will need in 
deciding whether the prevailing rates 
are fair and reasonable. 
~.R. E. Cabell, Richmond attorney, 
representing the surety companies, ex- 
plained that detailed information had 
been. filed with the New York depart- 
ment, but had not been separated as to 
individual states. It would be very dif- 
ficult to segregate this data. He point- 
ed out that many times several thous- 
and employes of a single large corpora- 
tion were bonded without name or ad- 
dress. R. H. Towner, of the Towner 
Rating Bureau, told the commission 
that owing to lack of definite figures, 
great difficulty would be experience -d in 
arriving at a basis of actual premiums 

and losses for the various states. 

The commission approved a new 
schedule of rates which was filed at 
the opening of the hearing. These re- 
main effective until December 31, pend- 
ing the outcome of the rate inquiry. 
They do not contain any increases. 





NEWSPAPER INSURANCE RULING 

An important decision was made re- 
cently by the Attorney General of Ken- 
tuckv to the effect that the newspapers 
of the state cannot legally offer acci- 
dent and pedestrian insurance to their 
subscribers at reduced rates or give 
them insurance with newspaper subscrip- 
tions. He holds that policies so issued 
are invalid. Newspapers, however, may 
offer policies if sold at their regular 
rates. 





149 AUTO LICENSES REVOKED 

Charles A. Harnett, commissioner of 
motor vehicles in New York. revoked 
149 and suspended 148 certificates of 
automobile registration and driving li- 
censes during the two weeks ended 
August 31. Of the 149 revocations, 
ninety-three or better than 62% were 
for driving a car while intoxicated. 
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plied. Only seven reported that their 
accidental death coverage or double in- 
demnity included the aviation pro- 
vision. Ninety-one life companies _re- 
ported a definite provision excluding 
the payment of indemnity under acci- 
dental death coverage for participation 
in aeronautics. ; ; 

Ted Simmons, Pan-American Life, 
declared that the haste to attach the 
air travel provision was premature, €x- 
pressing the thought that the public 
did not want it as yet. W. T. Grant, 
Business Men’s Assurance, urged the 
underwriters to begin immediately to 
keep accurate statistics of their avia- 
tion experience, preferably through the 
conference statistical bureau. 

Instructive Round Table Meetings 

The round table discussion presided 
over by F. L. Barnes was highly in- 
formative. The question, “Is the Num- 
ber-of Policies Declined Too Large? 
was raised by Ted M. Simmons of the 
Pan-American Life, while George Man- 
velmann of the North American Acci- 
dent raised the question, “Are Health 
Insurance Rates Adequate?” | H. ¢. 
Royer pointed out that rejections are 
bound to occur and that the rate was 
larger for companies having access to 
life insurance records. He said fur- 
ther that the companies might deliver 
some other form of policy in many in- 
stances, but thought this was difficult 
when there was no uniform policy. He 
emphasized that rejections should be 
passed upon by at least two executives. 

Nelson S. Parker, weneral agent for 
the Sentinel Life at San Francisco, 
warned the companies to be sure of 
their unfavorable information before re- 
jecting an application, while Dr. Fisher 
of the Ohio State Life said the com- 
panies should give the agents the bene- 
fit of personal attention when rejections 
must be made. Mr. Ramsey of the 
Business Men’s Assurance made the 
point that the applicants are entitled to 
the insurance if possible. 

Manzelmann Would Eliminate One 

Week’s Disability 

Mr. Manzelmann said that the per- 
sistence of the companies in offering 
protection from the first day is the 
cause of the unsatisfactory condition of 
health underwriting. He declared that 
the elimination of one week’s disability 
would solve the health underwriting 
problem. He cited two contracts of- 
fered by his company, on which a pre- 
mium reduction of 20% is made for ad- 
dition of the week’s elimination rider. 
On the one the experience from the 
first day over a period of eight years 
was 41.6% and with the rider only 
26.8%, while on the other the first day 
coverage experience was 52.1%, against 
41.6%. 1? 

“The elimination of one week mini- 
mizes the greatest of all costs, namely 
malingering, and places the cost of 
health insurance on a purely dollars 
and cents basis, making it possible to 
figure an adequate rate, assuring com- 
panies of a reasonable underwriting 
profit and fulfilling the needs of the 
public by giving real protection against 
real sickness,” he said. 

“This important question has often 
been discussed in this conference, yet 
we continue to draft policies that quote 
first dav coverage; rate sheets are so 
prepared as to give the rate for first 
day coverage, and in an apologetic man- 
ner we show the field force and the pub- 
lic that from 10 to 30% can be saved 
if they will take a policy with a rider 
attached, taking awav something that 
to all intent we meant to give.” 

The round table groun concurred 
with the contention of Mr. Manzel- 
mann. and many underwriters reported 
that their loss experience had been re- 
duced by eliminating the first week. 

Dr. Slingsby Makes a Hit 


The banauet turned out to be an en- 
iovable affair at which the muchly ad- 
vertised Dr. Robert Slingsby, of “De- 
Forrest University,” proved to be a 


pleasant and humorous entertainer who 
kept the audience in an_ uproar 
with a satirical presentation of a 
mythical advertising campaign. C. H. 
Burras, of the National Association of 
Casualty & Surety Underwriters, made 
an interesting address on the poten- 
tialities of Chicago. 

Prizes for golf and bridge were 
awarded, Ted Simmons winning the 
low gross, with Z. T. Miller, Washing- 
ton Fidelity National, second. J. T. 
Smith, Business Men’s Protective, won 
low net; and O. F. Moreland of the 
same «company was second. Mrs. C. 
O. Pauley won first bridge prize and 
Mrs. H. S. Bean, of Boston, was sec- 
ond. Flowers were presented to Mrs. 
C. H. Brackett, the widow of the 
former treasurer of the conference, who 
died two years ago. 





PAPER’S SAFETY CRUSADE 





Hartford “Courant” Running Campaign 
Against Reckless Driving of Autos; 
Started Before Labor Day Rush 
The Hartford “Courant” is running a 
campaign against reckless driving in 
Connecticut. The crusade was started 
just before Labor Day with its rush of 

cars and high accident tolls. 

The campaign was given unusual 
prominence on the front page. The Sun- 
day before Labor Day the paper carried 
a line across the top in large type read- 
ing “Highways Are Doubly Dangerous 
for All on Double Holidays. Motorists, 
Beware! Play Safe, Pedestrian!” At 
the top of the reading matter was a 
large cartoon of Death and the Motor- 
ist with the caption, “There were 117 
auto accidents on Sunday, August 19. 
How Many Today?” 

On Labor Day it answered that ques- 
tion. A featured news story announced 
that five had been killed and twenty- 
nine injured in Connecticut. A picture 
of one of the fatal accidents was shown 
on the page beside a table of accidents 
for the dav. The line across the top 
read, “Be Sure! Some One Will Die in 
Labor Day Traffic! Slow Down!” 





QUESTION FISHERS’ STATUS 





Appeal Court Decision that Compensa- 
tion Comes Under Admiralty Laws 
Rather than State Compulsory Act 


The Virginia Supreme Court of Ap- 
peals has agreed to review a case in- 
volving the question as to whether tong- 
ers, crabbers and fishermen are entitled 
to compensation under the workmen’s 
compensation act. The case was ap- 
pealed from the Virginia industrial com- 
mission by Alice Z. Johnson. Her hus- 
band, John Calvin Johnson, an oyster- 
man, was drowned while operating a 
motor boat in the Severn river for his 
employer. By a two to one decision, the 
commission dismissed her petition, hold- 
ing that the desired relief should be 
sought through an action in the United 
States district court. 

Commissioner Deans who dissented 
held that she was entitled to compen- 
sation. He disagreed with the other two 
commissioners who were of the opinion 
that it was clearly an admiralty case in 
which relief can be had only in the fed- 
eral court. The majority opinion was in 
favor of G. T. Elliott, Inc., and the Aetna 
Life. 





ELECTRICAL CODE READY 


The electrical committee of the Na- 
tional Fire Protection Association, of 
which A. R. Small is chairman, is send- 
ing out copies of the 1928 edition of the 
National Electrical Code. The contem- 
plated edition is 300,000 copies. 





Bolling H. Handy, chairman of the 
Virginia Industrial Commission, has been 
reappointed a member of the body for 
another term of six years by Governor 
Byrd. He was first appointed on the 
commission in 1922. 


Ad Conference Program 
(Continued from Page 36) 

the practical benefits to his company of 
radio and public health advertising which 
have attracted wide attention during re- 
cent years. The next speaker will be 
Henry E. Niles, assistant manager of the 
Life Insurance Sales Research Bureau, 
whose subject, which speaks for itself, 
is, “Public Education,” being the story 
of a practical research to determine 
whether it is needed or not. 

The subject, “Insurance and the News- 
papers,” will be covered by a paper writ- 
ten by Arthur Brisbane, the well-known 
newspaper feature writer. Owing to the 
fact that Mr. Brisbane will be in Cali- 
fornia at the time of the meeting, and 
because of his enforced absence, this pa- 
per will be read by A. Wilbur Nelson, 
insurance editor of the 
“American.” The fourth speaker on the 
morning program will be J. A. Wright 
of the General Outdoor Advertising Co., 
whose subiect will be, “Outdoor Adver- 
tising.” He will present an interesting 
subject in a novel and almost wholly 
pictorial form. This will be the first 
time, it is believed, that the subject of 
outdoor advertising has been presented 
by an expert and discussed at any meet- 
ing of the Conference. 


Big Luncheon at National Press Club 

The Tuesday noon luncheon will be 
presided over by John W. Longnecker, 
vice-president of the Conference, who is 
advertising manager of the Hartford 
Fire. This luncheon will be an occasion 
of special interest because of unusual 
social features as well as the speaker 
and his subject. It will be held at the 
National Press Club of which Chairman 
Crosby is a member and it will be a joint 
affair sponsored by the Washington Ad- 
vertising Club, at which, by invitation, 
representatives of the National Press 
Club, the Women’s Press Club, the 
Washington Advertising Club, the Life 
Underwriters’ Association of Washing- 
ton, the Insurance Club of Washington 
and the Fire Underwriters’ Club of 
Washington will join with the Confer- 
ence. The speaker will be Edward I. 
Taylor, vice-president of the Century 
Indemnity. The subject of Mr. Taylor’s 
address will be, “Claim Service as a Fac- 
tor in Public Relations.” 

Mr. Taylor is a lawyer of wide expe- 
rience, being a member of the New 
York, New Jersey, Connecticut and 
Massachusetts Bars. He was metropoli- 
tan claim manager for the Frankfort 
General and for a time connected with 
the New York claim department of the 
General Accident, following which he 
practiced law in New York and New 
Jersey before entering the legal depart- 
ment of the Maryland Casualty in New 
York City. In 1914 went to Boston as 
manager of the Boston claim division 
and general attorney for New England 
of the Maryland Casualty. During the 
time he was connected with the Mary- 
land in Boston he had charge of the ad- 
justment of all claims in Massachusetts, 
New Hampshire and Maine and general 
supervision of the legal work of the 
company in the New England states and 
he personally handled all of the com- 
pany’s litigation in Massachusetts in 
both trial and appellate courts. 

Mr. Taylor has the faculty of crowd- 
ing a lot of thought into a few words 
and his address is featured on this ac- 
count because he has an absolutely new 
message to deliver which will be of great 
importance and value to every fire, life 
and casualty and surety insurance man 
and will have special elements of con- 
siderable interest for newspaper and ad- 
vertising men. 

Original Play by L. F. Paret 

Announcement of the winners of the 
Rough Notes and Holcombe Trophies 
will be awarded at this joint luncheon 
by William A. Hart, advertising mana- 
ger, E. J. Du Pont de Nemours Co., rep- 
resenting the jury of award. The Tues- 


day afternoon group sessions will be 
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held in the same rooms as on Mc day. 

Tuesday evening there will be a ban- 
quet in the Hall of Nations. The same 
groups as for the luncheon will join 
the Conference for the banquet. Imme- 
diately following the banquet there wil] 
be an entertainment especially featuring 
an original play by Louis F. Paret, gen- 
eral agent, Provident Mutual Life, at 
Camden, N. J., presented by members of 
the Conference. This will be a burlesque 
demonstration of insurance selling and 
advertising methods. : 

The address of the evening will be by 
David Lawrence, editor of the “United 
States Daily,” who has been giving a 
great deal of thought and research to 
the preparation of his address which, it 
is believed, will prove an outstanding 
practical contribution to the institution 
of insurance. Following Mr. Lawrence's 
address and closing the evening there 
will be a dance. The banquet will be 
presided over by President Clifford 
Elvins. 

Wednesday morning will be the an- 
nual business meeting, including reports 
of the officers and election of new off- 
cers. The annual meeting will be imme- 
diately followed by a meeting of the 
newly elected executive committee pre- 
cided over by the newly elected presi- 
dent. This business meeting, closing 
Wednesday noon, will mark the official 
close of the Conference, leaving 
Wednesday afternoon for sightseeing 
and bus tours in and near Washington, 
including Mount Vernon, Arlington and 
Alexandria. 





STEVEN J. MADDEN DEAD 


Steven J. Madden, special agent of 
the Pennsvlvania Fire and Homeland in 
the New York suburban territory, died 
last Saturday night at his home in Cen- 
tral Park, L. I., after an illness lasting 
about a month. He had been connected 
with the Pennsylvania for several years. 
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